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N ADA Fights On for Territory Bill; 


‘Bonus Plan Is Given Best Chance 
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Top Cars 


New-car registrations for 11 


months, plus two states for De- 
cember: 
1959 

Pos. 
1—1,347,456 
2—1,342,341 


h\ 
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Ch 
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1958 
Pos. 
1,102,595— 1 
905,998— 2 
199,357— 6 
Plym.\ 359,609— 3 
Olds. 269,7384— 4 
Rambitr 162,693— 7 
Buick \ 231,270— 5 
Dodge \ 124,494— 8 
Mercury, 122,546— 9 
Cadillac \ 108,201—10 
Stude. \ 38,080—13 
Chrysler \ 54,054—11 
DeSoto 44,236—12 
Edsel 097 —14 
Lincoln .769—15 
16,914 Imperial 18,316—16 
559,111 Misc. 77 


Total All Makes 
5,599,648 4,140,876 
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121,330 
58,754 
40,094 
39,029 

1b— 25,611 

16— 


Chevy, Ford 


By Martin L. Whitmyer 
Staff Writer 

UTPUT of an estimated 166,125 

cars and 30,309 trucks last week 
put U. S. auto makers over the 
million mark in total vehicle out- 
put. Calendar-year assemblies were 
ahead of both the 1959 pace and the 
alltime high year of 1955. 

The millionth vehicle of this 


"year rolled from the assembly 


lines last Saturday (Feb, 6)—11 


1,600 Dealerships 


To Sell Comets 


Many Are Falcon Duals; 
Price Starts at $1,998 


By William Ullman 
Washington Bureau Chief 
RLINGTON, Va.—There will be 
1,600 to 1,900 Comet dealers when 
the car goes on sale March 17, Lin- 
coln-Merecury officials predicted last 
week at the national press pre- 


4. view of the new 


compact. 

All of the deal- 
ers also will hold 
Mercury fran- 
chises, Because 


' of the large num- 


ber of Ford-Mer- 
cury duals, there 


* will be many out- 


* ships in the U. S. at the 


| 


lets handling both 
Falcon and 
Comet. fy 
Not all Mercury Ben D. Mills 
dealers will get Comet, however. 
There were 2,641 Mercury dealer- 
eginning 
of this year, 
+ * * 

DEALERS who have already sign- 

ed their Comet franchises and 
those who are still hoping for them 

(Continued on Page 4, Col. 1) 


GM, Ford Report 
2nd Best Years 


ETROIT.—General Motors and 
Ford have reported that their 


(1959 sales were the second highest 


On record and that profits for the 
year were topped by only one other 
year. 

Both companies reported that 
sales and earnings in the fourth 
quarter slipped below the pace set 
in the fourth quarter of 1958. At 
’ (Continued on Page 58, Col, 3) 
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| By Pete Wemhoff 

Editor, Automotive News 
lw ASHINGTON, — Despite ad- 
Wy ‘eines odds, NADA will press 
for passage of a territory security 
bill in this session of Congress. 

Some NADA officials and direc- 
tors are optimistic over enactment 
of such legislation, others are not. 
But all agree that the bonus-type 
bill—rather than a penalty measure 
—stands the best chance. 

NADA officials expect such a bill 
to be introduced in the House mo- 
mentarily. Four territory-security 
bills already are in the Senate and 
two of them, the Monroney bonus 


ates rae 


days ahead of its 1959 counter- 
part and three days up on the 

comparable vehicle built in 1955, 
the top year for car-truck assem- 
blies in the U. S. 

The 166,125 cars turned out by 
U. S. makers last week marked the 
low point of 1959, but moved cal- 
endar-year output to an estimated 
855,116 units for the first five weeks 
of the year, or approximately 65,080 
more cars than were built during | 
the comparable period of record- 
breaking 1955. 

Commercial-car assemblies for 
the first five weeks of this year 
totalled 152,771 units, or approxi- 
mately 13,700 more units than were 
produced during the Jan, 1-Feb. 5 
period of 1951, the top year for) 
commercial-car output. 

- * * | 

HE decline from 173,311 car as- 
semblies a week earlier to the 
year’s low of 166,125 units last week 
resulted from small cuts in output 
at Ford division and Mercury plus 
the curtailment of all overtime 
work at Chevrolet. | 
Ford division output declined 
from 42,888 assemblies the previ- 
out week to an estimated 41,505 | 
cars last week as the standard 

Ford, Falcon and Thunderbird all 

showed production dips. 

Ford’s “big car” output was off 
from 29,541 assemblies a week ear- 
lier to 28,470 units last week. Only 
five Ford plants worked six days. 

Falcon declined from a record- | 
breaking 11,509 assemblies a week 
earlier to 11,230 units despite the} 
fact that all three of its assembly 
plants worked Saturday. Thunder- 
bird, with its Wixom (Mich.) units 





working six days, slipped from 
1,838 to 1,805 units. 

Mercury declined from 5,107 units | 
a week earlier to 4,100 assemblies | 
last week as only its Los Angeles | 
plant worked six days. Lincoln, the | 
only Ford Motor unit to show an | 


increase, rose from 857 to 865 units | 
(Continued on Page 61, Col, 3) 
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|to do with the new American mar- 
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Stronger make committees needei? Page 3. 
Other NADA highlights: 


Sales Testing Austin’s A-55 Camt aa Page 12. 
How two dealers lost a sale, Page 54. 
Comet and Falcon news, Page 4. 
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bill and the NADA penalty bill, 
have been referred to-the Interstate 
and Foreign Commerce Committee. 
The 43rd annual NADA con- 
vention drew 11,277 dealers, wives 
and employes here last week. The 
1961 conclave will be held in San 
Francisco. 
Elected officers for the coming 


New NADA Officers— 


| national), 
land J. W. Pickens (Oldsmobile- 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


year were: Birkett L. Williams 
(Ford), Cleveland, president, pro- 
moted from 1959 first vice-presi- 
dent; Walter B. Cooper (Chevrolet), 
Fort Collins, Colo., first vice-presi- 
dent; William R. Bryden (DeSoto- 
D o d g e-Plymouth-Renault-Inter- 
Beloit, Wis., secretary, 


Rerhs 


These are the new officers who took over last week at the annual convention of 


NADA in Washington. 
Orangeburg, S. C 


Left to right are J. W. Pickens (Oldsmobile-Cadillac-Hillman), | uitable year-round bonus in- 
Ride Kes by the factories.” He felt 


vice-president; iene Le Wilton: @eot, Clevttena, Deetked lana Pate fe TE 


(DeSoto-Dodge-Plymouth-Renault-International), Beloit, Wis., secretary. 


U. S. Compacts Called Boon . . .- 


FEB 8 196 
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No Panic Among In; 


By Robert M. Lienert 
Associate Editor 


MPORTED-CAR dealers are} 

showing no panic in the face of 
declining volume of their own lines 
and booming sales of U. S.-built 
compacts. 

Every import dealer contacted ; 
in an Automotive News survey in- 
sisted he was in the market to 
stay. In fact, most of them feel 
that 1960 will be the best sales 
year imports have ever enjoyed. 
The slow deterioration in sales 
volume that has marked the import 
field for several months is attrib- 
uted by dealers to a variety of rea- 
sons—none of which has anything 


ket offerings. 
* ok 
| Epealans note that in the past 
imports have followed a cycli- 
cal pattern of declining in winter 
months and reaching a peak in late 


* 


Pages 2, 6 17, 30, 
59, 61. 





summer. Some said they felt that 


|news reports of new models to be 


available before long in their re- 
spective lines had slowed sales of 
current models. 

All expect that the arrival of 
spring will reverse the trend in 
new-car sales. And many note 
that this year, for the first time, 
should see the used-car business 
come into its own in the import 
field. 

Asked whether the U. S. compacts 
have hurt import sales, one dealer 
said, “So far, they are helping by 
focusing attention on our type of 
car. And, of course, we retail for 
several hundred dollars less.” 

Another pointed out that “import 
dealers are selling mostly to own- 

ers of domestic cars and the com- 
pacts take in very few imports in 
trade.” 

* * + 

DEALER in St. Louis said com- 

pacts have had no impact “at 

all” on his sales. 

“Our sales are better than last 
year,” he said, 
far in five years.” 


“Present figures show negligible} 


effect,” said a New England dealer. 


all the compacts have accomplish- 
ed is to bring a lot more people 
into his showroom to look over 
the medium-priced imported 
sedan he handles. 


In general, dealers feel that the} 


U. S. compacts do not compete with 
(Continued on Page 4, Col, 4) 
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“in fact, the best so| 
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Cadillac-Hillman), Orangeburg, 


S. C., treasurer. 
” 


- HIS aprestanes speech, the 
new president said dealérg have 
never “faced the future when the 
outlook appeared so bright, the job 
to be done so challenging or the 
prospeétive reward so great.” 

To handle the increased sales and 
service of the future, Williams de- 
clared that dealers will need “more 
capital, more space, a larger organ- 
ization and more skilled mechan- 
ics.” 

It means, too, he said, “finding 
ways and means to dispose of the 
increased numbers of used cars 
which dealers accept in trade.” 

Herbert L. Galles jr., retiring 
president, told the convention that 
NADA’s 1960 program will include, 
besides permissive legislation on 
territorial security, action to ob- 
tain enactment of dealer reserve 
tax relief and the defeat of 
amendments to the Fair Labor 
Standards Act, which would result 
in the loss of established exemption 
for retail service presently enjoyed 
by dealers. 


* * . 

ppecet ams still facing dealers, 
Galles said, include improve- 
ment of dealer public relations, 
eliminating lack of confidence be- 
tween manufacturer and dealer and 
ending of blitz merchandising tac- 
tics and sales-leadership pressure 

by some makers. 
“There is still much cross-sell- 
ing,” Galles declared, “and there 
are many ills of distribution such 


that the major ills could be cor- 
rected “through fair and equitable 
distribution, as related to a practi- 
cal market.” 

James C. Moore, NADA’s exec- 
utive vice-president, declared he 
is convinced “that every loyal 


member of NADA is hungry for 


a return to a realistic quality 
dealer program.” 

“They are fretting under the 
shadows cast by the heartless and 
heedless few who would deceive 
and destroy,” Moore went on. 
“They are smarting from the mach- 


jinations of the short-sighted mi- 


nority who are willing to sacrifice 
business integrity and public con- 
fidence on the altar of temporary 
financial gain.” 

Observers noted that in selecting 
its 1960 officer slate, NADA ele- 


vated three directors from smaller 
(Continued on Page 58, Col, 4) 


F actory Relations 


Best in Years, Says 
New NADA Boss 


ASHINGTON. — Factory-dealer 

relations “are the friendliest in 
my 45 years experience,” according 
to Birkett L. Williams, new presi- 
dent. of NADA, 

At a press conference Wednes- 
day, Williams added that he looks 
for even greater cooperation from 
the factories in 1960. 

“I’m sure,” he said, “that the 
factories realize that the worst 


| f i b = 
Another import dealer said that | Grins ” ar % ” ee Gonlen 


Wyaaams, who is the largest 
dealer of any make in Ohio 
and who sold more than 2,400 Ford 
cars in 1959, said NADA will em- 
phasize better business manage- 
ment for dealers this year. He re- 
vealed that NADA now has about 
(Continued on Page 58, Col, 2) 
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By John K. Teahen Jr. 
Staff Writer 

a production soaring and 

sales still a bit sluggish, auto 
dealers are bombarding would-be 
buyers with a barrage of price ad- 
vertising in an effort to entice them 
into the showroom. 

Many dealers insist that “you 

can’t sell the product until the 

comes in the door,” and they 
maintain that an attractive price 
is the best way to get him in to 
talk. 

The ads aren’t confined to Ford, 
Chevrolet and Plymouth. Medium- 
priced makes are headlining “big 
savings,” and so are Corvair, Fal- 
con, Rambler and Lark. Few Val- 
iant price ads have appeared, how- 
ever. 

* + oe 

TEPHENS CHEVROLET, New 
Orleans, said Corvair prices 
started at $1,795, while Dumas Mil- 
ner, also in New Orleans, mentioned 
a tag of $1,893 for four-door models. 
In Norfolk, Va., Colonial Chevrolet 
had Corvair four-doors for $1,896.50. 

Summers-Hermann, Louisville, 
— of Falcon two-doors with 

radio and heater for $1,894. Lark 
two-doors were going for $1,895 at 
Dick Fincher’s, Miami, and for 
$1,890 at Williamson Motor Co., 
Corpus Christi, Tex. 
Hannah Rambler, Louisville, ad- 





Dealers for Most Makes Join In... 
Price Pitch Dominates ’60 Ads 


vertised Americans at $1,789, and 
Myers & Myers, Knoxville, Tenn., 
priced these models at $1,795. 

But not all compacts are “steals.” 
Loaded with options, the small cars 
lose their economy price tags. 

* * * 


LIM BARNARD, auto editor of 
the Los Angeles Hxaminer, told 
of a new-car buyer who paid $96.50 
less for his ’60 Mercury than a 
neighbor had paid for his new com- 
pact. 
The big-car buyer asked, “Am I 
confused? Has the automobile in- 





No ‘Horsepower Race,’ 


But Falcon’s Up to 128 


DETROIT. — The unannounced 
and unacknowledged horsepower 
race among the compacts got an- 
other entry last week as Ford di- 
vision offered a power pack that 
will boost Falcon horsepower 
from 90 to 128, 

Earlier, an optional kit hiked 
the Corvair rating from 80 to 95; 
Valiant jumped from 101 to 148 
by means of a “Hyper Pack,” and 
Rambler introduced an American 
Custom series with a 125-horse- 
power engine, Other Americans 
have 90 horses. 





UAW Gears for ’61 Talks; 
War Declared on ‘Speedups’ 


By Frank Gawronski 
Staff Writer 
United Auto Workers an- 
nounced formation of a national 
Chrysler council and nine subcoun- 
cils among Chrysler Corp. workers 
to prepare for new contract nego- 
tiations in the auto industry in 
1961. 

The development was announced 
by Norman Mat- 
thews, UAW vice- 
president and direc- 
tor of the union’s 
national Chrysler de- 
partment, following 

a two-day meeting in Detroit of 
delegates from 27 Chrysler locals 
across the country. 

Matthews said the national coun- 
cil and subcouncils will coordinate 
the locals’ activities relating to 
contract negotiations and bargain- 
ing procedures, 

In a speech before the dele- 
gates Matthews called for 
“stepped-up joint efforts” by the 
locals to eliminate “speedups and 
other hazards in the factories.” 

He spelled out what he termed 
the union’s “lack of progress” in 
settling grievances with the cor- 
poration as a result of manage- 
ment’s “screwball attitudes.” 

“I can assure you,” Matthews 
told the delegates, “that every 
grievance within reason which has 
any merit whatsoever, will be proc- 
eased.” ” * * 


Chevrolet Hit by Strike 
REenwae, a dispute over 

production standards halted 
production at Chevrolet’s manufac- 
turing plant in Flint last Wednes- 
day (Feb. 3) when 10,000 employes 
walked off their jobs. 

The union, UAW Local 659, 
charged that the General Motors 
plant speeded up operations in 

the crankshaft department with 
the start of 1960 model produc- 
tion. The plant does pressed metal 
work and produces six-cylinder 
engines and other automobile 
components. 

The strike halted all overtime 
work at Chevrolet’s 10 assembly 
plants across the country. 

A company spokesman said that 
a protracted strike might affect not 
only all Chevrolet plants, but those 
of other GM divisions. 

A UAW spokesman said the 
union had protested an increase 
from 23 to 36 an hour in the num- 
ber of units required from the 
crankshaft department’s 20 hourly 
rated employes. 

Company spokesmen denied the 
speedup charges and said changes 


in the operation warranted an in- 
crease, The union said negotiations 
broke off on a company offer of 
35 units against a limit of 30 de- 
manded by the union. 


* * * 


Little Hope in Rail Talks 


HE National Mediation Board 

last week stepped out of the 
wage talks between the Brother- 
hood of Locomotive Engineers and 
the nation’s railroads. 

The board offered binding ar- 
bitration and urged that both 
sides accept it as a means of set- 
tling the dispute, The union is 
expected to reject the offer. 

The move by the board clears 
the way for the union to set a 
strike vote and strike date. A union 
spokesman said the brotherhood ex- 
pected to have strike ballots cir- 
culated among members over the 
weekend. 

Despite the breakdown in nego- 
tiations, any strike is still months 

away. It is expected that almost 
a month will be needed to complete 
tabulation of the strike vote. Pro- 
visions of the Railway Labor Act 
would delay the walkout another 
60 days while a Presidential fact- 
(Continued on Page 58, Col. 5) 
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dustry gone nuts? Or did my Mer- 
cury dealer make a mistake?” 
Apparently the dealer hadn't 
made a mistake, for Mercury’s ’60 
price structure has generated scores 
of price ads. In Houston, Snelling 
Motor Co. tagged a Monterey two- 
door sedan at $2,247, while Volpe, 
Rochester, listed that model at 










Business Barometer 


Automotive News Economic Index — 
98.8 Percent of Last Week 
114.9 Percent of Like Week Last Year 


Auto Production ............... 173,231 99.0 144.5 
Track Production ..........s00. 32,613 102.5 130.8 
Auto Registrations—yYear to date.. 5,597,648 aera 135.2 
Truck Registrations—Year to date. 889,074 evs 134.0 
Steel Production—Tons ......... 2,717,000 99.6 124.7 
Pa rd Production—tTons.... 325,870 101.2 110.9 
Soft Coal Output—tons ........ 8,655,000 98.0 108.1 
Oil Refinery Output—tBorrels ..... 51,927,000 98.7 97.3 
Electric Output—Kilowatt hours.... 14,313,000,000 98.6 108.8 
Barometer Freight Car Loadings 351,150 98.0 107.5 
Department Store Sales Index .. 113 94.2 107.6 
Stock Market Price Index....... 403.2 96.7 98.7 
U.S. Government Spending 

—Fiscal year to date .........,. $54,365,520,000 ec 100.4 
Commercial and Industrial Leans $29,983,000,000 99.5 nee 
Savings ID va Venencee’ $30,136,000,000 99.7 100.2 
Used-Cear Prices-—Average........ $1,106 97.6 100.9 
Business Failures ................ 281 93.0 87.3 
Common Common 
Stocks Feb.3 Jan. 27 1959-60 Range Stocks Feb.3 Jan. 27 1959-60 Range 


AMC....... 80% 83% 96%-25\, __ Pere 48 50 57%-39% 

Chrysler... 62% 63% 72%-50% Mack...... 47 47 52% -32% 

Ford....... 80 82% 93%4-50% ene 18% 20%, 29%- 9% 

GM........ 48%, 49%, 58% -45 White...... 59% 61 67%-40% 
(Feb. 8, 1960) 


$2,343 “plus freight and accessories.” 


At Miami Lincoln-Mercury, Mi- 
ami, Monterey two-doors were peg- 


ged at $2,475, including padded dash, 


wheel covers, white sidewalls and 


tinted windshield. 


* * * 


oo new Dart has enabled Dodge 
dealers to advertise a medium- 
priced name at a figure near the 


Ford-Chevrolet-Plymouth field. 


Boedeker-Verner, Dallas, offered 
a Dart Seneca with heater at $2,099, 
and O’Daniel Dodge, Louisville, 
priced two-doors with heater and 


whitewalls at $2,183. 

In Houston, Al Parker Buick 
advertised a LeSabre two-door 
sedan at $2,268. Leigh Buick, 
Beaumont, Tex., spoke of “dis- 
counts up to $780,” and Lee A. 
Fogler (Buick), Charlotte, N. C., 
offered discounts of $500 to $700 
on company and executive cars. 
O’ Quinn-Alexander Oldsmobile, 

Beaumont, talked about “year-end 
prices in January,” and said “We 
advertise Oldsmobiles equipped the 
way we think you would want 
them.” A Dynamic 88 with two-door 
sedan with radio, heater, whitewalls 
and automatic transmission was 
quoted at $2,538. 
cd oe * 
™ CHARLESTON, W. Va., Roger 
Dean Chevrolet had a gimmick 
to appeal to baseball fans. Dean of- 
fered 25 shares of stock in the 
Charleston Senators to new-car pur- 
chasers. 

Used-car buyers received 10 
shares of stock, and a single share 
went to anyone who brought his 
car in for an appraisal. 

Timmers Chevrolet, Atlanta ad- 
vertised a full-sized ’60 Ford for 
$1,895. Where did it come from? 
“This car was driven only 21 
miles and traded in on a new 
Chevrolet,” the ad said. 


Edmunds Ford Town, Birming- 
ham, Ala., staged a drawing for 
a Falcon and said the winner would 
receive $1,000 extra if he bought 
a new or used car or truck from 
Edmunds or had his car serviced 
there during the contest. 

In Savannah, Ga., Southern Mo- 
tors told prospects it would cost 
them only $17.37 for gasoline to 
drive an English Ford to Los An- 
geles. The inducement was based on 
a claim of “up to 43 miles per gal- 
lon of regular gas.” 

Two Syracuse imported-car deal- 
ers teamed up to offer a year’s free 
gasoline to new-car buyers. The 
offer, which was limited to 10,000 
miles, was made by Andrew Motors 
(Renault) and Michael Ivy (Fiat). 


Percent of 
Percent of Like Week 
Last Week Last Year 




































VIPs at Safety Luncheon— 










Among those at the speakers table at the annual luncheon of the Auto Industries 
Highway Safety Committee were, from left, Harry A. Williams, Automobile Manufacturers 
Assn.; T. J. O'Neil, member of Ford Motor Co.'s dealer policy board; J. O. Mattson, 
Automotive Safety Foundation; Roy Abernethy, American Motors; Victor Holt jr., Good- 
year Tire & Rubber Co.; J. B. Wagstaff, Chrysler Corp.; Tom Clark, associate justice 
of the U. S. Supreme Court; Charles Freed, AIHSC chairman; H. L. Galles jr., retiring 
NADA president; W. J. Hufstader, General Motors; G. R. Cuthbertson, U. S. Rubber 
Co.; James C. Moore, NADA executive vice-president; Birkett L. Williams, new NADA 
president; D. H. Neal, National Tire Dealer Retreaders Assn., and M. R. Darlington jr., 


AIHSC managing director. 
e+ @.26 





Asked by Justice Clark ... 


Universal Inspections? 


WASHINGTON.—Compulsory ve- 
hicle inspection laws for every 
state were urged by Tom Clark, as- 
sociate justice of the U. S. Supreme 
Court, at the annual luncheon of 
the Auto Industries Highway Safe- 
ty Committee. 

Clark told the auto men, “Let 
the slogan for next year—when 
most state legislatures will be in 
session—be: ‘Protect the Lives of 
Everyone with Inspection Laws 
in 61.” 

He also recommended an inten- 
sified driver-education program and 
improved traffic courts as means 
of reducing highway deaths and 
injuries. 

The luncheon was held in con- 
junction with the NADA conven- 
tion. Another speaker was Commit- 
tee Chairman Charles C. Freed, who 
declared that the automotive in- 
dustry “has proved itself an im- 
portant factor in the nation’s traf- 
fic-accident prevention effort.” 

Clark noted that only 15 states 
and the District of Columbia have 
compulsory vehicle inspection laws 
and declared that he found this 
situation “most peculiar.” 

Citing figures from last spring’s 
National Vehicle Safety Check, he 
asserted that 50 percent of the 
autos on the streets would not pass 
inspection and that 20 percent are 
not safe for operation. 

Clark applauded the work of 
the Auto Industries Committee 
and Look magazine which result- 
ed in three million cars being in- 
spected voluntarily in last year’s 
campaign. 

“But this is not sufficient,” he 
emphasized. “Two out of three cars 
on the road are uninspected. Our 
safety, therefore, rests on the 
chance—a slim one, as the statistics 
show—that these uninspected cars 
are mechanically safe.” 

Stumping for a broader driver- 
education program, Clark noted 
that “there is no use having a safe 
machine unless you have a safe 
driver.” 

But only 16 states have driver- 
education support programs, and 
only 44 percent of the eligible high 
school students in those states re- 
ceive this instruction, he said. 

He proposed that a driver-educa- 
tion course he required in the high 
school curriculum and that some 
part of the available school-day 
time be devoted to it. 

Clark mentioned that availabil- 
ity of cars for training is a prob- 
lem. He noted that 12,500 cars 
were made available for this serv- 

ice last year, and he congratulat- 
ed dealers for furnishing 8,000 of 
them free of all charges. 

“This alone equals a gift of $20 
million to the program,” he said. 
“Those who decry the public spirit 
and integrity of the car dealer 
might stand up and be counted on 
this program.” 

Urging improvement of the traf- 
fic court system, Clark said more 
than four million persons appeared 
in such courts last year to plead 
their cases. 

“The impression that they receiv- 
ed of justice in action forms the 


basis of their thinking as to the 
virtue of the rule of law,” he said. 


He suggested that auto men work 
with their judges and local officials 
to “. . . transform that court from 
a source of municipal revenue to a 
real judicial forum where not only 
justice is dispensed, but those pres- 
ent are taught the importance of 
courtesy on the road and obedience 
to the law.” 

Freed, a former NADA presi- 
dent and a DeSoto-Plymouth 
dealer in Salt Lake City, men- 
tioned several industrywide ef- 
forts to promote safe driving. 

He urged dealers to support the 
1960 National Vehicle Safety Check 
Program and recommended that 
the public work for compulsory in- 
spection laws in states that do not 
now have them. 

At the luncheon, the Auto In- 
dustries Highway Safety Commit- 
tee announced the appointment 
of Frank P, Lowrey as assistant 
managing director, M. R, Dar- 
lington jr. is the group’s man- 
aging director. 

Lowrey formerly was director of 
field services for the committee. He 
joined the organization in 1953 after 
three years on the staff of North- 
western University’s Traffic Insti- 
tute, 


NADA Delegates 
Show Renewed 


Service Interest 


By Jack Weed 
Service Editor 

ASHINGTON.—A strong inter- 

est in service was noted among 
delegates at the NADA convention. 
Exhibitors at the NADA equipment 
show got a lively play the first two 
days of the convention here last 
week, 

However, after meetings moved 
on Monday from the Shoreham 
to the Sheraton-Park, several ex- 
hibitors complained that the 
show was dead except for a short 
time at noon and after the after- 
noon sessions. 

While the Shoreham and the 
Sheraton-Park are situated front 
to back on the outskirts of the 
business district, they are such big, 
sprawling hotels that a visitor leav- 
ing the front door of the Sheraton 
has to walk several blocks to reach 
the Shoreham. There is a circuitous 
indoor route under the Sheraton 
garage which hotel employes use, 
but few convention visitors hazard- 
ed it. 

Dealers showed greater inter- 
est in service and equipment than 
they have in a number of years, 
some exhibitors said. A number 
of new products were on display 
for the first time, 

Factory men in the service con- 
sultation and used-car merchan- 
dising areas also said they were 
pleased with the number of dealers 
who stopped to consult. They re- 
ported a renewed interest in serv- 
ice by most of the dealers who vis- 
ited the booths. 


“a ane oe 


Seto daw mee} 


a Oe ee eee oe oe 



























> Dealer Forum 


by Robert M. Finlay 


OTES from the NADA conven- 

tion: 

How’s Business? 

Many say “Great.” They talk of 
1959 as the best year profitwise in 
recent memory. 

What about this year? 

Some question marks. Not quite 
sure which way it will go. A few 
are sure one way—“Lousy, and I 
don’t want to expand on that.” 

Here and there, dealers just as 
positive on the other side. Like Bill 

Smith (Rambler), in Chicago: “We 
had a good year in 1958. Last year 
was twice as good as that. This year 
is starting out better than 1959.” 

But many dealers see a big need 
for strong automotive advertising 
and promotion in 1960. 

* * oo 


To Free Men’s Minds 

On THE uplifting side—a pro- 
gram which drew a full house 

both Saturday and Sunday was an 

attack on ideas that enslave the 

minds of men. 

Every man is born with the 
seeds of great success and tragic 
failure, contended Armand Gar- 
iepy, who launched a successful 
new business at the age of 49. 
Nothing so frees the mind, said 
Gariepy, as for a man to know that 
he has the ability, the brains and 
the capacity to accomplish anything 
for which he is willing to pay the 
price—through discipline and hard 
work. 

Gariepy, who is director of Sales 
Training International, Barre, 
Mass., said we are paying too much 
attention to tests for aptitudes. At- 
titudes are much more important, 
he insisted. 

“We cannot arrive at a satis- 
factory definition of intelligence,” 
he said, “but we test for that 
which we cannot define. 


“Our research reveals that I. Q. 
tests disclose acquired (learned) 
knowledge, rather than innate abil- 
ities; and aptitude tests merely 
highlight what the individual has 
been interested in during the past. 
Neither test can gauge his true in- 
nate abilities and capacities for suc- 
cess and achievement. These will be 
determined by his degree of effec- 
tive motivation.” 

Gariepy insisted that everything 
we know we learned from some- 
body else who learned it from some- 
body else. 

* ok * 
Motivation 


N DISCUSSING self-motivation, 
Gariepy said that attitudes spark 
the motivational influences in life 
and make one want to do more for 
oneself, one’s family and one’s com- 
pany. 
“Attitudes,” he said, “are a way 
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of life and work. They represent 
what one thinks, the convictions 
one holds. Attitudes are either 
negative or positive. Attitudes 
either motivate one to greater 
and greater activity and respon- 
sibility, or chain one to the ordi- 
mary... 

“One must believe more in one- 
self, one’s innate abilities and ca- 
pacities, and that one can achieve 
anything the mind can conceive.” 

He suggested that one might take 
the same attitude toward hard work 
as he would take toward making 
a hole in one. 

He said that everyone has the 
same basic hopes and fears. 

“We are all afraid to call on 
people,” he said, “but the good 
salesman does it because he 
knows he will feel good after he 
does do it.” 

Gariepy said that we can move 
from fear to confidence to courage. 
We must risk money, time, face and 
talent—yet we are taught to be too 
cautious. 

He asserted that the professional 
salesman approaches the prospect 
with empathy—a projecting of one- 
self into the situation of the pros- 
pect. He takes the role of a humble 
enquirer, to learn the other's situ- 
ation. He proceeds to lower the 
threshold of resistance by an ap- 
proach in terms of the prospect’s 
basic subconscious desires. He sees 
objections as requests for additional 
information. 

He has what Gariepy calls homeo- 
stasis—comeback ability. When the 
prospect says “we never do this or 
that,” the salesman knows that he 
means “unless I can show him that 
it will be to his advantage to do so.” 

* * * 


Time to Close? 


wre knows just the right mo- 
ment to close? 

“No one,” says Gariepy, “so the 
professional salesman closes fre- 
quently in the knowledge that by 
doing so he is bound to hit the right 
time some time.” 

The average salesman, he said, 
listens too much to the objec- 
tions. The professional salesman 
meets objections by telling of ad- 
ditional benefits. 

Gariepy closed with a story he 
heard in Hong Kong, of the young 
smartalecks who sought to befuddle 
a great wise man. They asked him 
first: “How long is a piece of 
string.” He replied that it is twice 
the distance from the middle to one 
of the ends. 

One of the questioners then found 
a baby bird and told his companions 
that he would hold the bird in the 
cup of his hands and ask the wise 
man whether the bird were dead 
or alive. 

‘If he says ‘alive,’” the youth 
said, “I will crush the bird. If he 
says ‘dead,’ I will open my hands 
and free the living bird.” 

When the youth confronted him, 
the wise man pondered, and then 
replied: 

“The answer lies in your hands 
and at your discretion.” 

In like manner, he suggested, we 
hold our own future in our hands. 

x a * 


To Develop Future 


EDUCING all human endeavor 

to the lowest common denomi- 
nator, Gariepy said that man seeks 
to eliminate insecurity—financial in- 
security, political insecurity, spirit- 
ual insecurity, social insecurity, 
intellectual insecurity, physical in- 
security. 

To do this, he said that man can 
become more adequate through 
study and effort, and he suggested 
these fields for development each 
day: 

1. Self-motivation of the indi- 
vidual. 

2. Attitudes of the individual. 

3. Communications of the indi- 
vidual. 

4. Salesmanship of the individ- 
ual. 

He gave these five criteria for 
success: 

(Continued on Page 58, Col, 1) 
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Revitalization Program 


Planned by Old Timers 


WASHINGTON.—M aj, Henry 
T. Cunningham, toastmaster at 
the annual Automotive Old Tim- 
ers luncheon, announced that 
plans are being made to revital- 
ize the organization, 

He also announced that Old 
Timers headquarters has been 
moved to the new NADA Build- 
ing, Twentieth and K Sts, Henry 
Kearns, assistant secretary of 
commerce for international af- 
fairs, was the speaker at the 
lunch, 





At ATAM Meeting... 














Stronger Make Group 
Sought by Freed 


By Jack Weed 


WASHINGTON.—A new method 
of selecting delegates to NADA’s 
make committee would strengthen 
the group, Charles C. Freed, chair- 
man of NADA industry relations 
committee, told the annual meeting 
of the Automotive Trade Assn. 
Managers here, 

Freed proposed that delegates 





New Directors of NADA— 


New directors of NADA at the annual 


convention in Washington are Clarence J. 


McCorkle (Buick), Chicago; Peter Val Preda (Oldsmobile-Cadillac), Burlington, Vt.; 
Richard M. Stoudt sr. (Ford-Mercury), Jamestown, N. D.; Tom A. Williams sr. (Chevrolet), 
Greensboro, N. C.; Harry D. Evans (Buick), Casper, Wyo.; Arthur H. Kenny (Chevrolet), 
Vellejo, Calif.; James M. O'Mara (Pontiac), Hutchinson, Kans., and Sam H. White, 


(Oldsmobile), Houston. 


Anderson Loses Appeal 
In Termination by GM 


SAN FRANCISCO.—The Ninth 
U. S. Circuit Court of Appeals last 
week upheld Genersai Motors in the 
1953 termination of a Buick distri- 
butorship owned 
by M. O. Ander- 
son, Seattle, 
NADA §honcrary 
director and 1947 
president. 

T he appellate 
court, by a 3-to-0 
vote, sustained a 
Federal! Dis- 
trict Court denial 
of damages to 
Anderson, who 
accused GM of 
defrauding him when his distribu- 
torship was terminated and he was 
offered a Buick dealership fran- 
chise. 

Circuit Judge Stanley N. 
Barnes, onetime chief of the Jus- 
tice Department’s antitrust divi- 
sion, wrote the decision affirming 
both the lower court and a jury 
finding for GM. 

Judge Barnes rejected Anderson’s 
claim that fraud arose because GM 
owed him a duty to disclose its dis- 
tributorship closeout plans on Nov. 
1, 1952, when he signed an exten- 
sion agreement. Anderson had been 
a Buick distributor since 1936. 

No “clear trend of authority ex- 
ists” to require disclosure of future 
marketing plans in contractual re- 
lationships of the factory-distribu- 
tor type, Judge Barnes ruled. 

“To become more than a trend 


Oklahoma Dealers 
Set Zone Parleys 


OKLAHOMA CITY. Several 
zone meetings of the Oklahoma 
Automobile Dealers Assn. have 
been scheduled for February. They 
are: 

Northwest Zone—Feb. 16 in Still- 
water and Feb. 23 in Woodward. 
Central Zone—Feb. 18 in Oklahoma 
City. Southeast Zone—Feb. 26 in 
McAlester. Southwest Zon e—Feb. 
29 at Quartz Mountain Lodge near 
Altus. 

The Northeast Zone meeting will 
be held in Tulsa. 


M. O. Anderson 








there must exist either legislation 
or much clearer and much greater 
judicial recognition of the worth of 
legal theory, which as yet must be 
held a theory, and nothing more,” 
he declared. 

The Circuit Court observed 
that net profits from Anderson 
Buick retail operations in 1950-52, 
as contrasted with wholesale 
losses in two of those years, may 
have influenced the jury in re- 
jecting the plaintiff's claim that 
loss of the distributorship was a 
damaging blow. 

“In 1936, when the business start- 
ed,” Judge Barnes noted, “Ander- 
son had invested $7,500 and Gen- 
eral Motors $67,500 ..,. On the 
expiration date of June 30, 1953, 
Anderson’s corporate net worth 
was $1,248,000, in round figures,” 

Counsel for Anderson said Thurs- 
day the decision was being studied 
for a possible petition to the U. S. 
Supreme Court. 


The decision stated in a footnote 
that the 1956 day-in-court law was 
not applicable. Other circuit judges 
who joined with Barnes were Rich- 
ard H. Chambers and Frederick G. 
Hamley. 


Retiring NADA Directors— 


| 


be appointed by the manager of 
the state association or elected 
by each state association’s make 
committeemen. 

Under this method, he continued, 
NADA would get delegates it could 
count on to attend national conven- 
tions and who “would be the type 
of dealer glad of the opportunity to 
work for the best interest of broth- 
er dealers.” 

Freed pointed out that only 31 
percent of the elected members and 
only 18 percent of the alternates at- 
tended this year’s NADA sessions. 
NADA received no response from 
40 percent of its notification letters, 
he added. 

M. R. Darlington jr., of the In- 
ter-Industry Highway Safety 
Committee, reported that holiday 
safe-driving letters, written by 
dealers to employes and custom- 
ers for the first time this past 
Christmas, were a great success 
and will be repeated. 

He also urged support of a pro- 
posal to the various states that 
driver licenses be given to teen- 
agers who have completed two 
years of driver-training. But above 
all, he added, do not use the word 
compulsory in advocating this 
measure. 

Ralph E. Caverlee, secretary- 
manager of Greater Dayton Auto 
Dealers Assn., warned ATAM mem- 
bers of the attempt being made to 
organize dealer mechanics in his 
area. He urged them to advise their 
dealers to “keep their houses in 
order.” 

He also reminded them that 
under the law, it takes a petition 
signed by at least 30 percent of 
the labor force before a dealer 
must recognize a union’s call for 
an election. 

Caverlee said New York is fight- 
ing a bill to license mechanics. In 
Connecticut, where a similar bill 
was proposed, he reported that 
dealers countered with a bill to li- 
cense all repair garages. The best 
prevention against such measures, 
he said, is to have all dealers in 
an area have, as near as possible, 
the same working conditions and 
pay scale. 

Alfred W. Kahl, secretary-man- 
ager of the Iowa Automobile Deal- 
ers Assn., explained the Iowa deal- 
ers’ Guaranteed Warranty plan 
for used cars and exhibited a full- 
page newspaper advertisement that 
carried the names of over 400 deal- 
ers he said had adopted the plan. 

He added that much of the 
value of such a program depends 
on statewide dealer acceptance 
so that buyers can feel they have 
protection anywhere they go in 
the state. 

It was learned after the meeting, 
however, that the IADA is being 
sued by Sales Engineering Institute, 
Inc., Detroit Lakes, Minn., and the 
estate of Carmel S, Lafluer for al- 
leged infringement of their copy- 
righted auto warranty program, 

Karl Richards, of the Automobile 
Manufacturers Assn. told _ the 
ATAM of AMA’s 43rd National Au- 
tomobile Show in Detroit in Octo- 
ber. An industry “kickoff” dinner 
is scheduled for Oct. 13 and a pre- 
view is planned for Oct. 14, he said. 





Retiring directors of NADA are congratulated by 1959 President H. L. Galles jr., 


Albuquerque, N. M., as the association began its 43rd annual convention. 


left to 


right are William C. Davis (Chevrolet), Bismarck, N. D.; Allan C. Mims (Ford-Lincoin- 
Mercury), Rocky Mount, N. Cz R. D. McKay sr. (Chrysler-Plymouth), Wichita, Kans.; 
Frank H. Yarnall (Chevrolet), Chicago; Galles; C. E. Webster (Chevrolet-Buick), Cody, 
Wyo.; Samuel Stowell (Chevfolet), Rutland, Vi., and C. B. Smith (Dodge-Plymouth), 


Austin, Tex. 








Price of New Car Begins at $1,998... 
1,600 to 1,900 Dealers Get Comet 


served that right now the public 
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The Comet Is Introduced 


right up to the introduction date. 

About 1,200 of Mercury’s 2,641 
dealers also handle Ford (some are 
Ford-Lincoln-Mercury triples). Be- 
cause of geographical considera- 
tions, Comet and Falcon will share 
many showrooms, 

Mills predicted that the addition 
of Comet would be a “tremendous 
boost” to the business of Mercury- 
Comet dealers. 

Oo 


received a pleasant surprise when | 
prices of the new compact were 
announced. The figures are within 
$78 to $86 of comparable Falcons. 
Comet’s price leader is a two- 
door sedan at $1,998. The line also 
includes a four-door sedan at 
$2,053; a two-door station wagon at 
$2,310 and a four-door wagon at 
Dealer discount will be 21 per- 
cent, including a one percent 
holdback, the same as Falcon. 
Comet is a 114-inch-wheelbase 
model with a Mercury-type grille 
and hood and a Thunderbird-Ga- 
laxie “greenhouse” and rear win- 
dow. There’s a touch of Lincoln in 
the sculptured body panels. 
Engine specifications are the 
same as for Falcon—six cylinders, 
90 horsepower and 144.3-cubic-inch 
displacement. 
* oe ok 


oo D. MILLS, L-M general 
manager, and Walker A. Wil- 
liams, assistant general manager, 
discussed the car and the dealer 
setup at a press conference follow- 
ing the preview. 

They said dealer selection is 
being made on an individual basis 
and that appointments to handle 
the car will continue to be made 




































































* * 


p= some persistent ques- 
tioning, he would not be pinned 
down to predicting Comet sales 
during the first year except to say 
that he expected demand to be 
“good.” 

He said no one in the industry 
is yet in a position to make reliable 
predictions on how the new com- 
pacts will fare. 

However, he declared that 
“we'll sell all the Comets we can 
produce; and later we'll produce 
all the Comets we can sell.” 

Mills said the risk of coming out 
with Comet was a “sound one” 
with the potential returns more 
than compensating for the gamble 
involved. 

* * + 

i ANSWER to a question, he 

said the new car will stimulate 
some additional business, in terms 
of total sales, in the U. S, economy. 
But he added that Comet undoubt- 
edly will have an effect on sales of 
Mercury and other standard-size 
cars. 

“There will be substitutions” on 
the part of consumers, he declared. 

Mills said Comet would not 
have an optional engine at the 
time of introduction. He left open 
the question of whether the car 
might adopt a V-8 power plant 
in the future, 

“That’s a possibility,” he told a 
press questioner, “but it’s just one 
of quite a number of possibilities.” 

Asked whether the Comet en- 
gine might be “underpowered,” 
Mills said he didn’t think so. He ob- 





New Compacts Fail 
To Panic Imports 


Dealers Claim Spur 
For All Small Cars 


(Continued from Page 1) 
their lines, either in quality or price. 

A Californian put it this way: 
“The quality of imports is still 
superior and their snob appeal 
hasn’t changed.” 

+ ak * 

= whether they planned to 
stay in the import field, replies 
were 100 percent affirmative, and 
some were emphatic, e.g., “Hell 
yes,” “absolutely” and “definitely.” 
In judging that 1960 sales would 
top those of 1959, the dealers said 
that increasing competition would 
prune out some of the weaker im- 
ports, but that sales gains by the 
survivors would more than make 

up any losses in overall volume. 

One Volkswagen dealer said 
smugly, “Sales will be up for VW 
but, of course, I can’t speak for the 
others.” 

Two main reasons underlying pre- 
dictions of growth in 1960 were the 
anticipation of increased numbers 
of cars available, and the greater 
interest generated in all smaller 
cars by advertising for U. S. com- 


pacts. 
* > 


THE Coast, a dealer who in- 
sisted imports couldn’t lose 
said, “New models are coming, gas 
taxes are increasing and poor mile- 
age is reported for all compacts ex- 
cept Falcon. Right now, we’re up 
18 percent over 1959.” 

One dealer said, “Volvo and 
Saab are strong and Hillman 
would really go if they’d send us 
some jobs with automatic trans- 
missions.” 

Imported-car salesmen are just 
beginning to get properly trained, 
said another dealer who looks for 
improvement in 1960. He forecast 
that gains in volume and profit this 
year would amount to 25 percent. 


* * om” 

wot HER dealer expecting a 

“better” year in 1960 told Auro- 
motive News: “Our orders (Volks- 
wagen) are twice last year’s. Volks- 
wagen has the best service policy 
and parts availability and we find 
this a strong buying factor. 

“We have also built a new facil- 
ity which has increased our busi- 
mess and the customers’ faith in 
us and the fact that we are here 
to stay.” 

Only a few dealers predicted that 


WASHINGTON.—The volume of 
auto credit outstanding declined by 
$79 million in December, the first 
decline after 12 straight monthly 
increases, the Federal Reserve 
Board reported. 

The auto credit total stood at 
$16,590 million on Dec. 31, a fig- 
ure which was $2,353 million 
above that reported for Dec. 31, 
1958. 

The decline in auto credit came 
as consumers’ total installment debt 
was going up by $759 million, At 
the end of December, installment | 
debt outstanding was $39,482 mil- 
lion, up $5,402 million in the last 
year. 

Loans for “other consumer 
goods,” chiefly appliances, showed | 
a hefty gain of $556 million during 
December. It is not unusual] for this 
class of loans to increase in De- 
cember during the appliance-buying 
rush before Christmas. 

The fall in auto credit in Decem- 
ber was due partly to a falloff in 
the amount of credit extended dur- 
ing the month, although a pickup 
in loan repayments increased the 
decline, 

Auto loans granted in Decem- 
ber totalled $1,293 million, the 
lowest figure since February, 
1959. Loans totalled $1,313 million 
in November and $1,378 million 
in December, 1958. 

Repayments amounted to $1,372 
million in December, compared to 
$1,303 million in November and 
$1,305 million in December, 1958. 

Of the auto credit outstanding on 





1960 would be less successful than|| Comet ..........cccccccsscssseesss- 114 194.9 
last year. But every one of these|| Falcon oo... 109.5 181.2 
Plans to continue as an import]] Corvair .....occcccccccccsssess 108 180 
dealer. ET es 108.5 175 
However, a dealer in Maryland Rambler American __.100 178.3 
said thoughtfully, “Compacts, plus|| Rambler 6 ..................... 108 189.5 
lower used-car prices, will hurt im-|| Valiant .............000000....... 106.5 183.7 


ports eventually.” 

















Comet Joins the Compa 


Wheelbase Length power 





in gasoline mileage. 


than large cars, 
i * * 


and Lincoln, 


fins, and the tail lights are canted. 
Unlike Falcon, the Comet has dual 
headlights. 

Sedan wheelbase is 114 inches, 
compared with 109.5 for Falcon, 
and Comet is 194.9 inches long — 
about 14 inches longer than the 
Ford division entry. Both Ford 
Motor compacts are 54.5 inches 
high and 70 inches wide. 

Station wagons have a wheelbase 
of 109.5 inches and are 191.8 inches 
from bumper to bumper. Falcon 
wagon wheelbase is the same, but 
overall length is three inches less. 
Both have 76.2 cubic feet of cargo 
space. 

* * * 
AGONS have a roll-down rear 
window, and the tailgate can 
be locked so that it cannot be open- 
ed from the inside by children. 

Comet buyers can order an op- 
tional trim package which in- 
cludes bright window moldings, 
contour seats, special upholstery, 
carpets (in sedans) and bright- 
trim door moldings. The price is 


$58.40. 
Other optional equipment prices 
include: Automatic transmission, 


$171.70; pushbutton radio, $58.80; 
heater, $74.30; padded dash and vis- 
ors, $22.40; two-tone paint, $16.80; 
windshield washers, $13.70, and 
wheel covers, $16. 

White sidewall tires are $28.70 
for sedans and $31.70 for wagons. 


Auto Credit Total Declines 
After 12 Months of Gains 


Dec. 31, banks had extended $7,309 
million, a drop of $35 million dur- 
ing the month but a gain of $1,125 
million in the last year. 

Finance companies held $7,328 
million, down $60 million during the 
month but a gain of $924 million 
during the last year. 

Other financial institutions held 
$1,365 million, a gain of $20 mil- 
lion during December and an in- 
crease of $222 million during the 
year. This classification is made 
up largely of credit unions. 

Auto dealers held the’ remaining 
$588 million in auto paper, off $4 
million during December but $82 
million above the year-earlier total. 


Dealer Suspended 
In Illegal Sale 


PIERRE, S. D.—The dealer 
license of Raymond Lieferman, 
Bridgewater, has been suspended 
for 60 days, with six month’s addi- 
tional probation, by Vehicle Com- 
missioner Jesse Schnider, after the 
dealer admitted selling new cars 
illegally. 

Lieferman named four used-car 
dealers with whom he said he had 
made improper car transfers. The 
charge described only dealings with 
Louis Borello of Midwest Auto 
Sales Co., Rapid City, and involved 
the sale of two ’60 cars to Borello 
through fictitious middleman buy- 
ers. 
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Lowest-Priced 











Weight 2-dr, Sed, 4-dr. Sed. 
90 2,412 $1,998 $2,053 
90 2,288 1,912 1,974 
80 2,375 1,984 2,038 
90 2,605 1,976 2,046 
90 2,469 1,795 1,844 
127 ee. gecinene 2,098 
101 oe > Gens 2,053 





































is economy-conscious and an in- 
crease in power means a decrease 


Mills said there are plans to ex- 
port the Comet and expressed be- 
lief it will be more saleable abroad 


As MENTIONED, Comet styling 
has elements of Ford, Mercury 


The single strip of side trim is 
similar to that of the ’60 Mercury. 
Rear fenders blend into modest 















Galaxie? No, It's a Comet— 


four-door station wagons. 
. =e 





New Compact Goes on Sale March 17— 

Comet, Ford Motor Co.'s newest entry in the compact-car field, will go on sale 
March 17. The car will be handled by “‘selected’’ Mercury dealers. It is a 114-inch- 
wheelbase unit that combines Mercury and Galaxie styling features. 





The Thunderbird-Galaxie roofline and rear window is a styling feature of the Comet, 
Ford Motor's new compact car that goes on sale March 17. Four models of the 90- 
horsepower Comet will be offered—two-door and four-door sedans and two-door and 


Smaller Car Under Study... 


Ford ‘Lets’ Faleon Boom 





ASHINGTON.—Falcon is ac- 
counting for 30 percent of Ford 
sales, but James O. Wright, division 
general manager, sees no cause for 


alarm. 

“The company has no regrets 
whatsoever if buyers prefer Fal- 
cons over Fords,” he commented 
last week. He said he has told 
dealers to “sell to the market” 
and not worry whether they are 
maintaining a high volume of any 
particular model. 

He also acknowledged that Ford 
is studying the market for another 
small car. Speculation is that such 





Chevrolet Stages 
Sales Contests on 


Regional Basis 


DETROIT.—Chevrolet is con- 
ducting a series of sales incentive 
contests with the rules and prizes 
differing from region to region. In 
each of the 10 regions, Chevrolet 
will match the prize money put up 
by the dealers, 

The 60-day contests close March 
31. In the North Central Region, 
which consists of the Detroit, Flint, 
Buffalo and Cleveland zones, there 
are cash prizes for salesmen based 
on their performance against an 
assigned quota, 

Salesmen in this region have 
been divided into 60 groups so that 
they will be competing against men 
of equal ability. They receive points 
for sales of new and used cars and 
new and used trucks. 

There are eight cash prizes in 
each group, and the winners will 
be the men who achieve the high- 
est percentage of performance 
against quota, First prize in each 
group is $300; second is $200; third 
is $150, and fourth through eighth 
is $100. " 

* * 


Dealers Offer to Mend 
Early Corvair ‘Bugs’ 


DETROIT.—Chevrolet dealers are 
sending out letters to buyers of 
early Corvairs, inviting them to 
bring their cars in for certain ad- 
justments. The letters carry the 
dealer’s signature, but the form was 
suggested by the factory. 

The adjustments include im- 
provements to prevent fan-belt slip- 
ping and carburetor icing and other 
refinements made while Corvair 
production was halted because of 
the steel shortage. 

The work is covered by warranty. 
A service manager said it takes 
about an hour, 











a vehicle would be in the Volks- 


wagen-Renault class. 
* ca * 


— spoke at a press con- 
ference called to announce the 
prices of the new Falcon station 
wagons which dealers will place on 
sale about March 10. 

The two-door wagon will have a 
sticker price of $2,225 and the four- 
door version will be $2,287. It 
marked the first time that Ford 
Motor has announced prices which 
include Federal tax and dealer 
prep. 

The $2,287 sticker makes Falcon 
the lowest-priced four-door 
wagon built in the U. S. Ford 
claims the lowest-priced six-pas- 
senger wagon, Rambler American 
has less-expensive two-door wag- 
ons, but Ford considers the 
American a five-passenger unit. 

Wright said wagons will account 
for about 40 percent of Falcon pro- 
duction, compared with about 20 
percent of wagons in standard out- 
put. This could mean upwards of 
400,000 Falcon and full-sized wag- 
ons in 1960. 

Ford Motor probably will build 
500,000 to 600,000 compact cars this 
year, Wright said, but he offered no 


Falcon-Comet breakdown. 
oF ok * 


H® SAID the daily selling rates 
currently are below a _ seven- 
million-car year for the industry, 
but he expressed confidence that 
the tempo will increase, The seven- 
million figure would include about 
half a million imports, he said. 

Wright said Ford hag no inten- 
tion of overproducing this year. 
Schedules are made up for 60 days 
in advance, he said, and by then 
the company can estimate demand. 

Ford dealers are taking some 

imports in trade, Wright said, 
but ’52 to ’56 Fords, Chevrolets 
and Plymouths represent up- 
wards of 40 percent of tradeins. 

He said there is a growing de- 
mand for a compact convertible, 
but he explained that the small 
output would boost the cost of all 
models; hence Ford does not intend 
to build one now. 

About 35 percent of Falcons have 
automatic transmission, Wright 
said. He claimed that the automat- 
ics cut gasoline mileage by only 
1% miles per gallon. 





Compact Wagon Prices 


Lowest-Priced 
Wagon 

2-dr. 4-ar. 
5s cnisssnescshsocennets $2,310 $2,365 
NOD. osc ccisrcnisasdecica aki Meta 
IN oss chi dotganeddceneh 2,225 2,287 
BME isis asecacsctessas 2,366 2,441 
Ram, American RAGD °° Gita. 
Rambler 6 ............00:.0 cece 2,427 
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The Orders Are Pouring In! Response to Our First Ads Terrific! 
YOU'RE SURE TO DO VOLUME BUSINESS! WE GUARANTEE YOUR SALES! 


GET EXTRA SHOWROOM TRAFFIC AND PROFITS! 


Exclusive Lober Program GUARANTEES 
You Profitable BIG Power Mower Volume! 


Class will tell! The orders are pouring in! Lober mowers are going out to 

automobile dealers by the truckload and the carload! And Lober’s mer- 

Briggs & Stratton \\) chandising program is bringing so many customers in to the showrooms, 

e oa aren oe , dealers are selling the mowers almost as fast as they can be delivered— 
linton 3 HP Engines . ‘ ‘ ‘ 

and selling more cars in the bargain! And no wonder! We give you the 

same top quality and advanced features as the “Big 4” nationally adver- 


tised power mowers! We give you unbeatable promotional prices! We 
guarantee your customers’ satisfaction. And we guarantee your sales, 





ale 
ch- 

















Quality 
| Mowers, 
. | Union Made 


100%! So what are you waiting for—order now and get extra showroom 
traffic—to make big power mower profits . . . and sell more cars faster! 
Sensational 
Al ée EXTRA PROMOTIONAL PLUS! 
| EX T R | Lober power mowers cost you so little, you can 
afford to include one as a premium on hard- 
- IMPULSE ‘a to-close deals! 
_ STARTER! 
J “Ne is Seeniaenh With 
> Lober Power Mowers 


LOBER GUARANTEES 
YOUR SALES! 








COMPLETE LOBER PROMOTIONAL POWER MOWER LINE 











SPECIAL ENGINE EXCHANGE 
















eee wnpebn Sorter ao? Call or Write For \ \ Mr. Buyer, Now You Can Assure Your Customers 
starting a mower easy as winding a \ ’ 

clock! Press handle down and the en- Special Pre-Season Promotional Prices! \ Super aa eee eee yout 

: very 

gine starts! must be profitable to you! 






pa?) Deluxe 


Inquire NOW for Complete Details ' y & 
On This Revolutionary Engine Exchange 
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ONLY NEW 1960 LOBER POWER MOWERS 
GIVE YOU ALL THESE DELUXE FEATURES 


AT LOW PROMOTIONAL PRICES! 










Standard 




















Start and Stop Gas 

Throttle Control on 

Chrome Plated 
Handle 





New Silent Muffler 
cuts down irritating 
noise 


Four adjustable 


Reinforced corners 
cutting heights 


guarantee added 
rigidity and strength 


o"O 


Firestone Semi- 













BRIGGS & STRATTON 
OR CLINTON 











WITH DELUXE 
IMPULSE STARTER 












Pneumatic Tires. 
Giant 8” hermeti- 
{ Cally-sealed double 
| ball bearing steel 





Exclusive compression 
springs on each axle 
keep wheels in 








New Briggs & Stratton 
or Clinton Powerful 









onal Engines 
M. LOBER & ASSOCIATES N-2-8 
7 Central Park West, N. Y. C. 23 


Gentiemen: YES! | want to order my power mowers, 


“ | 
| | 
| 
| on your guaranteed sales basis. Rush me full details { 

ma CLAE, a 
Name. . sasitanagtiaaaiads | 

AND ASSOCIATES 2s a 

: Se 

| 

! 


permanent alignment! 





G. W. DAVI S Manufacturers Since 1902 Apdren_._ 
Shipping Point: Richmond, Ind. 


’ 
The World's Largest Producers of Power Mowers vim etm mae oa 
of receipt of your order. 


Telephone Number. 





City ee Se 
7 CENTRAL PARK WEST, N.Y.C. 23, N.Y. JUdson 6-2117 
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Insurance No Place to Skimp... 





Ample Coverage Held 
Must for Leasing 


By John E, Walsh 
Staff Writer 

Eprror’s Note: This is another 
in a series of articles on leasing 
and the opportunities and prob- 
lems facing the dealer. 

* a” a 
Ne LEASING company can af- 
ford to skimp on insurance. 
Inadequate coverage is one of the 
biggest threats to the lessor’s oper- 
ation, 

How much coverage is adequate? 
Opinions differ, but leasing authori- 
ties generally 
agree that any 
amount under 
$100,000 per unit 
for public liabil- 
ity and property 
damage is too risky. 

Carl E. Fribley, Norwich (N, Y.) 
Cadillac-Pontiac dealer who has 
been in leasing on a local basis 
since 1952, said his firm provided 
$100,000 to $300,000 property damage 
and public liability at the start. 

By 1959, however, the figure 
had been increased to $1 million, 
he added. In recent years acci- 
dent settlements have been climb- 
ing and coverage must keep pace. 

Sam Lee, operator of Lee Fleet 
Management, Inc., a nationwide 
leasing system, urges anyone in 
leasing to carry $500,000 or more 
across the board. 

“Dealers must recognize that 
from an insurance standpoint, leas- 
ing places them in a legal position 
in which they have never been 
placed before,” he said. 

* + * 

TR name is on the vehicle 
and they are responsible for 
every act of the lessee. Claims aris- 
ing out of accidents in which a 
leased car is involved seem, some- 
how or other, to draw much higher 

settlements.” 

Lee feels that no lessee should 
be permitted to provide his own 
insurance “unless he has as much 
money as most insurance com- 
panies.” Fribley said he controls 
all insurance on his leased units. 

The insurance should be handled 
by a specialist in fleet or leasing 
insurance, Lee said. 

“Leasing insurance is too impor- 
tant to be handled by amateurs,” 
he added. ae 


FX ITS manual, Inside Leasing, 
NADA says that when a lessee 
insists on providing his own insur- 


Dealer Failures 
Decline to 210 


During Year 


NEW YORK.—Business failures 
by motor vehicle dealers totalled 
210 in 1959, off sharply from the 
353 failures in 1958, Dun & Brad- 
street reported. 

Failures in the fourth quarter of 
last year totalled 61, up from the 
third-quarter total of 40 but below 
the 71 failures by dealers in the 
fourth quarter of 1958. 

Included in the totals are all 
dealers who went out of business 
with a loss or potential loss to cre- 
ditors. 

Failures in all classes of retail 
business fell between 1958 and 1959 
but the decline was not as sharp as 
that in vehicle retailing. Total re- 
tail failures numbered 7,514 in 1958 
and 6,873 in 1959. 

Failures by accessory dealers 
numbered 81 in 1959 and 96 the pre- 
ceding year. Last year saw 231 ga- 
rages and repair shops fail, com- 
pared to 206 a year earlier. Service 
station failures last year totalled 
453, up from the 428 a year earlier. 


Orlando (Fla.) Dealers 


Name King President 


ORLANDO, Fila.—B. H. King jr., 
Orange Buick Co., is the new presi- 
dent of the Orlando Automobile 
Dealers Assn. 

E. A. Stebbins, Central Florida 
Motors Co. (Lincoln-Mercury), is 
vice-president, and Elmer Erickson, 
Leppere Pontiac, Inc., secretary- 
treasurer. 


A Look 
At Leasing 








ance, the lessor should take these 
steps to protect himself: 

1. Require that the policy be 
examined by the lessor’s insur- 
ance agent before the vehicle is 
put on lease, If the policy is 
deficient, the lessor should de- 
mand that it be amended or that 
he insure the vehicle. 

2. Buy secondary coverage. 

3. Insert a compulsory buy-back 
clause in the lease contract in the 
event that the lessee becomes un- 
insurable. 

4. Note the expiration date of the 
policy. The lessor should require 
renewals to be on file in his office 
prior to expiration date of the old 
policy. 

* * * 
J omrnn ALSO suggests that lessors 
who lease vehicles in more than 
one state choose insurance firms 
that are licensed in those states. 

One factory manual on leasing 
urges the dealer-lessor to estab- 
lish “a dependable insurance con- 
nection and be sure of the pre- 
miums before you quote,” 

Is it difficult to establish a 
“dependable insurance connection ?” 
Again, opinions differ. 

Operators of nationwide systems 
tend to answer in the affirmative 
in literature stressing advantages 
to dealers who join their network. 

Other leasing authorities claim 
that dealers who want to operate 
alone can find favorable insurance 
rates from dependable firms if they 
are willing to shop around. 
* + * 
vu booklet describing Lee 

Fleet’s dealer franchise plan 
calls insurance “a big problem for 
any local leasing company.” 

“Insurance companies generally 
do not like the leasing business 
because they lose control over the 
driver of the car,” the booklet 
says. “Insurance rates for the 
leasing industry are very high, 
even when the insurance can be 
placed at all.” 

Then it announces that Lee Fleet, 
“through a nationally known insur- 
ance company,” can assure its li- 
censees full coverage in amounts 
up to $1 million. 

The lower insurance rate also is 
a major selling point of CARS 
Rental System, Florida-base organ- 
ization which franchises only new- 
car dealers. 

“Rates are lower for members, 
being based upon the number of 
cars leased by the entire system,” 
CARS literature informs the pros- 
pective franchisee. 

Those who say the independent 
has a good chance of getting fav- 
orable rates point out that as leas- 
ing continues to gain in popularity, 
more insurance companies will be 
looking for the lessor’s business 
with more attractive rates. 








Bankston Receives Dealer Award— 


W. O. Bankston, president of Bankston Motors, Inc. (Oldsmobile), Dallas, is winner 
of The Saturday Evening Post's first annual Benjamin Franklin Quality Automobile Dealer 
Award. Bankston, left, receives the award from Peter E. Schruth, center, vice-president, 
Curtis Publishing Co., and Post advertising director, while James W. Gavagan, Post ve- 
hicle marketing manager, looks on. The plaque cites Bankston for outstanding qualities 
in citizenship, community service and contributions to the automotive industry. Presenta- 





tion was made during the 43rd annual NADA convention in Washington. 


* * * 


* * * 


Bankston Receives Award 
As Top ‘Quality Dealer’ 


WASHINGTON. —W. O. Bank- 
ston, Dallas Oldsmobile dealer and 
winner of the Saturday Evening 
Post’s first annual Benjamin Frank- 
lin Quality Automobile Dealer 
Award, was honored at special cere- 
monies as a part of the 43rd annual 
convention of NADA. 

The award, which cites Bankston 
for outstanding qualities in citizen- 
ship, community service and contri- 
butions to the automotive industry, 
was presented by Peter E. Schruth, 
vice-president of Curtis Publishing 
Co. and advertising director of the 
Post. 

Participating in the ceremonies 
honoring Bankston was Tom 
Clark, associate justice of the 
U. S. Supreme Court, who lauded 
his fellow Texan for outstanding 


2-Month Dealer 
Sues AMC, Rival 


PITTSBURGH. —A $400,000 suit 
against American Motors and a 
Rambler dealer competitor has 
been filed in Federal District Court 
here by Don Reeves, former Ram- 
bler dealer in Monongahela, Pa. The 
suit was entered under the good- 
faith law. 

Reeves accused George R. Koles- 
sar, who sells Ramblers at nearby 
Charleroi, Pa., of “pressuring” AMC 
into terminating the plaintiff's 
franchise last June 29, after only 
a two-month contract relationship. 
The suit said Kolessar complained 
because Reeves was encroaching 
upon his business. 





‘60 Leaders of Tacoma (Wash.) Dealers— 


Newly elected officers of the Tacoma Automobile Dealers Assn. took over at the 








business and civic leadership and 
for his special efforts on behalf 
of crime prevention, improved 
law enforcement and rehabilita- 
tion of convicted criminals after 
their parole from correctional in- 
stitutions. 

A panel of distinguished educa- 
tors adjudged Bankston winner of 
the Post award over 12 other final- 
ists in national competition. 

Competition for the Benjamin 
Franklin Award was sponsored by 
the Post in cooperation with NADA 
and the Automotive Trade Assn. 
Managers as part of a nationwide 
promotion campaign designed to 
focus public attention on the “fran- 
chised, service-minded, quality auto- 
mobile dealers of America.” 


The purpose of the campaign is 
to point up the fact that, despite 
the past malpractices of a few, the 
vast majority of the nation’s new- 
car dealers are ethical and fair 
dealing and are outstanding civic 
leaders in their communities, 
Schruth said. 

Bankston was presented with a 
bronze plaque and a gold medal- 
lion bearing the likeness of 
Franklin and inscribed with 
Bankston’s name as the winner 
of the first annual Benjamin 
Franklin Quality Dealer Award. 

Twelve other dealer finalists in 
the competition, each of whom was 
given a scroll and citation as out- 
standing in citizenship, community 
service and contributions to the 
automotive industry, included: 
Charles C. Freed, Salt Lake City; 
Arthur E. Summerfield jr., Flint; 
Fred W. Forness jr., Olean, N. Y.; 
Harry H. Brown jr., New Haven, 


-|Conn.; Birkett L. Williams, Cleve- 


land; Flowers Hamrick, Greenwood, 
Miss.; Charles J. Whittey, Bis- 
marck, N. D.; J. Saxton Lloyd, Day- 
tona Beach, Fla.; C. J. Murray, 
Sioux City, Ia.; K. T. Pollock, Fort 
Morgan, Colo.; James A. Mason, 
Ferndale, Mich., and Jack Blair, 
Pocatello, Id. 

Bankston, who has been a promi- 
nent figure in Dallas business and 
civic life for more than a quarter 
of a century, was entered as Texas’ 
nominee in the competition with the 
endorsement of Gov. Price Daniel 
and Senator Lyndon B. Johnson, 
Texas Democrat. 


Keller Named to Head 


California Dealer Group 

WALNUT CREEK, Cali f.—Ea- 
ward Keller, Martinez Ford dealer, 
is the new president of the Contra 
Costa County Automotive Assn. He 
succeeds Frank Fitzpatrick (Chev- 
rolet), Concord. 





Valiant Sweeps 


Compact Races 


Rambler Is Leader 
In Economy Trials 


By William Carroll 
Staff Correspondent 

DAYTONA BEACH, Fla. — Time 
trials for NASCAR’s first compact 
car race were hardly over before 
local newspaper headlines shook up 
automotive men with “Valiant is 
the Car to Beat.” 

Chrysler’s baby had qualified at 
speeds averaging 86 miles an hour, 
far ahead of Corvair’s 81-mile-an- 
hour average and Ford’s discour- 
agement which led to not a single 
Falcon posting qualifying times. 

Race day, cold weather and a 
CBS television spectacular combin- 
ed with Bill France’s speedy smor- 
gasbord to produce “dawn of the 
compacts.” 

The first compact race was won 
by Marvin Panch, in a Valiant, 
over the twisting 3.81-mile road 
course at an average speed of 
88.134 miles an hour. A few min- 
utes later, Panch in the same car, 
zipped 50 miles around the 2.5- 
mile banked speedway at an av- 
erage of 122.282 miles an hour, 

In both races, first three slots 
were filled by Valiants, with Fal- 
cons and Corvairs a lap or so be- 
hind. 

Other events included a pair of 
25-mile Speedway races for pole 
positions for a 500-mile sweepstakes 
scheduled for Feb. 14. 

Average speeds were upped dras- 
tically with a new track record set 
by Cotten Owens, who won the 
fastest stock car race yet, at an 
average 149.892 miles an hour in a 
1960 Pontiac. Sports cars had a go 
of their own, won by Ed Rahal, of 
Savannah, Ga., in a D-Jaguar aver- 
aging 96.061 miles an hour. 

Unofficial results of the three- 
day Pure Oil economy trials 
show the top mileage car to be 
a Rambler American, driven in 
Class 2 by M. L. Thomas, Corona 
Del Mar, Calif. The car travelled 
51.281 miles on one gallon of gas- 
oline. 

The overdrive-equipped car, 
which free-wheeled much of the 
time, was powered by American 
Motors Corp.’s recently announced 
optional overhead-valve six. Under 
economy-trial rules, the cars toured 
a closed 3.8-mile course at speeds 
between 26 and 28 miles an hour, 
Highway mileage figures would be 
much less. 

Other unofficial results include: 

A Ford Fairlane six, driven in 
Class 3 by Bill Stroppe, Long 
Beach, Calif., 34.951 m.p.g. 

A Chevrolet Biscayne V-8, 283 
cubic inches, driven in Class 4 by 
Betty Skelton, Detroit, 29.423 
m.p.g. 

A Chevrolet V-8, 383 cubic inches, 
driven in Class 5 by Ralph John- 
son, Lake Orion, Mich., 21.452 m.p.g. 

A Pontiac Ventura, in Class 6, 
22.784 m.p.g. 

A Crown Imperial, in Class 7, 
21.325 m.p.g. 

Official results will be announced 
after NASCAR has completed in- 
spection of top-ranking cars im- 

(Continued on Page 60, Col, 1) 


mates 





Vive Valiant! 


A Valiant, driven by Marvin Panch, won 
both compact-car races held Jan, 31 at 
Daytona Beach, Fla. Sponsoring dealer was 
Brewster Shaw (right), of San Juan Motors, 


Other new officers are Robert | 2aytona Chrysler-Valiant outlet. Panch’s 
Jurs (Cadillac-Oldsmobile), Walnut | °%°"°9* speed over the twisting 3.81-mile 


road course was 88.134 miles an hour. 











group's first meeting of the year. Seated, from left, are Peter K. Wallerich (Chevrolet), 
secretary-treasurer; John Jorgenson (Rambler), retiring president, now a trustee; Russ 
Dunmire (Oldsmobile), president, and Robert P. Mallon (Ford), vice-president. Standing: 
Boyd Shirley (Rambler) and George W. Miller (DeSoto-Plymouth), trustees. Not pictured 
is F. E. Osborne (Pontiac-Cadillac) a trustee. 


Creek, vice-president; James F 

ate . : *| A powerful D-Jaguar roadster, driven by 
Winter (Chevrolet), Pittsburgh, import dealer Ed Rahal, of Savannah, Ga., 
treasurer, and E. Parker Smith, | was only able to average 96.061 miles an 
secretary. | hour over the same course. 





Another Reason 
Why It Pays 


To Be A 
RAMBLER 
DEALER. 


RAMBLER 
FLEET SALES 
SKYROCKET 


164% 


(Model Year 1959 vs. 1958) 

















Every Rambler Fleet Sale 
‘To Commercial Fleet Users, 

? State And Local Governments, 
Is A Dealer Transaction! 








MAIL THIS COUPON TCDAY 







We Have the Proved Product for the 
Exploding ‘Compact Car Market... 
YOU Have the opportunity! 


Rambler Franchises Also Available in Canada and | apenas ae eee. 
in Canada Write to: American Motors (Canada) Lid., 2951 Danforth A Teronto. 
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Comet Bows at Detroit Auto Show 


car at the 47th annual 

Detroit auto show, which open- 

ed here over the weekend, was the 
Comet, Ford’s new compact car. 

Two models, a two-door sta- 
tion wagon and a two-door sedan, 

are displayed at opposite ends of 
the Mercury exhibit area. 

The wagon has a cloud silver 
metallic exterior and a red vinyl 
and sapphire tweed broadcloth in- 
terior. The white sedan has a green 
vinyl bolster and sapphire tweed 
broadcloth interior. 

The Comet was unveiled for the 
press and dealers at the 43rd an- 
nual NADA convention earlier in 
the week in Washington. 

Lincoln-Mercury division an- 


New Yorker to Sell 
Soviet Auto in U.S. 


5,000 Moskviches 


Due This Summer 


MOSCOW.—Russia will enter the 
compact-car race in the U. S. next 
summer by sending 5,000 of its 
Moskviches to the U. S. under a 
trade agreement signed by Robert 

e, New York State auto deal- 
er, cording to the Soviet news 
agency Tass. 

Castle owns a Ford dealership 
in Herkimer, N. Y., and has an 
interest in two imported-car deal- 
erships in Syracuse. News dis- 
patches on the importing ar- 
rangement listed Castle as 
president of Andrea Motors, Inc., 
which is his Syracuse Renault 
dealership. 

The agreement calls for sending 
another 5,000 cars to the U. S. with- 
in two years. The Moskvich is the 
Russians’ economy car, selling for 
25,000 rubles here (about $2,500 at 
the tourist rate of exchange). 

Castle’s wife was quoted last 
week as saying her husband plan- 
ned to retail the car in the U. S. 
at a price below that of the Renault 
Dauphine. 

The cars to be exported are de- 
signated Model 407. They have a 
four-cylinder engine and a flat 
windshield. The average Russian 
has to be on the waiting list for 
about two years to get one of the 
cars. 

The car seats four and the seats 
fold into beds. It has a standard 
shift and the 45-horsepower engine 
is capable of a top speed of 72 miles 
per hour. 

Castle was quoted as saying that 
other, more expensive Russian cars 
might be imported into the U. S. 

The first Moskvich was brought 
into the U. S. about a year ago 
by a Los Angeles businessman 
who bought the car in Czecho- 
slovakia. 

At that time, he told William 
Carroll, Automotive News staff cor- 
respondent who tested the car, that 
a U. S.-delivered price considerably 
under $2,000 would be possible. 


A Moskvich dealer reportedly rt 





has been signed in Toronto, with 
2,000 imports planned this spring. 


* * * 





nounced that although the car will 

not be offered for sale until March 

17, advance orders are being taken 

by salesmen at the Detroit show. 
cd + oa 

NOTHER newcomer to the Ford 

line, a white two-door Falcon 
station wagon, also is making its 
first public appearance in Detroit 
at the show. The wagon was in- 
troduced two weeks ago at the Chi- 
cago show. 

The Detroit display, sponsored 
by the Detroit- Auto Dealers 
Assn., will run through Sunday 
(Feb. 14). 

Another attraction is the Simca 
dream car—the Fulgur—w hich is 
receiving its first Midwest show- 
ing. 

The Simca display, featuring five 
models, is a replica of a French 
sidewalk cafe, with colorful travel 
posters, cafe tables and chairs and 
red and white striped awnings. 

*” *” * 
eg will open this week in 

St. Petersburg, Fla. (Feb. 9-13) 
and in Syracuse (Feb. 13-20). The 
Milwaukee show will close Satur- 

day. 

“Gateway to the Golden Six- 
ties” is the theme of the 5ist an- 
nual Syracuse show at the Onon- 
daga County War Memorial. It 
is sponsored by the Syracuse Au- 
tomobile Dealers Assn. 

Stuart C. Ballard, SADA execu- 
tive vice-president, said the associ- 
ation is counting on the show “to 


Late Report... 





kick off one of the busiest spring 
automobile buying seasons in many 
years.” 
~ * * 

7 Cross-Roads shopping center 

will be the site of the show 
staged by the St, Petersburg Auto 
Dealers Assn. 

Manny Sherman, managing di- 
rector of the Miami International 
Foreign and Sport Car Show, re- 
ported an attendance of 77,350 
for the five-day event. 

He said exhibitors were “ex- 
tremely well pleased with their 
cars’ reception both by the public 
and dealers from throughout Flor- 
ida.” One exhibitor claimed the sale 
of 235 Czechoslovakian Skodas on 
the show floor, he added. 


A Full House in Minneapolis— 
It was standing room only at the recent Upper Midwest Auto Show in the Minneapolis 









An attendance of 15,000 was re-| Auditorium. The show drew 175,149 persons for its nine-day run. The daily average 
ported for the three-day show in| attendance was 1,220 persons greater than the 1959 show which ran 10 days. Most 


Greenville, S. C. 


exhibitors reported that sales and prospects acquired at the show were excellent. 


i Romney Sees Growth for AMC 


By Kenneth C, Kelley Jr. 
Staff Writer 

DETROIT.—George Romney still 
sees a bright future ahead for 
American Motors. That future in- 
cludes increased Rambler sales and, 
he hinted, diversification into new 
fields. 

Speaking at AMC’s annual 
meeting, Romney said the com- 
pany is now fully competitive but 
is not in direct competition with 
the compact cars of the Big 


_ Used-Car Market 


Drastic losses on current models sold at wholesale used-car 
auctions last week pulled down the overall average price by $27 
to $1,106, according to Automotive News’ index. 

Other models were on the strong side, although ’58s were off $19 
and ’55s fell $14. New low prices resulted for both. 

Increased averages, however, totalled up to $15 on ’57s, $12 on 
56s and $5 each on ’59s, 54s and ’53s. 

At a group of representative auctions last week, the average 
consignment was 305.0 units, compared with 274.8 a week earlier. 
The sales ratio was 69.3 percent, compared with 68.2 percent the 


previous week. 


Auction reports begin on Page 49. 





Dealer Fights Cancellation; 
Wis. Law to Be Tested 


MILWAUKEE.—A Federal Court 
ruling on the constitutionality of a 
Wisconsin auto dealer law is being 
sought in a case involving the can- 
cellation of a DeSoto-Plymouth 
dealer by Chrysler Motors Corp. 

Victor Harding, attorney for 
the Chrysler Corp, subsidiary, 
said AFL Motors, Inc., wag can- 
celled because it did not main- 
tain a sales minimum stipulated 
in its contract with the factory. 


Harry J. Aronson, attorney for 
AFL Motors, said the issue is “not 
Oo 





Moskvich Coming from Moscow— 

This is the Russian Moskvich which will be imported into the U. S. by Robert Castle, 
of Andrea Motors, Syracuse, N. Y. Castle's trade agreement with the Russians calls for 
5,000 cars this summer and an additional 5,000 within two years. 


just a matter of selling too few 
cars, but rather a:matter of public 
policy.” 


Three. He repeated his view that 
compact and small cars would 
take 50 percent of the market by 
1963, if not before. 

He said that, until the economy 
cars have taken half of the mar- 
ket, the competition will be between 
all compacts and all standard-sized 
cars, When the day of competition 
between Rambler and the other 
compacts arrives, Romney expects 
AMC to be ready for it. 

At present, Romney said, “Our 
principal asset is our enthusiastic 
Rambler owner body and their en- 
thusiasm is based on the transpor- 
tation superiority of Rambler.” 

He said that 81 percent of present 
Rambler owners are planning on a 
Rambler as their next car. He said 
the full beneficial effects of this 
owner loyalty have yet to be felt 
in Rambler sales. 

Romney said that AMC would 
be able to build cars at the rate 
of more than 700,000 a year by 
next fall. The expansion which is 
making this possible is raising the 
company’s breakeven point from 
a low of about 120,000 cars a year 
to about 130,000. 

He also praised the economies of 
assembling all of the company’s 
cars in one plant. In the days when 
AMC had a West Coast assembly 
plant, the company enjoyed a $60- 
per-car cost advantage by assem- 
bling cars there, The same opera- 
tion today would put out cars cost- 
ing $60 more than those produced 
in Kenosha, Wis. 

Romney also lashed out at the 
tactics of the Big Three on entering 
the compact field. He said they say 
AMC had nothing to do with pop- 
ularizing the compact car and unit 
construction and hint that imports 


He said a Wisconsin law states| popularized economy cars in the 


that a dealer’s contract cannot be 
terminated “without just provoca- 


“Tf this was true, why didn’t the 


tion and without due regard” to the| Big Three bring out imitations of 
dealer’s equity in the operation.|the Volkswagen instead of the 
The law has been upheld by the| Rambler?” Romney asked. 


State Supreme Court, he said. 

Harding said he will ask the 
Federal ruling on the law when 
the court is requested to decide 
whether to dissolve an injunction 
preventing Chrysler Motors from 
terminating the contract. 

In requesting the injunction, the 
dealership explained it had spent a 
large amount of money on show- 
rooms, shops, used-car lots, adver- 
tising and training of personnel. 

The petition said the cancellation 
notice, dated last Oct. 13, was un- 


= |fair and would put the firm out of 


business. 

When Chrysler Motors had the 
case transferred to Federal Court, 
Judge Kenneth P, Grubb signed a 
motion directing AFL Motors to 
show cause why the injunction 
should not be lifted. 


Arnold Elected to Head 


Youngstown Dealer Group 


YOUNGSTOWN, O.—Dick Arn- 
old, University Motors, has been 
elected president of the Youngs- 
town Automobile Merchants Assn. 
He succeeds Robert Sweeney, 
Youngstown Buick Co. 


secretary-treasurer, 





The AMC chief said that the 
company is giving serious study 





4 
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to diversification and later noted 
that the company had arranged 
for a line of bank credit. AMC 
has made quite a point of the 
fact that it has been free of bank 
debt for some time, 

When asked by a stockholder to 
elaborate on diversification plans, 
Romney offered little additional in- 
formation. He said there were great 
growth possibilities in the fields in 

(Continued on Page 58, Col, 1) 


Wash. Dealers 
Operating Under 


Licensing Law 


OLYMPIA, Wash.—Washington 
State automobile dealers are now 
operating under a new dealer li- 
cense law designed to curb dis- 
reputable and fly-by-night dealers. 
The law, which took effect on 
Jan. 1, was passed by the 1959 leg- 
islature with the backing of the 
Washington State Auto Dealers 
Assn. and the Washington State 
Independent Auto Dealers Assn. 

Under terms of the measure, all 
dealers are required to furnish a 
$10,000 bond (formerly $2,000), and 
the license fee for new dealers is 
$50, although renewal of an exist- 
ing license is $20. 

The higher surety requirement is 
expected to weed out curbstone op- 
erations for the simple reason that 
bonding houses for a $10,000 bond 
will be more selective and will re- 
quire about $28,000 in net assets. 

In addition to the higher bond 
and license fee, the State Depart- 
ment of Licenses is requiring a 
police check on all applicants to 
make certain the applicant meets 
business premise standards set 
forth in the dealer law, Also, the 
new law gives car buyers greater 
rights in recovery action against 
dealers who cheat them. It permits 
suit against the dealer and the 
surety bond. 


s 
8 





Detroit Dealers’ Show Committee— 


Members of the Detroit auto show committee include, seated, from left, Kendrick B. 

Other officers are Wayne Barrett, | Brown (Plymouth), committee chairman; Boyce Tope, executive vice-president, Detroit 
Barrett Cadillac Co., vice-president, | Auto Dealers Assn. and show manager. Standing: William Lavigne (Rambler); Arthur 
and Thomas Palison, Wick Motors, | Sellgren (Buick); John Ford (Ford); James Mason (Dodge), and Ted Ewald (Chevrole!). 


Sponsored by DADA, the show ends Sunday (Feb. 14). 
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10:00 P.M.,EST 
| Over 24,000,000 TV viewers will see and hear the 
selling features steel provides in the American auto- 
Mobile ...when The U. S. Steel Hour presents Fred 


MacMurray in “THE AMERICAN COWBOY" starring Edie 
Adams, Carol Burnett, Hans Conried and special guest star Wally Cox. 
| A Max Liebman Production. Watch the show. It’s working for you — 
getting to your own prospects. (iss) United States Steel 





CHECK YOUR LOCAL LISTINGS FOR TIME AND STATION - CBS TV 
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D ™ 7 |. Fair and equitable contracts between manufacturers and dealers in 
E A motor vehicles, parts and accessories; 
A K 1 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
L € and U. S. governments, applied to building and maintenance of highways; 
. R { 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
NEWS else in the world. 


Capsule Comment 


With the pipelines finally filled, the U. S. compact cars are 
playing for keeps in the battle for sales, field reports in- 
dicate. 

Lets hope dealers don’t give ’em away just to win a 
popularity contest. 


For the eighth time in nine years, the total number of 
U. S. new-car dealerships has declined, the 1960 figure 
being 33,286 compared with 35,249 a year ago. 

A factory profits only when its dealers profit. 


Drawing 512,156 persons, the 1960 Chicago Auto Show 
passed the half-million mark for the second time in 10 years. 
Nothing succeeds like success. 
* * a 


Neither the customer nor the dealer benefits when autos 
are sold chiefly on the basis of price, Edward R. Taylor, 
Motorola executive, told the NADA convention. 

The pendulum is swinging toward the public’s recog- 
nition of value over price, he contends. 
* ag * 


Almost 9,900,000 of the 11,210,000 trucks on U. S. 
highways today are used mainly in local hauling work 
and on farms, U. S. Department of Commerce reports. 

The truck dealers’ service market is far larger than 
most dealers realize. 


Gilliespie Buick Co. in Corpus Christi, Tex., is building 
will and creating car prospects by allowing community 
club and social projects to use its showroom. 
Another example of how to help your community—and 


yourself. 
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Events 


% Enrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 
Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
Feb. 17—Annual Legislative-Business Meet- 
ing, South Carolina Automobile Dealers 


Assn., Wade Hampton Hotel, Columbia.* 


March 20-22— Automobile Dealers Assn. 
of North Dakota, Hotel Ryan, Grand 


Forks, 

%& March 24-25—Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

%& March 27-29—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des Moines. 

Apr. 3-5—Illinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield. 

Apr. 24-26—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 


Miss. 

Apr. 24-24—Ohio Automobile Deaiers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1|-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
“7 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, Mo. 

May 6-7—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 12-14—New Mexico Automotive Deal- 
ers Assn... Western Skies Hotel, Albu- 
qerque. 

June 13-15—New Mexico Automobile Deal- 






"Your father and the man are discussing 
the value of cur old car.” 





Letterbox 


‘Foresight Commended .. .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance.that it will not be 


Automotive Cartoon 


Of the Week 


ers Assn., Western Skies Motel, Albu- 
querque, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel. Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn. Grand Hotel, Mackinac Island. 
Aug. 21-23—Colorado Automobile Dealers 

Assn., Harvest House, Boulder, 

Sept. 11-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
er, The Concord, Kiamesha Lake, 


N. Y. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

* Sept. 30-Oct. | — Montana Automobile 
pemer Assn., Rainbow Hotel, Great 
alls. 

Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 


used if you so request. 





Rectifier Story Lauded 


I would like to take this oppor- 
tunity of complimenting you and 
your paper on the very fine article 
which appeared in the Nov. 30 issue 
regarding the automotive rectifier 
future for the automotive industry. 


I feel this story represents a 
very fine piece of reporting and 
will serve to bring the attention 
of the entire automotive industry 
and the people interested in this 
industry to the tremendous poten- 
tial which the automotive indus- 
try has for the application of 
semiconductor devices in general. 
We believe you did a very accur- 
ate job of recording this particu- 
lar story. 

In addition, I would like to take 
this opportunity of thanking you 
for the publicity which this article 
gave to Motorola’s efforts in estab- 
lishing ourselves as a leader in this 
particular business. As you may 
know, Motorola pioneered the auto- 
motive radio power transistor and 
took an attitude which allowed us 
to obtain three-quarters of the total 
business in this particular field. 

Due to this previous experience, 
we were very anxious to establish 
ourselves as a leader in the auto- 
motive rectifier field and, hence, we 
were quite happy to become the sole 
supplier to Chrysler for this first 
year’s production of the rectifiers 
for the alternator. 

We feel that in a few years to 
come the automotive industry will 
represent one of the largest-volume 
consumers of semiconductor devices 
in the world and we believe your 
foresight in bringing this area to 
the attention of your readers is to 


* * 


Auto Shows 


Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
flectoges imports), 

. 614—Detroit Auto Show, Artillery 
Armory (includes imports). 

Feb. 9-13— St. Petersburg Auto Show, 

Crossroads Shopping Center, St. Peters- 


burg. 

Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y, 

Feb, 17-22 — Autorama, Connecticut State 
Armory, Hartford, 

Feb. 19-2i—Albuquerque Auto Show, State 
Fair Coliseum, Albuquerque, 

%& Feb. 19-2i—Wichita Auto Show, McCon- 
nell Air Force Base, Wichita. 

%& Feb. 25-27—Columbus Auto Show, Muni- 
cipal Auditorium, Columbus, Ga. 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

March en 3 — Louisville Auto Show, 
Kentucky Fair & Exposition Cente, Louis- 


ville. 

Apr. 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
Philadelphia, (Foreign and Domestic 


Cars.) 

Apr. 16-24—International Auto Show, Coli- 
seum, New York, N,. Y. 

Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit, 
(See CALENDAR, Page 48, Col. 3) 


The Big Stories 


34 Years Ago—1926 
Dodge Bros. built its 1,500,000th car this week, just 11 years and 2 
months after the first car bearing the name rolled off the assembly 
line. While the automobile industry is experiencing a decided trend 
toward the lighter and smaller car there will never come a time when 
the larger car will not have a great following, according to J. L. 
Farley, president, Auburn Automobile Co. 


20 Years Ago—1940 
The United Auto Workers announced it would make the following 
demands on General Motors: A guaranteed annual wage; a 30-hour 
week of five six-hour days, at the same pay earned in a 40-hour week; 
a day rate instead of hourly rate basis of pay, and paid vacations. 


10 Years Ago—1950 
Hefty price cuts by Hudson ($86 to $141) and Studebaker ($88 to 
$170.25) were seen as the first competitive sparks of the oncoming 
spring market. 





Address Editor, Automotive News, Detroit 7, Mich. 



























































be commended. —C. Lester Hocan, 
general manager, Motorola, Inc. 
+ * os 


Dealer Clarifies Costs 


Recently I sent you pictures of 


our new Down Town Auto Shopping 
Center. I stated it cost us approxi- 
mately $150,000. Please do not con- fF 
fuse this additional investment with 
the main store or the separate truck 
department shown in some of the 
pictures. Our total investment in 
real estate and buildings is over a 
million. 


This new lighting system and il- 


luminated fountain alone cost over 
$20,000. Incidentally, the 28 1000- 
watt mercury vapor lights, plus 40 
spot lights, all mounted on four 60- f 
foot poles light up the whole area 
So much the insurance companies 
have reduced their burglar cover- 
age on stores surrounding us. 


Some Chevrolet officers claim it 


is the finest Auto Shopping Center 

in the U. S—Don Miter, president, 

Miller Chevrolet Co., St. Joseph, Mo. 
* * a 


Ribbon Cutting Ribbed 


A picture in Automotive News 


shows Postmaster General Summer- 
field cutting a ribbon to open the 
31st annual auto show of the Na- 
tional Capital area. 


Especially in the automotive in- 


dustry, the cutting of a satin rib 
bon to “open” anything should be 
relegated to the era of whip-sockets 
on the dashboard of early autos. 


Wouldn’t I be surprised if one of 


the PR men or the ad shops urging 
increased use of aluminum in cars, 
had offered an aluminum-strip rib- 
bon to be cut with scissors (not tin 
snips). It’s new, boys, try it some 
time.—Erwin L. Scuwartt, Atlantic 
City, N. J. 


Tribute to Cosgrove 


Your tribute to Allen G. Cosgrove, 


former assistant truck sales man- 
ager at Chevrolet, in the Dec. 7 
issue of the Automotive News was 
an excellent article. 


I knew Mr. Cosgrove when he 


first joined Chevrolet and I knew 
of his accomplishments befdre he 
joined Chevrolet. 


If ever there was a dedicated man 


to the trucking game, Allen Cos- 
grove was it. His keen foresight and 
wise counsel undoubtedly contrib- 
uted greatly to Chevrolet's leader- 
ship in the trucking industry today. 
Age did not bother Allen. He was 
just as active, just as dynamic when 
he retired from Chevrolet as. when 
he joined them.—S. S. Hat, Libbey- 
Owen-Ford Glass Co., Detroit. 
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V.1.P (Very Important Publications) 
in international automotive advertising 


The men who market automobiles, trucks and automotive accessories For there is no other international showroom in print where an 


throughout the world have made LIFE INTERNATIONAL and LIFE 
EN ESPANOL the number one publications when it comes to selling 
internationally. 

43% of all the dollars (and pounds, d-marks, francs, lire and yen) 
invested by these companies in international advertising in Europe 
and the Pacific went to LIFE INTERNATIONAL last year. And 28% of 
the dollars invested for international automotive advertising in Latin 
America went to LIFE EN ESPANOL. 


automotive manufacturer can display his new models or products in 
such beautiful color—to such an important audience. Together, these 
two publications are bought by more than 690,000 discriminating 
families overseas; reach an audience each issue of over five million. 

With such coverage, such color and such influence, it is no wonder 
that LIFE INTERNATIONAL and LIFE EN ESPANOL work so well for 
the automotive field. 

Investigate what they can accomplish for you. 


AUTOMOTIVE ADVERTISERS IN LIFE INTERNATIONAL EDITIONS 


Firestone Interamerica Company 

Firestone International Company 

General Tire & Rubber Export 
Company 

Goodyear International Company 

Joseph Lucas, Ltd. 


Passenger Vehicles 

Austin Motor Export Corp., Ltd. 
Chrysler International S. A. 
Daimler-Benz A.G. 

Fiat 

Ford Motor Company 


Commercial Vehicles 

Austin Motor Export 
Corporation, Ltd. 

Chrysler International S.A. 

Daimler-Benz A.G. 

Ford Motor Company, Ltd. 


Automotive Equipment & 
Accessories 

Robert Bosch GMBH 
Champion Spark Plug Company 
Chrysler Mopar 

Dunlop Rubber Company, Ltd. 


Ford Motor Company, Ltd. 


General Motors Overseas 


Ford-Werke A.G. Operations 
Fuji Heavy Industries, Ltd. International Harvester Export 
General Motors Overseas Company 


Operations 
Nissan Motor Company 
Nuffield Exports, Ltd. 
Rootes Motors, Ltd. 
Simca 
Standard Motor Company, Ltd. 
Studebaker-Packard Corporation 
Volkswagenwerk GMBH 


Mack Trucks, Inc. 

Nissan Motor Company 
Nuffield Exports, Ltd. 

Outboard Marine International 
Rover Company, Ltd. 
Studebaker-Packard Corporation 
Toyota Motor Sales Co., Ltd. 
Willys-Overland Export Corp. 


LIFE INTERNATIONAL EDITIONS 
Rockefeller Center, New York 20, N. Y. 





MAGAZINE RANKING FOR INTERNATIONAL AUTOMOTIVE ADVERTISING* 


1959 
Share of Total 


1959 
Share of Total 


Latin America 
Magazine 


Europe & Pacific 
Magazine 
LIFE EN ESPANOL 
Selecciones 
Visién 17% 
TIME Latin America 14% 
Mecénica Popular 7% 


LIFE INTERNATIONAL 
TIME Atlantic 27%, 
Newsweek European 10% 
TIME Pacific 7% 
Newsweek Pacific 4% 


43% 28% 


17% 


*Source of data: Rome Report 
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The Man Behind the Wheel... 





Sales Testing Austin Cambridge 


Eprror’s Note: This is another 
in a series of articles describing 
the selling features of foreign 
cars. 

* * * 
By William Carroll 
Staff Correspondent 
Detroit-built compact cars 
getting the most publicity, it 
often escapes our notice that 
Europe has been building compacts 
for some time. Such a compact is 
the Austin A-55 Cambridge, which 
in price and size comes mighty 
close to matching specifications of 
the Big Three compacts. 

The A-55 is a typical English 
product, with Italian styling mod- 
ified to mutton-pie and warm- 
beer standards. But under de- 
tailed inspection it’s quite a 
package of good things. 

Doors open wide on concealed 
hinges and close solidly. The dash 
is enamel finished, with a padded 
top eliminating windshield reflec- 
tions. There’s a long, padded parcel 
tray under the dash, with plastic 
facing to protect tender knees. 

The glove box has no lock, and 
when a radio is not fitted, the 
radio slot becomes a lined box for 
glasses and what-nots. Two circular 
dials in front of the driver hold 
instruments. 

Unlabelled switches are hidden 
all over the dash. The wiper is to 
the right, lights to the left, dash 
light underneath and next to the 
heater blower control, and the hood 
release is under the glove box. 

+ 


Heater Knobs Are Big 


EATER-control knobs are big 

and handy in the center of the 
panel. Neat touch is a “Lilliput” 
light on the end of the turn-signal 
control lever which blinks when 
turn signals are on. Seats are 
formed to the body, with foam rub- 
ber over rubber-hair padding to 
provide a mighty comfortable ride. 
The two bucket-type front seats are 
separately adjustable. 

Though the A-55 has all first- 
glance appearances of quality, 
attention given to fitting fabric 
and glass molding leaves much 
to be desired. A thin rubber floor 
mat in front fits poorly, while 
the fine carpeting for back-seat 
Passengers seems tossed in place. 
There’s a 17-inch steering wheel 
and plenty of room to swing it. 
The gearshift knob has the shift 
pattern engraved on top. Roll-up 

windows are a delight: Up or down 
in 1% turns of the crank. 

On the front doors cranks are 
low and out of the way of knees, 
which usually bump cranks during 
long trips. All four doors have vent 
panes, with tempered glass and 
stainless steel brightwork. 

Pedals are high and free, with 
the brake lever happily hidden be- 
tween the seat and left door. It’s 
out of the way, yet handy. 

* * * 


It’s a Fast Starter 


HE S. U. carburetor has a 

choke control in the center of 
the dash. On cold mornings pull 
the choke all the way out, don’t 
touch the throttle and turn the 
key. You’ll be moving in moments. 
When the engine has warmed a 
minute or so, Austin suggests 
pushing the choke all the way in. 

Town driving the Austin is a 
snap, and parking is a breeze. 
There’s such good vision in all 
directions, and the brakes so 


smooth it would be almost im- | 


possible to get an A-55 into 
trouble. A portion of this results 
from use of nine-inch drums all 
the way around. 

First-time drivers might be cau- 


tioned to raise their foot high off | 
be- | 


the throttle before braking, 
cause the pedal is about three- 
inches above the throttle. 
Sport-car 
should brighten when they discover 


an A-55 is available with either | 


steering-column shift lever or stick 


in the floor. In both cases, the box | 


is a four-speed unit that is a joy 
to shift. 

Gears are quiet, synchronization 
good and, if you don’t mind shift- 
ing four times at every stop light, 
transmission work in the Austin 
can be considered fun. By using all 


There’s little engine vibration or 


noise at normal speeds, but like 
most European fours, the Austin 
power plant is not meant for low- 
speed lugging in high. 

+ + * 


Highway Ride Is Pleasant 


iT you get used to driving a 
responsive car that goes where 
you want it to go, highway-driving 
the A-55 is mighty pleasant. But 
until you get the hang of fast 
steering, it may seem skittish. 
The sedan was not wind sensi- 
tive and proved itself conversa- 
tionally quiet during rapid run- 
ning. At speeds of 65 to 75 miles 
an hour, there is a fine degree 
of control that puts a lot of 
pleasure back in driving, Ride is 
firm, with seat cushioning doing 
a good job to keep driver and 
passengers comfortable, 

During severe cornering, the se- 
dan will lean a bit, but tires fail 
to squeal and there is little change 
in steering. However, don’t get too 
gay because you suddenly may find 
yourself on three wheels as one 
tire leaves the ground. By the way, 
the steering wheel does not recover 
and you have to steer out of cor- 
ners, 

Wind noise was minimal and 
sealing leaks nonexistent. For 


Car Tested: 
AUSTIN 


Test car: A-55 Cambridge. 

Body type: Four-door sedan. 

Engine: Four-cylinder, over- 
head valves. 

Carburetion: S, U., side draft. 

Displacement: 90.88 c u bic 
inches. 

Bore and stroke: 2.875 by 3.50 
inches, 

Compression ratio: 8.3 to 1. 

Horsepower: 53 at 4,350 r.p.m. 

Horsepower per cubic inch: 
58. 

Torque: 82.5 pounds foot at 
2,100 r.p.m. 

Running weight: 2,420 pounds 
without driver. 

Power-weight ratio: 
pounds per horsepower. 

Weight-brake ratio: 164 
posite per square inch of lin- 
ng. 

Transmission: Four forward 
speeds. 

Clutch: Single dry plate, eight 
inches in diameter, 

Differential ratio: 4.55 to 1. 

Steering: 2% turns, lock-to- 
lock, 

Dimensions: Overall length, 
175.4 inches; width, 63.5; height, 
59; wheelbase, 99.3, and tread, 
49.8. 

Suspension: Front independ- 
ent, coil springs; rear, solid axle, 
semielliptic leaf springs. 

Tires: 5.90 by 14, tubeless. 

Gas mileage: 24.6 m.p.g. high- 
way driving; 23.7 m.p.g. test 
average for 380 miles, 

Accessories: Radio, heater, 
electric clock, duotone paint, 
white walls, windshield washer 
and mirrors. 


45.6 





minded prospects | i 





Austin's A-55 Cambridge— 








which thank goodness, because the 
Austin is another import with a 
heater that barely keeps passen- 
gers warm on a cold California 
night. 

Besides, we never could get the 
cold air shut off, which meant the 
first few minutes of cold-morning 
driving were just that. 

On the plus side, the defrost 
position of the heater is a dilly. 
Enough air pours through four 
jets at base of the windshield to 
blow the glass almost from its 
frame. It should be great when ice 
has formed. 

* * * 


Fuel System Is Unusual 


_— fuel system has several un- 
usual points, Filler for the gas 
tank is located high on the body 
at the left corner of the backlight, 
where a locking lid seals the tube 
and protects costly gasoline. 

The only catch is that careless 
service-station attendants soon 
may have the body work all 
scratched and chipped from lean- 
ing their fuel nozzle on the paint. 
The gas tank is between the 
rear-seat back and trunk, Fumes 
and spillage from overfilling soon 
fill the car with gasoline odor. 

On top of the tank is an easily 
serviced electric fuel pump, which 
in moments of silence ticks away 
merrily, much to the consternation 
of passengers unaware of such 
noisy gadgets as electric fuel 
pumps. 

Economy was pretty good con- 
sidering the 53 horsepower engine 
is pushing (or pulling) some 2,420 
pounds of sedan. Overall average 
for 380 miles of “sales testing’ was 
23.7 miles per gallon. During one 
268-mile inland trip, driven at 
highway speeds of 55 to 65 miles 
an hour, the four-cylinder engine 
managed 24.6 miles per gallon. 

Underhood service should be a 
breeze. All fluid reservoirs, battery, 
fuses, washer jar and other bits 
and pieces are high on sheet metal, 
easy to reach and above water 
spray. 

The only exception is the distrib- 

+ OK * 





Safety Latch— 


A children's safety lock is one of the 
features of the Austin A-55 Cambridge. 
Interior handles become inoperative when 
the small lever, protruding out of each 
door lock below the striker, is pushed up 


before closing the door. 
.* 2 
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This is the Austin A-55 Cambridge, a typical British car with Italian styling. The 


| four-door sedan's four-cylinder, 53-horsepower engine delivered 23.7 miles per gallon 
gears, acceleration is moderate.| on a 380-mile sales-test trip, according to William Carroll, Automotive News staff 


correspondent. 








Wide Opening— 


The doors of the Austin A-55 Cambridge 
open wide on concealed hinges and close 
solidly. Each front seat is adjustable and 
designed to fit the rider's body. There 
is a long, padded parcel tray under the 
instrument panel. 


* * 


utor, located low on the right side 
of the engine, which could be dif- 
ficult to reach. Spark plugs are so 
open they could be changed with 
a monkey wrench. 
+ * * 
THs luggage-compartment lid 
opens high on torsion springs 
and covers the compartment so 
well it would keep the contents dry 
in a drizzle. Unfortunately, lid seal- 
ing leaves something to be desired 
and water leaks seem a problem. 

The trunk, of 19 cubic feet ca- 
pacity, is nicely lined and has no 
sharp edges to ruin luggage. 
Since the gas tank is behind the 
rear seat, Austin uses gas-tank 
space under the trunk to hide 
the spare. It rests in a tray 
which is lowered by rotating the 
tire-hub wrench through a hole 
in the trunk floor, Crank away 
and the tire drops almost to the 
ground, 

Sheet metal poses some problems. 
Front fenders are spot-welded as- 
semblies which have been tack 
welded to the cowl. In case of an 
accident, both the inside and out- 
side fender must be removed. 

On the other hand, rear quarter 
panels are in two pieces, so that 
either a section above the trim 
strip, or section below, could be 
removed for replacement. 

Bumpers are solid and deep, 
while overriders are so thin you 
can almost “can” them with a 
finger. The hood is extremely light 
and weaves badly. Undercoating 
should improve this situation and 
reduce the noise level of a demon- 
strator. 

Unit-body construction is used by 
Austin, with a most saleable im- 
provement. Under the floor pan, on 
both sides, boxed frame rails run 
from front to rear. They stub out 
near the engine and, in the rear, 
they support spring shackles and 
bumper brackets. (Every prospect 
would be interested in seeing this 
feature if you had a mirror on the 
floor.) 


* * * 


Owner’s Manual Is Tops 


HE owner’s manual is most de- 
tailed, and could be helpful to 








anyone interested in caring for his 


own car. Most importantly, it ex. 
plains reasons for service items 


| and provides the owner with moti- 


vation to bring his car in for sery- 
ice care, 

The workshop manual is one 
of the finest we’ve seen in a long 
time. Not only does it cover rou- 
tine repair jobs a mechanic 
might encounter in an Austin 
dealer’s shop, but it defines such 
English words as “crown wheel” 
(ring gear) and “swivel pin” 
(king pin). 

In addition, there is a chart 
showing the relationship of unified 
thread nuts and bolts with Whit- 
worth and SNF threads, plus an 
excellent section on sheet-metal 
repairing. 

Salesmen may face a difficult 
time with prospects comparing the 
A-55 with Detroit compacts. Prices 
are similar, but packages differ 
with Austin on the short end of FF 
compact comparisons. 

The Austin is smaller, less pow- 
erful, has to be shifted four times ) 
and may not appear stylish. The 
fuel pump in back needs explain- 
ing, and rough interior trim might 
be cleaned up before the unit is 
floored. The under-warmed heater 
may be a hurdle in cold climates. 

+ * * 
Top Features Cited 
N THE other hand, there are 
features throughout the car for 
a good salesman to work with. 
Tops are unique door locks. Either 
front door may be locked from the 
outside by means of the key. And 
unless you try, it’s impossible to 
lock yourself out. Of course it can 
be done, by opening the door, 
throwing the inside handle forward 
to “lock” then slamming the door 
while holding the outside push 
button in with your finger. 

Better yet, all four doors have 
a children’s safety lock, This is 
a small lever protruding out of 
the door lock below the striker. 
Push the lever up before closing 
the door and interior controls 
are inoperative. 

Other features include package 
shelf under the dash, a four-speed 
gearbox for sport-car fans who 
can’t get the wife to approve a 
roadster, a lined trunk with spare 
tire underneath, second frame un- 
derneath the unit body, vent panes 
in all doors and seats comfortable 
for almost any length person. 

It would be hard to quibble about 
a logical market for an A-55. The 
car is big and comfortable enough 
to go anywhere, long trip or short. 
Passengers and driver would be 
comfortable a'nd the little four- 
cylinder engine produces a lot of 
travel from not mucia fuel. 

Perhaps, because of the four- 
speed gearbox, this would be a bet- 
ter car for suburban dwellers than 
city folks, At least traffic shifting 
would be reduced. From this “sales 
tester’s point of view,” the Austin 
A-55 can stand on its own four 
wheels and do a good job against 
most any import in its price class. 





For Chrysler Retailers .. . 


Stereo Sales Meetings 


CHICAGO.—A series of product- 
training slide films with stereo- 
phonic sound have been produced 
for Chrysler Corp. by Sonic Arts, 
Inc., and its president Elliott M. 
Moore. 

Eighteen five-man teams will 
show the films to Chrysler Corp. 
dealers and salesmen throughout 
the country. 

Sonic Arts claims that salesmen 
who see the stereophonic produc- 
tions retain more of the sales mes- 
sage than they would if they were 
shown monaural sound films. 

At the end of the meetings, sales- 
men are quizzed on what they have 
seen and heard. Cash prizes are 
awarded for the best answers. 

As an example of the technique, 
the company cited Plymouth and 
DeSoto films which were created 
jointly by Sonic Arts and Ross Roy, 
Inc., Detroit advertising agency. 

The Plymouth production opens 
with five minutes of stereophonic 
music as the salesmen are enter- 

ing the meeting room. Next, the 
chairman explains to those pres- 








ent what they are about to see. 


Then the music begins; the lights 
are dimmed and the show starts. 


‘The narration is recorded, and 


music is heard in the background 
as the narrator talks. 

Equipment needed for the Sonic 
Arts productions consists of an 
Amplex stereo tape, playback re- 
corder, a tape deck, separate 
speaker systems and a screen. 


Mississippi Assn. Picks 
8 Committee Chairmen 


JACKSON, Miss.—The Mississippi 
Automobile Dealers Assn. has ap- 
pointed eight committee chairmen. 
They are: 

M. B. Gavin, Lucedale, legislative 
committee; Homer McLeod, Green- 
wood, membership; James Fowler, 
Jackson, advertising ethics; H. Ll. 
Roberts, Shelby, yearbook; H. W. 
Mead, Natchez, insurance; S. E. 
Kossman, Cleveland, convention; 
Jack E. Lee, Forest, public rela- 
tions, and Robert Wise, Hazlehurst, 
highway safety. 
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- Hydrovac Power Brakes 

oa save up to several hundred 


pounds in weight— 
adding to payload 
and profit. 


PRICE 


Hydrovac Power Brakes 


cost less to buy — 
cost less to maintain. 


PROTECTION 


Hydrovac Power 
Brakes provide maximum 
dependability with built-in 
safety standby of manual 

braking in case of 

power failure. 





MAKE BENDIX HYDROVAC* THE MOST POPULAR POWER BRAKE WITH TRUCKERS 


It’s not just chance that makes Bendix Hydrovac endorsed this superiority by specifying Bendix 
the world’s most popular power brake. Cost- © Hydrovac when they buy. Whether you build, buy, 
conscious truckers ali over the globe have recog- __ sell or operate trucks, you'll find it pays to ask for 
nized the superiority of vacuum power brakes and Bendix Hydrovac when ordering new equipment. 


*REG. U.S. PAT. OFF. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes 


Bendix fivrscx South Bend, inp. 


AVIATION CORPORATION 
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AUTOMOTIVE WASHINGTON 





Congress Gets the Word 
As Dealers Visit Capital 


By William Ullman 
Washington Bureau Chief 
eae dealers, their wives and their managers took 
over the nation’s capital last week, outnumbering even 
the lawmakers by about 20 to one. With the NADA con- 


vention one of the largest to 
hit the city, there were few 
Washingtonians who didn’t know 
that the dealers were in town. 
Certainly the 
congress 
men knew it, as 
home-town dele- 
gations of retail- 
ers hit Capitol 
Hill in droves, 
trying out the 
Senate Refectory 
(dining room), 
taking a look at 
the two houses 
from the visitors’ 
Wiliam Ullman galleries and tell- 
ing the legislators what they 





thought about territory security, 
taxes, dealer reserves and the high 
cost of doing business. 

Proceedings of the convention 
proper are well covered in the 
other columns of this paper, and 
this columnist will not dwell upon 
them. 

One observation, however: There 
is no better way to let a million 

people know that auto retailing is 

one of the biggest and most impor- 

tant businesses in America than to 

hold an NADA convention in town. 
* * * 


Gas-Station Proposals 


— the regular busi- 
Mn of the U. S, Government 


went ahead, with more bills intro- 
duced, more debates and more 
politics, A few deserve a second 
look by dealers. 

Rep. James Roosevelt, California 
Democrat, introduced measures de- 
signed to get the major oil com- 
panies out of the retail TBA and 
gasoline business. 

Roosevelt was chairman of a 
House Small Business Subcommit- 
tee that held hearings early last 
December on distribution practices 
in the petroleum industry. Among 
the witnesses who testified then 
were independent TBA wholesalers, 
gas station dealers and trade asso- 
ciation executives. 

“The record of the hearings is 
replete with instances in which, 
through the threat of lease can- 
cellation or other economic pres- 
sures, the independent service 
station operator is coerced into 
exclusive dealing,” Roosevelt told 
his colleagues on the House floor. 

“The evidence indicated that 
there is a general pattern through- 
out the country that most of the 
major oil companies bring pressure 
to bear on the service station op- 
erators to compel them to handle 
specific products which are spon- 
sored by the major oil companies 
and on which the major oil com- 
panies receive some compensation, 
usually in the form of an override 


commission.” He explained that 
this pattern hurts not only the 
service-station operator, but also 
the independent parts and TBA 


wholesalers. 
i 


+ 
Oir Firms Are Target 

OOSEVELT declared that more 

than 200,000 service-station peo- 

ple may be affected by the problem. 

Roosevelt and his Subcommittee 
No. 5 have been digging into this 
question since 1955, and FDR’s son 
now feels that “the major oil com- 
panies either will not or cannot 
correct the situation.” 

He added that evidence has con- 
vinced him that complaints have 
basis in fact. As an example, he 
pointed to a recorded conversation 
between a service station operator 
and a major oil company salesman 
who advised him that he must re- 
move all competitive products from 
his shelves before his lease could 
be renewed. 

Two of the new Roosevelt bills 
would amend the antitrust laws 
to keep oil wholesalers from re- 
tailing gasoline and from acting 
as manufacturers’ agents in 
pushing auto parts, supplies and 
accessories. 

They are exceedingly complicated 
measures, as antitrust laws fre- 
quently are, but their aim is to let 
the gas-station operator sell any 














DQNuTs To 
LLARS 


“DONUT SALES INCREASED 
BETTER THAN 50% IN 24 





HERE'S 
GETS 


HOURS! va knows woat THEY ARE DOING!” 


—William Izzard, Adv. 


Mgr., Royal Castle System, Inc., (77 


Coffee Shops), Miami, Florida 
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THE HIT SHOW THAT 
RESULTS FOR ALL 


PRODUCTS...ALL SPONSORS! 


‘AWINNER!’ 


— J. T. Loehnert, Vice President, 
Dollar Federal Savings And Loan 
Bank, Columbus, Ohio 





A BOOMING 
23.1 RATING 


“,..and we expect the rating 


to go even higher!”’ 


—Jack Atwood, Station Mgr., 


WCHS-TV, Portland, Maine 


“TREMENDOUSLY 


PLEASED!” 


—Walter E. Sickles, Program Director for 


Television—WDBO, Orlando, Florida 


There are 


markets left—snap it up now! 


Already sold in 110 
markets, “Tales of the 
Vikings” is ringing up 
phenomenal sales for 

sponsors coast to coast! 


some good 


TOP TEN 


in Los Angeles! Miami! 


St. Louis! Seattle! 


“FIRST PLACE AND CLOSE 


SECOND PLACE RATINGS! 
ALL AUDIENCE APPEAL!” 


—Dave Crockett, Manager of Programming 
—KOMO-TV Seattle, Washington 


The Biggest, Most Spectacular “‘All-Family’’ Sea Adventure Series Ever Brought To Television! 
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lines he wishes, without the threat 
of coercion. 

One of the measures would pro- 
hibit oil companies which sell gas 
wholesale from receiving any com- 
mission or payment as an agent for 
a parts or TBA maker. 

Both bills provide stiff penalties 
for violators. 

A third Roosevelt bill would re- 
quire that a copy of every service- 
Station lease signed by an oil com- 
pany be filed with the Federal 
Trade Commission. It also provides 
that the FTC be empowered to in- 
vestigate performance under the 
lease. * * * 


Transportation Study Asked 


A RESOLUTION calling for a 
broad study of U. S., transpor- 
tation policy has been offered by 
Senator Warren G. Magnuson, 
Washington Democrat. 





p 





Among other things, the study 


would take a comprehensive 
look at: 

1. The need for regulation of 
transportation. 

2. Ownership of one form of 
transportation by another. 

3. Railroad passenger service 
necessary to serve the public. 

4. The adequacy of transporta- 
tion service to and from rural 
areas, 

5. User charges to be assessed 
against persons using various 
transportation facilities which re- 
ceive Government assistance, 

= + a2 


114 Million Vehicles by ’76 
HE Bureau of Public Roads 
predicts that 114 million motor 

vehicles will be using the nation’s 

highways by 1976. 

In a study of road needs for the 
future just released, the bureau 
forecasts that there will be 230 mil- 
lion people residing in this country 
16 years from now—and that they 
will travel 1.2 trillion miles an- 
nually. 

The bureau estimates that the 
average vehicle will travel 10,562 
miles in 1976, against only 9,566 
miles in 1956, base year for the 
forecasts. This increase per vehi- 
cle is expected despite the trend 
— two or three cars per 

Travel, the bureau believes, will 

stay ahead of vehicle registrations. 

It estimates that travel by car, bus 

and truck will increase 93 percent 

over 1956, while motor vehicle reg- 
istrations will climb only 75 per- 


cent. 
om 


* ok 
Key to the Situation 
WASHINGTON-AREA bus 
driver managed to get away 
with a Secret Service man’s auto- 
mobile the other night. What's 
more, he didn’t even know he was 
taking it. 

The bus driver thought he was 
driving his relief’s car back to 
the bus station. He had good 
reason to think so, since the keys 
his relief had handed him fit the 
Ford he found parked near the 
bus. 


Next morning the Secret Service 
agent found his car gone and 
called the outfit that leases such 
to the service. The leasing firm 
soon located its auto and, sure 
enough, the bus driver’s ignition 
k fit both the SS car and the 
driver’s own vehicle. 

The bus driver is going to keep 
the locks he has, but the Secret 
Service car is going to get new 
ones. 


* + * 
Captive Imports Hit 28 Pct. 


OREIGN-OWNED automobile 
concerns continue to carry on 
the bulk of the passenger-car ex- 
port business with the U. S., ac- 
cording to the Business and De- 
fense Services Administration. 
BDSA adds, however, that 
American firms based in Europe 
are increasing their trade and 
now account for about 28 percent 
of the shipments to this country. 
The BDSA report shows that 
leading U. S, producers overseas 
are Ford in England, General Mo- 
tors in Germany (Opel) and Chrys- 
ler in France (Simca), Runners-up 
are General Motors in England 
(Vauxhall) and Ford in Germany 
(Taunus). 


* *“ ca 
NADA Seminars Set 


ADA will hold a seminar on “the 
management of salesmen” Feb. 
16-17 in its new meeting facilities 
at the Washington headquarters. 
A seminar on improving leasing 
operations will follow on Feb, 24-25. 
Fee for each is $75 for members 
and $100 for nonmembers. 
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Here it is at last... the magnificent, long-awaited ARABELLA that caused such a 
Sensation at the Frankfurt Automobile Show... that is.already the talk of all Europe. 
Yes, ARABELLA has already proven itself well worth the long anticipation of 
American dealers everywhere. For behind this car is the newest engineering 
brilliance of the Borgward Group...featuring a super-modern flat-four engine, >. i 
front wheel drive, all-independent wheel suspension, all-synchromesh four-speed 3 —————— 
gearshift. And ARABELLA combines all this with exquisite, streamlined styling, “aaa 
luxury interiors plus the driving economy and stability that will make sales history. 
paniur NI. So here’s your chance to get in right at the quick-start of a sales-sensation... enjoy 
turn-over like never before...and pull out way ahead in ’60. The door is open for 
a limited number of dealers on ARABELLA now...so get going immediately! 
Write, wire, call ARABELLA MOTORS CORPORATION, Importers and Distributors for 
the North - East United States, 5069 Broadway, New York, New York, Williams 2-5000. 
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THE NEWEST CAR IN THE BORGWARD GROUP 
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Opens Apr. 16 in New York... 


International Show Eyes Records 


NEW YORK.—Records for space, 
attendance and sales are due to be 
shattered at this year’s Interna- 
tional Auto Show, scheduled here 
Apr. 16-24 at the Coliseum. 

With the show still more than 
two months away, exhibitors have 
already contracted for more than 
150,000 square feet of space, said 
Charles Snitow, show president. 
This is more than the total space 
used in last year’s record-break- 
ing display and will require use of 
four floors of the Coliseum. 

Snitow said he is confident that 
last year’s record 250,000 attendance 
will be “substantially exceeded” this 
year. 

“There is every reason to believe 
that last year’s record $40 million 
sales figure for new cars sold at the 
show will also be shattered,” Snitow 
said. 

“There is no doubt that the fight 
for the economy-car market, with 
the American compacts actively 
competing with Europe's best, is 


Nisonger to Open 


6 U.S. Branches; 
Los Angeles First 


NEW ROCHELLE, N. Y. — Ni- 
songer Corp. soon will open its first 
U. S. branch office, according to 
Earl G. Nisonger, president of the 
instruments, parts and accessories 
firm. 

The branch will be in Logs An- 
geles and will serve 1,500 Nisonger 
dealers and distributors in Califor- 
nia, Oregon, Washington, Arizona 
and Nevada. Nisonger said 50,000 
square feet of space has been leased 
at 5200 W. Jefferson Blvd., Los An- 
geles. 

He said branches will be opened 
in Chicago, Houston, Boston, Jack- 
sonville and New Orleans later this 
year. 

“Our specialty is reconstructing 
speedometers, tachometers, gear 
boxes, carburetors, fuel pumps and 
clocks,” Nisonger said. “With the 
arrival from England of the newest 
technical equipment and engineer- 
ing instruments, we will be able to 
rebuild several hundred units per 
day in our Los Angeles branch 
alone.” 

In addition to reconstruction 
work, Nisonger handles spark 
plugs, speed pilots, radios, clutches, 
mufflers, heaters, clocks and other 
parts, instruments and accessories 
for imported cars. Nisonger said it 
is sole franchised distributor for 
Smiths Motor Accessories. 






Aluminum Brakes 
On 500,000 Buicks 


FLINT.—Buick has built its 500,- 
000th car equipped with aluminum 
front brake drums, according to 
Edward D. Rollert, general man- 
ager. 

Buick, the only U. S. auto manu- 
facturer to equip its cars with alu- 
minum brake drums, introduced 
them on a limited basis in 1957. 
They were made standard on all 
Buicks in 1959. 

Buick has used nearly 5,000 tons 
of aluminum in brake drums in the 
three years since these brakes were 
adopted, Rollert said. Each drum 
requires 9% pounds of aluminum. 


Beck Heads Chamber 
In Petersburg, Va. 
PETERSBURG, Va. 
W. Beck jr., 
has been named president of the 
Petersburg Chamber of Commerce 

for 1960. 

Beck has been president of Beck 
Motor Co., Inc, (Renault-Mercury- 
Peugeot), since 1947. 


Frederick 


North Shore Expands 
LA PORTE, Ind. 


ing its facilities at 1301 Pine Lake 
The dealership, 


Ave. 
handjes English Ford, Taunus and 
Lioyd, is headed by Arthur Mag- 
nuson jr. 


an auto dealer here, | 


North Shore} 
Sales (Lincoln-Mercury) is expand-| 


which also} 


one of the principal reasons for the 
rapid rate at which exhibitors are 
contracting for the 1960 show,” he 
added. 

All American compacts except 
Corvair have already made space 
reservations, with Falcon, Ram- 
bler, Valiant and Lark to be join- 
ed by Comet. 

Import makes to be shown come 
from Czechoslovakia, England, 
France, Germany, Italy, Japan, the 
Netherlands, Sweden and the Soviet 
Union. Approximately 60 makes will 
be represented. 

Space has been reserved by the 
following makes: AC, Alfa Romeo, 
Arnolt-Bristol, Aston Martin, Au- 
stin, Austin-Healey, Bentley, BMW, 
BM W-lIsetta, Borgward, Chrysler, 


Leading sports< 


eal alaliay-aecclale rela ae 


Stern will broad his 
‘‘Monroe Sportsreel’’ twice 
every morning, Monday 
through Friday, over more 
than 300 stations of the 
Mutual radio network, be- 


Citroen, Comet, DAF’, Daimler, Dat- 
sun, DB, DKW, English Ford, 
Facel-Vega, Falcon, Ferrari, Fiat 
and Ford. 

Goggomobil, Hillman, Humber, 
Imperial, Jaguar, Lancia, Lark, 
Morgan, Moretti, Morris, Noble, 
NSU, Opel, Panhard, Peugeot and 
Porsche. 

Rambler, Renault, Riley, Rolls- 
Royce, Rover, Saab, Simca, 
Singer, Skoda, Studebaker Hawk, 
Sunbeam, Taunus, Foyopet, Tri- 
umph, Vauxhall, Volvo and Volks- 
wagen. 

Ford and Volkswagen are back 
in the show this year after sitting 
out one year. 

Soviet autos, under sponsorship 
of Amtorg, the Russian trading cor- 








poration, will be exhibited at the 
show for the first time. 

Rover, Volvo, Jaguar and DB are 
scheduled to unveil models not seen 
before in the U. S. Simca will show 
its dream car, the Fulgur, which is 
electronically controlled and pro- 
tected by radar against accident. 

Also on display will be the Amphi- 
car, a vehicle which travels on land 
or water, and the Travelcar, a new 
home on wheels which drives like 
a sedan, sleeps four and comes 
equipped with stove, sink and re- 
frigerator. 

In addition to cars, exhibitors 
will show motorcycles, scooters, 

and other items related to the 
automotive trade. 

Automobile rental organizations, 
publications, insurance firms and 
banks are among exhibitors this 
year, and there will be booths for 
tires, batteries, air conditioners, hi- 
fi radios, superchargers, carburetors, 
waxes and polishes, spark plugs, 
tools, mufflers and the like. 
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SHOCK ABSORBERS 


— 


| Vehicle Exports 


In Canada Drop 
To 18,749 for 59 


TORONTO.—Exports of cars and 
trucks by Canadian manufacturers 
declined again in 1959, according to 
the Canadian Automobile Chamber 
of Commerce. 

Passenger-car exports dropped 
to 14,745-in 1959, compared with 
17,546 in 1958 and 20,744 in 1957. 

In the truck field, Canadian man- 
ufacturers exported 4,004 units in 
1959. The 1958 total was 5,470, and 
the 1957 figure was 7,022. 

The car-truck export total was 
18,749 last year, compared with 
23,016 in 1958 and 27,766 in 1957. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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Pro fit Opportunity 
Best Ever, NADA Told 


WASHINGTON.—Increased prof- 
its await the dealer who takes ad- 
vantage of opportunities in the 
nation’s biggest market—the more 
than 60 percent whose incomes are 
under $6,000 a year—Carl F.. Oech- 
sle, assistant secretary of commerce, 
said here. 

He spoke on “Competing in To- 
morrow’s Market” at a session on 
“Pattern for Profit” at the 43rd 
annual NADA convention and 
equipment exhibition. 

“Every automobile dealer here is, 
for the first time in the automobile 





industry, able to go after this big- 
gest market,” Oechsle said. 

“With every U. S. manufacturer 
now producing smaller, lower- 
priced, lower-operating-c ost auto- 
mobiles—with more to come, plus 
the foreign makes—you never had 
it so good.” 

He said people in this market can 
afford and will buy compact cars 
if the dealer will keep the price 
down. 


He added that he was of the 
opinion that these people would 
prefer a smaller new car, domes- 
tic or foreign, to the risks “in get- 





ting good value in a used car that 
may be too big and too costly to 
operate.” 

In competing for the consumer’s 
dollar, Oechsle continued, the dealer 
mustn’t discount the customer's 
veto power. 

“The customer is still king in 
our economy,” he said, “and one 
of his prerogatives is not merely to 
refuse to buy your cars or postpone 
such purchases, but also to make 
alternative uses of what is to him 
a substantial outlay of money.” 

Dealer associations also can profit 
by “dusting off” their codes of 
ethics, Oechsle said. 

“Don’t jeopardize your profits, 
and even invite more Government 
regulation, by destroying that 
precious asset of any business, 
public confidence,” he said. 


He deplored what he called at- 
tempts to achieve profits by curtail- 
ing competition, particularly by 
those he said give lip service to 
the benefits of competition and then 





FWD Hikes Prices 


On Entire Line 


CLINTONVILLE, Wis. — FWD 
Corp. has announced a price ad- 
justment in its entire line of 
trucks, tractors, optional and 
allied equipment. 

“The adjustments are the: re- 
sult of a comprehensive review 
of our entire pricing structure 
and reflect material increases of 
recent months,” said G. F. De- 
Coursin, FWD marketing vice- 
president. “Generally, price in- 
creases range from $40 to $460 
for motor trucks,” 





seek Government intervention when 
it adversely affects them. 

The traditional ways of doing 
business will be inadequate in to- 
morrow’s markets, Oechsle contin- 
ued. 

“Traditional protective devices 
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MONRO-MATIC SHOCKS 


AND 


LOAD-LEVELERS ” 


“I’m joining one of the biggest promotional 
drives in the automotive service industry to 
bring you more customers for Monro-Matic 
shock absorbers and Load-Levelers*—two 
products that already have taken the trade 


by storm! 
“My ‘Monroe Sportsreel’ 


millions of car owners twice each morning, 
Monday through Friday, over your local Mu- 
tual network radio stations. I’ll be tying in 
with Monroe’s walloping advertising campaign 
in the top-circulation magazines to bring your 


sales of these two great Monroe ride control 


will be beamed to 


BILL STERN’S “MONROE SPORTSREEL” 


ADDS TERRIFIC IMPACT TO THIS BIGGEST 
OF ALL AUTOMOTIVE SERVICE CAMPAIGNS! 


MONROE AUTO EQUIPMENT COMPANY - Monroe, Michigan 
In Canada, MONROE-ACME LTD., Toronto, Ontario + In Mexico, MEX-PAR Box 21863, Mexico City 


WORLD’S LARGEST MAKER OF RIDE CONTROL PRODUCTS 


Monro-Matic shock absorb- 
ers stabilize a car, keep 
wheels from bouncing off the 
road, prevent hard steering 
and extra tire wear... give 
an extra measure of safety. 
The 60-day Free Ride guar- 
antees customer satisfaction. 


Millions of car owners— your customers—see big, full-page Monroe ads month 
after month in Lire, THE SATURDAY EVENING Post, PopuLAR MECHANICS, 
Sports AFIELD. (This advertising, while national in scope, is designed to whip 
up sales right in your community.) There’s a landslide of Monroe promo- 
tional material available for you—newspaper mats, radio and TV spots, 
24-sheet posters, display stands, window streamers, folders to hand to your 
customers—to help you tie in directly with this all-out campaign! 





Load-Levelers*—Monroe 
stabilizing units with built-in 
ride control for a level ride 
under all road and load .con- 
ditions—prevent bumping on 
driveways, swaying on 
curves, and. ‘‘bottoming.” 
Hottest item.in the trade! 


products to an all-time high!” 
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See us at the IASI Show—Booths #3621, 3622, 3720, 3721, 3722 and 3723 


Headquarters Suite — Sheraton East 
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like reerecting high tariff walls, 
quotas and other barriers to trade 
afford no long-term solution,” he 
said. 

“We have to step up our ability 
to compete with lower-cost foreign 
producers in our own as well as 
foreign markets. Given the terrific 
technological progress already 
achieved under our system of free 
private enterprise, I am confident 
that we can do the job.” 

Oechsle also urged the dealers 
to take a greater interest in poli- 
tics. 

“Unless the dealer begins to make 
politics a part of his business, he 
is going to find it increasingly dif- 
ficult to do business,” he added. 

The dealer’s experience and sup- 
port, Oechsle continued, are needed 
to “counteract hostile political 
pressure to control size, to limit 
profits and to hobble the operation 
of our free economy with bureau- 
cratic regulations.” 

He pointed out that those who 
look upon profits as “something ob- 
scene or, at best, a luxury” do not 
understand that there would be no 
venture capital, research and inven- 
tion without profits. 


Car ‘Buyers’ Total 
123,000 in Phila. 


PHILADELPHIA.—Within a six- 
month period, about 82,000 house- 
holds in the Delaware Valley area 
intend to buy new automobiles, ac- 
cording to the latest findings of the 
Continuing Study of Buying Expec- 
tations being made for the Phila- 
delphia Inquirer by Sindlinger & 
Co., Inc. 

The study also disclosed that 
about 41,000 families in the 14- 
county area plan to purchase used 
cars. This regional survey on buy- 
ing intentions is similar to the na- 
tional study developed by the Sind- 
linger organization for the National 
Industrial Conference Board. 


Jones Named Sales Chief 


HOUSTON.—Billy Jones has been 
named new-car sales manager of 
Gene Mohr Chevrolet Co., 5602 Bel- 
laire Blvd. 





“EVERY TIME I LIFT 
THE RECEIVER OFF THE 
HOOK I EARN $5.60" 


— Says JACK SCH- 
WARTZ, of Los An- 
geles, who has sold 
nearly ten million dol- 
lars worth of insur- 
ance — all by “cold 
telephone-made ap- 
pointments. 


Mr. Schwartz is the author 
of the book, "HOW TO GET 
MORE BUSINESS BY TELE- 
PHONE," just out—filled to 
the brim with detailed ex- 
perience and guidance for 
greater business success via 
the telephone—for automo- 
bile dealers, department 
store, grocer, real estate, 
insurance, bonds, appliances, 
household goods, industrial 
goods — THE MOST COMPLETE AND AU- 
THORITATIVE COMPILATION OF MONEY- 
BRINGING TELEPHONE SELLING METHOD 
EVER MADE. 


A BOOK which you—everybody from top 
executive of a big corporation, down to priv- 
ate secretary, steno, office manager, automo- 
bile salesman, grocer, butcher, real estate 
seller, insurance man, banker, radio or TV 
repair, laundry ordering, service store man- 
ager, dentist can profit by, IMMEDIATELY. 
TODAY IS A DAY OF TELEPHONE SALES- 
MANSHIP, 

This book has been long and carefully in 
the making—a compilation of actual practice, 
actual experience—a down-to-earth, illustrat- 
ed, fact and figure book, which those who 
know admit is far and away the best, if not - 
the ONLY book providing such useable, test- 
ed material. Satisfaction guaranteed, or re- 
fund. 

Order it at once and PUT IT TO WORK— 
it will give you real dividends at once. 

Only $5.00 which includes mailing costs. 
10%, discount for 3 or more. 








Jack Schwartz, America's greatest tele- 
phone salesman is available for national 
conventions, regional meetings, sales 


rallies and company meetings. WRITE 
or PHONE for further information. 





JACK SCHWARTZ TELEPHONE SALES CLINIC 
P. O. Box 24491, Village Station. AN 2-8-60 
Los Angeles 24, California @ Olive 3-6220 
Gentlemen: 

Please rush ___.___ copies of ‘How to Get 
More Business by Telephone"’ at once. The 
price is $5 which includes mailing cost. 

(C] Enclosed is my check. 0 Send C.O.D. 


Name _ 





CUNT aevcinictetteceeicbeecncenericdcns 
Address —__ 
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Are you moving 


with today’s market? 


New-car buyers are heading for the expanding low-price field .. . Dodge has moved with the market, and so can you! 


It’s no secret that today’s new-car buyers are swinging 
rapidly to lower priced cars. The trend, which started 
several years ago, is growing stronger every day. 


What does this mass migration of buyers mean to the 
typical medium-price car dealer? Obviously, as the trend 
continues, his sales potential will be reduced. He will find 
himself working harder and longer just to maintain his 
present volume and profit picture. At the same time, he 
is prevented from taking advantage of the tremendous 
and fast-growing market for full-sized low-priced cars by 
a product alignment based on yesterday’s tradition rather 
than today’s opportunity. 


At the Dodge Division of Chrysler Corporation, forward- 
looking management teams acted swiftly to turn these 
market changes into sales advantages. The highly success- 
ful introduction of the Dodge Dart was the first step in an 
aggressive and continuing program to keep Dodge product 
alignment in step with changing market conditions. 


Today, Dodge Dealers enjoy a product line-up that covers 
7 out of every 10 new-car sales. The resulting 131% increase 
in Dodge sales since announcement of 1960 models (in 
spite of a limited supply of cars due to the steel strike) 
demonstrates the value of a product alignment keyed to 
current sales opportunities. 


Backed by a new highly flexible Market-Programmed Sales 


Agreement, Dodge Dealers are directing their sales activi- 
ties at the largest, fastest growing market in history. 


Special Opportunities for Qualified Dealers 


The recent Dodge expansion into the low-price field has 
made available a limited number of highly desirable 
Dodge Market-Programmed Sales Agreements. Openings 
are available in most sections ‘of the country and in all 
types of markets. For the man with the proper qualifica- 
tions, they offer unequaled opportunities for immediate 
expansion and future growth. For full details on oppor- 
tunities in your area, write in complete confidence to: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau Ave. 
Detroit 11, Michigan 


Attention General Managers and Sales Managers: 


Many qualified men interested in opening a business of 
their own are held back solely through a lack of financial 
backing. If this is the case with you, investigate the Dodge 
Dealer Enterprise Program. It provides up to 75% of the 
capital required, plus valuable sales assistance, to men with 
the necessary background. A confidential letter to John B. 
Naughton will bring full details. 


In 1960 the big deal is 1) ()]) (GH 


DODGE DART e LUXURIOUS '60 DODGE e« DODGE TRUCKS 
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Accessories Industry Backs Jewish Charities— 


Manny Berlin, center, guest of honor of the automotive accessories industry at its 
annual dinner in behalf of the Federation of Jewish Philanthropies, displays an 
inscribed plaque which was presented to him by Dave Levin, right. Sam Kraver, 
left, chairman of federation's automotive accessories division, presided at the testi- 
monial affair at which 180 key industry leaders gathered in New York to pay tribute 
to Berlin and to express their support of the vast humanitarian network, now engaged 
in its 1959-60 campaign. Total contributions of the guests reached $25,000, The 
federation maintains a network of 116 hospitals, camps, community centers, homes 
for the aged, child care and family service agencies, serving more than 738,000 


Persons of all races and creeds annually throughout the Greater New York area.| Where we have used our car, the 
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“Yes, this year’s customers will be next 

year’s buyers—that is, if they receive good 
performance from our present cars. Customers 
expect and deserve good gas mileage, prompt, 
easy starting and no stalling. What’s a good 
way to give it to them?” 
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CARBURETOR 
MILES-PER-GALLON 

HELP SELL 

NEXT YEAR’S MODELS, TOO 


Story of Old Faithful... 
Don’t Pull the Book on Me 


conditions under which it was 
driven, or any account of narrow 
squeaks that might have proved 
fatal with non-performance. They 
speak of old cars as if they are 
old boats about to sink, old sol- 
diers fading away, or old houses 
razed for a freeway. 

Some have even refused to leave 
. a warm showroom to go look at 
in his little black book and asks our old precious which patiently 
“How old is it?” and then in a con- awaits our decision 
descending tone replies, “It is only ee 


WEEE SERN, PREFER to liken our Old 
Why does a salesman speak as/ W faithful to an old horse being 
if it were some decayed mechanical put out to pasture where it will 
carcass which should be buried as/>..¢ more than it works, will take 
soon as possible? someone who cannot afford a brand 
In the past week we traded in|New Faithful on short trips to the 
our Old Faithful for a New Faith- market, or will serve in capacities 
ful—i1960, This experience persuad-| not too demanding. 
ed me that salesmen overlook com- Our three-year-old granddaugh- 
pletely a wealth of background for|ter probably shared this same “old 
Selling new cars when they show|horse” feeling when, on the last 
no interest in the past performance | evening Old Faithful was in our 
of the Old Faithfuls. possession she begged in a tone of 
Salesmen have never asked us | subdued sadness: 
“Please don’t leave the car in 


Eprror’s Note: Students of auto 
selling, we believe, will find clues 
to sales in this report from an 
auto owner. 


OES an automobile salesman 
use the proper psychological 
approach in response to a prospec- 
tive buyer’s inquiry regarding the 
tradein value of his car? He looks 





“Easy — specify STROMBERG* — the 
carburetor that delivers economy, reli- 
ability and efficiency. It’s built by Bendix—a 
leading builder of automotive and aircraft fuel 
systems for over forty years.” 





*Reg. U.S. Pat. Of. 


Bendix-Elmira 


ECLIPSE MACHINE DIVISION 
ELMIRA, NEW YORK 
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the driveway tonight. Put it in 


the garage where it can keep 
warm.” 

I violently threw soap all over 
the kitchen window from my dish- 
pan hands as I waved at my bhus- 
band driving it away for the last 
time. He knew that the frenzied 
goodbye was intended for Old 
Faithful and not for him! 

Flashbacks hounded me all that 
day! Back to when it was thie 
New Faithful and we drove it 
home in one of Minnesota’s deep- 
est snowstorms. By rights it 
should have gotten stuck in our 
own driveway but it didn’t. Back 
to the night our 16-year-old 
daughter drove it across the city 
on streets covered with solid ice 
for her first experience with such 
driving. 

“You can’t drive on ice in the 
summertime,” we told her. 

She arrived home safely. 

+ * +” 


_— slides in a projector, pic- 
tures of the eight years of serv- 
ice from this old trusty flashed 
thru my mind. Part of our family 
drove it on a long, wonderful trip 
to the Pacific Northwest, up many 
mountains, including the top of Mt, 
Rainier. 

Our son, serving in the Navy, 
drove it to California where it con- 
tributed to the freeway fiasco for 
two years. He is the outdoor type 
and drove it many times into the 
highest fishing areas of California’s 
most remote spots on one-lane 
roads. 

It took his wife on a break- 
neck ride across 30 miles of free- 
ways to a Navy hospital and won 
a race with our granddaughter! 

When he went overseas he 
brought his wife and baby back to 
Minnesota safely from California 
in a winter journey on icy high- 
ways so treacherous that they 
phoned home several times to re- 
port safe progress. 

Old Faithful brought them thru! 
Our granddaughter has known no 
other car. Losing it was like part- 
ing with her favorite teddy bear. 
Our college daughter preferred it 
to any other car and wanted to 
drive it “just once more” before 
we traded it in. 

+ + ok 

LD FAITHFUL took our family 

over 100,000 smiling miles with- 
out a single accident or unpleasant 
experience. And the salesman did 
not even ask, “Did you enjoy the 
car?” Yet, we were buying one of 
the same make! 

Our city, Minneapolis, had an au- 
tomobile show last week. About 35 
makes of cars were displayed and 
the salesmen abounded in glowing 
promises of potential behaviour. 

Isn’t a record of past behavior 
valuable? We firmly believe that 
@ special section at the automo- 
bile show should exhibit cars 
taken in as tradeins. A placard 
beside each car would show brief- 
ly its age and life-story of per- 
formance for the owner, 

These old trusties possess qual- 
ities which justified the fullest con- 
fidence and dependence. Salesmen 
might point proudly to them and 
declare, “What greater recommen- 
dation do you need?” 

That Biblical quotation “By their 
works ye shall know them,” even 
applies to automobiles. 

—Mary E. Lockart 


N. Y. May Require 
Auto Seat Belts 


ALBANY.—The Joint Legislative 
Committee on Motor Vehicles and 
Traffic Safety has announced a bill 
under which seat belts would be 
required on all new autos sold in 
the state after July 1, 1961. 


Senator Edward J. Speno called 
the proposal the first step in a drive 
to reduce the state’s highway death 
toll, which now exceeds 2,000 a year. 

Noting that only 2 percent of the 
public have accepted the belts, he 
said experiments have shown that 
“seat belts reduce the likelihood of 
injury by 60 percent and the likeli- 
hood of death by 50 percent.” 


Laher Builds New Plant 


NEW ALBANY, Miss.—F. J. 
Laher, president, said Laher Spring 
& Electric Car Corp.’s new plant 
here should be completed about 
June 30. The facilities will include 
150,000 square feet of floor space 
on 45 acres of property. 
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The year’s outstanding advertising buy: 








How to get a close-up of the Automotive Industry 


Focusing on your prospect in the automotive industry, 
when it comes to advertising, is largely a matter of 
telling your sales story in a medium which attracts 
high interest and reader acceptance. 


The 1960 AUTOMOTIVE NEWS Almanac is just 
such a publication! Here’s why: There is probably 
no field of business in this country which is as 
highly competitive—and rapidly changing—as the 
complicated world of transportation. And the men 
who specify, recommend and purchase products and 
services are—indeed must be—extremely conscious 
of facts, figures, trends and happenings which are 
vital to their jobs. 

For twenty-three years the Almanac—and only the 
Almanac—has provided a composite picture of all 
of this essential intelligence: 


RESERVE SPACE NOW! 
1960 ALMANAC 


ISSUED—APRIL 25 
CLOSES—MARCH 15 





e Directory of Automotive Manufacturers—List- 
ing Products and Personnel. 

e Photos and Biographical Sketches of Over 1500 

Industry Executives. 

New Car Dealer Totals by Makes and States. 

Cars in Operation by Makes, States and Model 

Years. 

e Year in Review. 

e@ Engineering Data. 

© Production Estimates by Makes. 

e 

® 


Commercial Car Registrations. 
Hundreds of Other Features. 


Indeed—almost every important fact manufactur- 
ing executives, car and truck dealers have use for 
during the year! 


The most influential publication 
in the automotive industry. 
Member Member 


@ @ 


YEAR LONG USE... 
YEAR 'ROUND EXPOSURE 





Why not ask your customers and prospects what 
they think of the AUTOMOTIVE NEWS Almanac? 
Then contact your nearest representative for com- 
plete details on the 1960 Issue! 


REPRESENTATIVES: 


NEW YORK: Edward Kruspak, Howard E. Bradley, Room 
707, 51 E. 42nd St., Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, Room 903, 360 N. 
Michigan Ave., State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 

LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
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RANKFURT.— Reports on 1959 
production figures have begun 
to trickle in from several quarters. 

Opel claims 331,520 vehicles pro- 
duced last year, including 207,302 
Olympia and Rekord models; 
7,200 of the new 1200 model; 24,- 
784 Kapitans; 72,603 station wag- 
ons; 10,126 delivery vans and 
9,505 Blitz trucks. 

Household Frigidaire production 
has been suspended to free man- 
power for more car output. 

Citroen reports 287,000 vehicles 
produced in 1959, including 213,300 
ears and 73,700 trucks. This is an 
increase of 16.5 percent over 1958. 

Goggomobil turned out 47,875 cars 
in 1959, including 24,717 of the 
larger 600 and 700 models. 

* aa * 





Sports Cars for Police— 


A new trend for controlling traffic violators may have been started in England. The 
chief of police in Leeds has equipped a special squad of officers with the new 100- Borgward Plants Hum 


miles-per-hour-plus Sunbeam Alpine sports car. The Alpine was introduced in the U. S. 
last month by Rootes Motors, Inc. 


ORGWARD produced 46,164 
units, plus 3,090 in knocked- 
. down version for the factory in 

2 Get Chevy Franchises | Argentina and also for the new 
MINNEAPOLIS.—New Chevrolet| operated by Charles E. DeMann,/| Indonesian plant. Borgward oper- 
dealerships in Minnesota include| and Erlandson Auto Sales, Adrian,| ated at maximum capacity in 1959. 
DeMann Chevrolet, Inc., Silver Bay,| owned by Edward G. Erlandson. | The total of 43,174 for Lloyd 
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Meet a 


“Whopper Shopper” 
worth knowing 








THE BIG OHIO—MICHIGAN— 

PENNSYLVANIA FARMER 
WILL BUY 

* THIS YEAR 


a ee 
49,512 LisT, 











Automobiles 











Trucks 
Tractors 
million gallons tractor fuel 
million gallons motor oil 
million gallons gasoline 
for cars and trucks 


And other products in proportion 


17,690 
43,623 
879 

33 

375 


























Will you be on his shopping list? 


The best way to get on this big buyer’s shopping list is to tell 
your story where he gets his most useful farming informa- 
tion. That’s in his own state farm paper — edited locally to 
provide the most news he can apply directly to his business. 
No wonder he prefers that paper 2 to 1 over any other. This 
means better attention and buying action for you, 


STRAIGHT-LINE ADVERTISING — is available in the 
Michigan, Ohio, and Pennsylvania farm papers to help tell 
your story — local photos, testimonials, prices, terms, local 
dealer listings and local mat service to newspapers. We can 
insert these compelling local advertising approaches easily 
since we print by gravure, Send for our 
booklet, ““Put Yourself on His Shop- 
ping List with STRAIGHT-LINE 
ADVERTISING.” 





FARM MARKET BOOKLETS 

DEFINE YOUR OPPORTUNITY 

The up-to-date picture on trucks, 
autos and farm equipment ownership 
will affect your selling strategy. Write 
for your copy. 





MICHIGAN FARMER « East Lansing, Michigan 
THE OHIO FARMER « Cleveland, Ohio 
PENNSYLVANIA FARMER © Harrisburg, Pennsylvania 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 





could have been more had it not 
been for the plant changeover for 
the Arabella model. 


Additional employes have been 
hired by Lloyd and new facilities 
will be available in the spring. 

Goliath produced 15,072 units last 
year and is planning to increase 
production with the opening of new 


export markets for this car. 
* * * 


Ford Prospers 


SU made and sold 33,251 Prinz 

cars in 1959. Including scooters 
and motorcycles, NSU’s output was 
202,698 units. 

Ford of England has three new 
records. The new Anglia is being 
produced at the rate of 700 units 
a day. Ford made 469,000 cars, 
trucks and tractors in 1959, an in- 
crease of 12.5 percent over 1958. 
Exports last year amounted to 
241,000 units. 

Vauxhall production totalled 246,- 
068 cars and trucks last year, a gain 
of 41 percent over 1958. Exports 
took 55 percent of production. 

So far, the average production 
increase as judged from 1959 re- 
ports, has been about 20 percent 
for European car makers. 

* + * 


Shift to the Rear? 


lease a completely new car with 


pong of Czechoslovakia may re- 
a rear engine for the 1963 selling 


season. 
* * * 


New Engine Rumored 
HILIPS OF HOLLAND is said 


to be working on a type of com- 
bustion engine which would work 


like a steam engine. No details are 
known so far. 
* & * 


...» Take It Away 


paw has been inspected by sev- 
eral German car and truck 
makers with a view toward estab- 
lishing auto plants there. The idea 
is that Peruvian plants would 
serve the entire Pacific side of the 
South American continent. 
” * * 


New Model? VW Says No 


OLKSWAGEN has denied the 

reports of an upcoming new 
model, and that will only increase 
the rumors. “Not before the market 
requires it” is the VW statement. 


Heinz Nordhoff was in 
Brazil for the opening of the new 
Volkswagen plant in Sao Paulo. 
The present goal is 150 cars a day 
with 100 percent Brazilian labor 
and 84 percent Brazilian content. 

Nordhoff claims that at least 
three times as many persons as are 
employed in the plant are making 
their living from VW in Brazil. He 


mentioned the employes of sup-| 


pliers and the dealer organization, 


which will number about 250. 
ca * * 


New Truck for Airline 
]_OeTHAnna Airlines is using a 

new type of “kitchen” truck 
designed and built by Tempo, a 
partner in the Hanomag enterprise. 
The trucks carry entire kitchens 
which are loaded abroad Lufthansa 
planes on brief stopovers at cities 
which the airline serves. 

om * + 


Leyland Buys into Firm 
[_ BILAND OF BRITAIN has pur- 

chased a substantial share in 
the Spanish firm, Expresa Nacional 
de Autocamiones, which builds the 
Pegaso diesel truck and bus, and 
which until recently turned out the 
custom Pegaso sports car. 

+ a +” 


New Standard-Triumph Model 


TANDARD-TRIUMPH wil}! in- 
troduce its new Herald, the 


revolutionary small British car, in| 


April into the U. S. 

Home sales for this make have 
increased by 50 percent, and exports 
by 30 percent, making it perhaps 
the most successful British pro- 
ducer of the year. 

* + + 


West Berlin Crowded 
HE end of 1959 found West Ber- 


lin registrations totalling 141,398 | 


passenger cars, 25,000 trucks, 7,197 
scooters and 17,348 motorcycles. 


This seems like quite a nice 


showing for a “cooped-in” city. In 





1945, only 9,458 vehicles of all kinds 
were in operation in Berlin. 
+ * a 


Porsche Denies V-6 


Porsche has denied that it is 
working on a V-6 air-cooled en- 
gine. 

* * * 


Rolling at Auto Union 


AG UNION reports that in 1959 
production totalled 71,197 cars, 
a gain of 12% percent. Of this total, 
46 percent were exported. 
Production of the new DKW 


Junior has passed 10,000 units and | 


the sales battle is on between this 
car and the Lloyd Arabella. 
Cd * ef 


Renault Up, Too 


— reports 19.6 percent 
more production in 1959, with 
output broken down this way: Dau- 
phine, 395,827; 4-CV, 53,951; Cara- 
velle, 3,858; Fregates and Domaines, 
7,461; trucks and buses, 33,961, and 
farm tractors, 20,961. 

Renault may build an assembly 
plant in Vienna. 

Finmeccanica of Italy has made 
a deal with Renault whereby Re- 
nault makes farm tractors under 
45 horsepower, while Finmeccan- 
ica will make the bigger ones. 

Renault will distribute these trac- 
tors in France and all other coun- 
tries except in Italy. 

+ oe 


DAF Blossoms 


AF, the little car from the Neth- 
erlands, has started to roll from 
the lines and the first tests have 
been published. 
The belt-drive automatic, of 
course, will have to pass a much 
longer test. 


* 


* Ba 


* 
VW Settlement 


HE Federal German Govern- 
ment, tired of the endless court 
case involving holders of Volks- 
wagen saving accounts, reportedly 
will offer a liberal final settlement. 
It will be on a take-it-or-leave-it 


basis. 
* * ok 


Indian Report 


HE Daimler-Benz program is 

working smoothly in India, with 
about 29,000 units having been as- 
sembled there since 1954. 

Currently, 50 percent of the 
content of each vehicle is of In- 
dian manufacture, and the aim is 
to increase the native content to 
80 percent. 

Monthly production is 1,100 units, 
mostly trucks. 
x 


+ 

K-F Eyes Sabra 

AISER-FRAZER, forced to stop 

Renault assembly in Israel, is 

now trying to produce an Israeli 
car for 1961. 

The Sabra, a station wagon with 
a body made from fiber glass and 
equipped with a British engine, 
would be produced with a price tag 
of about $2,000. 

x 


of 


* * 


C-W Unveils Engine— 


Shown above is the new rotating com- 
bustion engine that has been developed 
jointly by Curtiss-Wright Corp. and NSU 
Werke of West Germany, producer of the 
NSU Prinz automobile, Featuring only two 
moving parts, the engine is said to com- 
bine the work continuity of the jet engine 
with the high efficiency of the piston en- 
gine, and to provide a compact, vibration 
free, lightweight unit. The engine can be 
used in all fields of transportation and @ 





wide range of industrial power applica- 
tions, according to C-W. 
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With approximately 70 million cars and trucks 
on the streets and highways, you men operating 
automotive service shops face up to the greatest 
challenge you’ve ever known...and the greatest 
opportunity, too. 


Sure, you have plenty of problems... and right 
now you'll have lots more with the servicing 
and maintenance of the new “compact cars” now 
hitting the market like a cloudburst. 


But, it’s certainly reassuring to know that your 
dependable, experienced automotive wholesalers 
are always a jump ahead ... always anticipating 
your needs, your wants, your requirements, for 
weeks and months in advance. 


You'll lean on your jobber more than ever be- 
fore for quick, economical availability of parts, 
supplies, tools, equipment and valuable informa- 
tion. You'll rely on your jobber to help you 
“keep your customers 
rolling” ... keep your 
customers coming back 
to YOU. 


Yes, it would be truly 
impossible to operate a 










service shop without your /ocal jobber. Yet, we 
still hear nonsensical talk from “brain trusters”, 
and “ivory tower” boys about eliminating the 
“middlemen” from our national economy. 


How absurd can dreamers get when you think 
of the tremendous office staff and outlay of 
capital needed to deal direct with hundreds 
of different manufacturers. | 


Think of the warehouse requirements, the obso- 
lescence bugaboo, the vast inventories needed 
to service all the various makes and models of 
cars and trucks... both foreign and domestic. 


Indeed! the more you think about these “starry- 
eyed experiments” in distribution . . . the more 
unthinkable it all becomes. 


Moving automotive products from manufacturers 
to consumers via the warehouse distributors, 
jobbers and dealers is by far the- best and the 
most economical marketing system ever devised. 
And remember, your jobber’s future depends on 
his ability to help make YOUR SERVICE SHOP 
more and more PROFITABLE. That’s why it 
teally pays to SEE your local jobber FIRST. 
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| IMPERIAL—Custom—4-dr. sed., $5,0 
4-dr. hardtop, $5,029; 2-dr, hardtop, $4,<9 
922.50. Crown — 4-dr. sed., $5,647; 4-dr, 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
318; 4-dr. hardtop, $6,318. (TorqueFlite, 7 
power steering, power brakes standard on 
all models.) a 
LINCOLN—Lincoln—4-dr. sed., $5,411; 7 
The following prices include the sug- , 542.42. (Price does not include dealer prep- DODGE—Dart—(Dart prices are for six-|4-dr. hardtop, $5,441; 2-dr, hardtop, $5,« 
gested base factory list prices, Federal | aration charge.) eylinder models. For V-8s, add $119). Dart| 253. Premiere—4-dr. sed., $5,945; 4-dr, 
excise tax amounts and suggested dealer CHEVROLET—(Prices are for six-cylin- | Fleet Special—4-dr. sed., $2,296; 2-dr. sed.,| hardtop, $5,945; 2-dr. hardtop, $5,698, 5 
delivery-and-handling charges. Not in- | der models. For V-8s, add $107). Biscayne | $2,245. Dart Semeca—4-dr. sed., $2,330; | Continental—4-dr. sed., $6,845.30; 4-dr, 
cluded are variable items passed on to | Fleetmaster—4-dr. sed., $2,284; 2-dr, sed.,|2-dr. sed., $2,278; 4-dr. 2-seat stat, wag.,| hardtop, $6,845.36; 2-dr. hardtop, $6,-7 
the retail buyer, such as State and local | $2,230. Biscayne—4-dr. sed., $2,316; 2-dr. | $2,695. Dart Pioneer—4-dr. sed., $2,459; | 598.30; conv., $7,056.20; town car, $9,208; 
taxes, transportation charges and op- | sed., $2,262; utility sed., $2,175. Bel Air—j|2-dr. sed., $2,410; 2-dr. hardtop, $2,488; | limousine, $10,230. (Automatic transmis-_ 
tional equipment. 4-dr. sed., $2,438; 2-dr, sed., $2,384; 4-dr.|4-dr. 2-seat stat. wag., $2,787; 4-dr. 3-seat | sion, power steering, power brakes, radio,” 
(Copyright, 1960, by Automotive News) | hardtop, $2,554; 2-dr. hardtop, $2,489. Im- % ess - ’ aan ncnatT, aan. heater standard on all models.) ' 
la—4-dr. sed., $2,590; 4-dr. hardtop, $2,- | sed., ,595; 4-dr, hardtop, 677; 2-dr. anal 8 a 

A ae — Sie ge + sed., $2,870; | B62: 2-dr, an $2,597; conv., 32.847. hardtop, $2,618; conv., $2,868. Dodge "0; 34. ma Gels A areal 
2. - ioe 2S "'s2 Fant oe eee Station Wagons—2-dr, 2-seat Brookwood, | Matador -V-8— 4-dr. sed., $2,930; 4-dr.|¢9c45: 9-ar. hardtop, $2,781, conv., $3,- 
Two in One— dr. hardtop, $2,915; conv., $3,145; 4-dr.| go 596. 4-dr, 2-seat Brookwood, $2,653;| hardtop, $3,075; 2-dr. hardtop, $2,996;| 677 Montclair—4-dr. sed., $3,280;  4-dr.) 
: 2-seat eee: aed 4-dr, 3-seat stat. 4dr 2-seat Parkwood, $2,747; 4-dr. 3-seat | 4-dr. 2-seat stat, wag., $3,239; 4-dr. 3-seat| naratop, $3,394; 2-dr, hardtop, $3,331. 
Development of a heat unit and acces-| W98-, $3,493. Invicta—4-dr. sed., $3,357; | Kingswood, $2,850; 4-dr. 2-seat Nomad, | stat. wag., $3,354. Dodge Polara V-8—4-dr.| park Lane ——4-dr. hardtop, $3,858; 2-dr. | 














Current Prices on U. S. Cars 








































































z ; . .|4-dr. hardtop, $3,515; 2-dr, hardtop, §$3,- $2,889. Corvette—hardto d ; 4 ; 2 
" 4 . , i & - Pp cpe. or conv.|sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. . 
Giaiiteserne tne oe a ae Sides dar’ Baek chek ee wat sels. (V-8 standard), $3.872. hardtop, $3,196; conv., $3,416; 4-dr. 2-seat eee ae dean euaeaa, er 
e P , ps ie eetes tte, eed. 00 ase: eas.’ tanta. CHRYSLER—Windsor—4-dr. sed., $3,- stat. wag., $3,506; 4-dr, 3-seat stat, wag., 4-dr. 2-seat Colony Park, $3,837. (Merc-O. 7 
instant cold or hot air in one unit has $3,963: 2-dr hardtop "$3 818. Electra 225| 194; 4-dr. hardtop, $3,343; 2-dr, hardtop, $3,621. Matic standard on Montclair and Colony 
been announced: by Capitol Refrigeration, | —4-ar’ hardtop (flat roof or sloping roof), | $2:279; conv., $3,623; 4-dr, 2-seat stat. FALCON—4-dr. sed., $1,974; 2-dr. sed.,| Park. Dual range Merc-O-Matic, power 
*| wag., $3,733; 4-dr, 3-seat stat, wag., | $1,912. steering, power brakes standard on Park) 


Inc., Dallas. All dash-mounted Artic-Kars | $4,300; conv., $4,192. (Turbine Drive trans- . 
' mission standard on Invicta, Electra and| $3:314. Saratoga—4-dr. sed., $3,929; 4-dr. FORD—(Prices are for six-cylinder mod- | Lane.) 


for U. S. or foreign cars can be converted Electra 225. Power steering and power|ardtop, $4,067; 2-dr. hardtop, §3,989.| eg For V-8s, add $113.) Custom 300 OLDSMOBILE—Series 88 -—4-dr.  sed., 


into heat pumps. For U. S. cars, the firm|brakes standard on Electra and Electra cao waa: aed _ a bean, (Fleet)—4-dr. sed., $2,284; 2-dr. sed.,| $2,900; 2-dr. sed., $2,835; 4-dr, hardtop,” 
markets two basic models of air condition- | 225.) oa OP 4 $74.50; 4-01 r. o-seat _ om = *| $2,230. Fairlane—4-dr. sed., $2,311; 2-dr.| $3,034; 2-dr, hardtop, $2,956; conv., $3,-" 
Tk. aa ae r. eat stat, Wag.,| sed., $2,257; business 2-dr., $2,170. Fair-|284; 4-dr, 2-seat stat, wag., $3,363; 4-dr, 


ers and heat pumps known as the Iceberg} CADILLAC—Sixty-Two — 4-dr. hardtop| §5,922; 4-dr. 3-seat stat, wag., $5,130.50 ‘ 
. i a an ae” : ac aAqpe ee | lane §00—4-dr. sed., $2,388; 2-dr. sed.,|3-seat stat. wag., $3,471. Super 88—4-dr. 

and Sno-Cap models. Artic-Kar heat pumps| fatiton $4,802; conv. $5 sm. Sedan | 200-F.2-dr. hardtop, | $5,411; conv., | $5.-| $2,334. Galaxte—4-dr. sed., $2,603; 2-dr.|sed., $3,176; quir, hardtop, $3,402; _2-de, | 
require .no gasoline, electricity or water|de Ville 4-dr. hardtop (flat roof or sloping | pttie sree nite, Power steering, power | seq., $2,549; 4-dr. hardtop, $2,675. Star-| hardtop, $3,325; conv., $3,592; 4-dr, 2-seat J 
to operate according 06 the firm. The heat seat), $5,498: Coupe ee Ville 2-dr. hardtop, a on Saratoga, New Yorker | jiner—2-dr. ‘hardtop, $2,610. Sunliner —| stat. wag., $3,665; 4-dr. 3-seat stat, wag., 
aoe aa - ,252; Bldorad -dr.- ; ate . conv., $2,800. Station Wagons—2-dr. 2-| $3,773. Series 98—4-dr. sed., $3,887; 4-dr, 
pump conversion kit includes flexible ducts er ael: miaorede Guorme aa, maT aon CORVAIR—500 Series—4-dr. sed., $2,-| seat Ranch Wagon, $2,586; 4-dr. 2-seat| hardtop, $4,159; 2-dr. hardtop, $4,083; | 
and necessary connections for defrosters | Sixty Special—4-dr. hardtop, $6,233. Seven- eae ate rene 700 Serles—4-dr. sed., Ranch Wagon, $2,656; 4-dr. 2-seat Country conv., $4,362, | (Hydra-Matie, power stocne’ 
: a ne ° | 9“ ; +9 96, UZ0. Ss » $2, ; 4-dr. 3- untry Sedan, | ing, r b *s standard on Series JF 

for all makes of automobiles. The conver- RA 148. Eldorado rougher iar. hatdtos, |, DeSOTO—Fireaiite — 4-dr. sed., $3,017; $2,837; ‘ar. 3-seat Country Squire, $2,967. | py YOUTH — (6a six-cylinder modeis, 
sion installatign time is 20 to 30 minutes; | $13 975, (Hydra-Matie, power steering, — ane ae — hardtop, $3,-| Thunderbird—(V-8 standard)—2-dr. hard-|4aq $119 for a V-8 engine.) Fleet Special 
the basic air conditioner can be installed! power brakes standard on all models.) hardtop G3, 727; 2dr a agg top, $3,755; conv., $4,222. Six—4-dr. sed., $2,277; 2-dr. sed., $2,227, 
4 ‘aaont ¢ ; es Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 


in two to three hours time, it is said. CHECKER—Superba — 4-d 2,- 
i eddeicentpecneseeeene aaa Superba — 4-dr. sed., $2,-' (TorqueFlite standard on Adventurer.) SI W k O $2,260. Belvedere Six—4-dr. sed., $2,439; 7 
A 2-dr. sed., $2,389; 2-dr. hardtop, $2,461, 
b e€e pens Fury Six—4-dr. sed., $2,575; 4-dr. hard- 


top, $2,656; 2-dr. hardtop, $2,599. Station 

















As Show Sets I Wagon Six—2-dr. 2-seat Deluxe Suburban, | 
Pp $2,602; 4-dr. 2-seat Deluxe Suburban, $2,- 7 
N Y C li 668; 4-dr. 2-seat Custom Suburban, $2,761, % 
A Plymouth V-8 (On the following models, a | 
t . - oO iseum V-8 engine is standard = a Le 
pn 5 _| engine is not available.—Fury V-8—conv., 
NEW YORK.—Honoring the In-| 95°067. Station Wagon V-8—4-dr, 3-seat 
ternational Automotive Service In-| Custom Suburban, $2,990; 4-dr, 2-seat 
dustries Show at the New York| Sport Suburban, $3,024; 4-dr. 3-seat Sport 
. ban, $3,134. 
Coliseum Feb. 10-13, Mayor Robert | S¥burban. $3, 
* PONTIAC—Catalina—4-dr. sed., $2,702; ~ 
F. Wagner has proclaimed Feb. 7-13) 5 ar sed., $2,631; 4-dr, hardtop, $2,842; 
as “Automotive Service Industry|2-dr, hardtop, $2,766; conv., $3,078; 4-dr, 
a ae 2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 7 
babe ¥ p wag., $3,207. Ventura—4-dr. hardtop, $3,- 7 
This is the first time that the|047; 2-dr. hardtop, $2,971. Star Chief— 
how bee held in the New| 4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 7 
zy, a sae ™ hardtop, $3,136. Bonneville—4-dr. hardtop, © 
Ors area. $3,331; 2-dr, hardtop, $3,255; conv., $3,- | 


Feb. 10-11 are manufacturer-job- 476; 4-dr, 2-seat stat. wag., $3,530. 


ber days, when members of the Sal bia: bar ce es ovseat i 
newly formed Automotive Service| Stat’ Wwag., $2,020. American Super—4-dr. 


Industry Assn., one of the sponsors] sed., $1,929; 2-dr. sed., $1,880; 2-dr. © 
of the show, and Motor & Equip- 2-seat stat. wag., $2,105. American Custom 


-dr. se ome ; 2-dr. sed., $2,010; 2-dr. 
ment Manufacturers Assn., co-spon- | >-eat stat, a ae Delaxe ‘Six.-4-ani 
sor, will offer the trade the latest|sed., $2,098; 4-dr. 2-seat stat, wag., $2, : 

i i 427. Super Six—4-dr. sed., $2,268; 4-dr. @ 
automotive parts, receeeey 2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 
equipment, tools and supplies. wag., $2,687. Custom Six—4-dr. sed., $2,- 7 

x ibiti 383; 4-dr. hardtop, $2,458; 4-dr. 2-seat % 

On Feb. 13 18, the exhibitions and stat. wag., $2,677; 4-dr, 3-seat stat. wag., 7 
demonstrations will be open to all $2,802. Rebel Super V-8—4-dr. sed., $2,- 
personnel from the retail service} 387; 4-dr. 2-seat stat. wag., $2,681; 4-dr. 
trades 3-seat stat. wag., $2,806. Rebel Custom > 
: e . ¥ V-8 — 4-dr. sed., $2,502; 4-dr. hardtop, © 
The MEMA will hold its annual! $2,577; 4-dr. 2-seat stat. was. $2,7965 q 
i , i 4-dr. 3-seat stat. wag., $2,921. m sa- 
gee Sed eee eee dor Super V-8—4-dr. sed., $2,587; 4-dr. ~ 
on e evening o eb. a e sed., $2,587; 4-dr. 2-seat stat. wag., $2,- 7 
Savoy Hilton Hotel. 881; 4-dr. 3-seat stat. wag., $2,008. oa 
* | bassador Custom V 8—4-dr. sed., > : a 
Also preceding the IASI show is|4 ar hardtop, $2,822; 4-dr, 2-seat stat. } 
the annual convention of the Auto-|wag., $3,026; 4-dr. 2-seat hardtop stat. 7 
motive Service Industry Assn. Feb. | wag-, $3,116; 4-dr. 3-seat stat. wag., $3,- 7 
8-9 at Carnegie Hall. STUDEBAKER—Lark Deluxe Six—4-dr. | 
sed., $2,046; 2-dr. sed., $1,976; 2-dr, 2-seat = 






The Classic 


DATSU! 


America’s economy import with ae 





POWER in its 
selling story 








: ; ., $2,366; 4-dr. 2-seat stat. wag., | 

sat Victor Gasket Obser ves tel’ haste Deluxe ¥.6-—445, aed. $2,- e 

The ONLY fine car combining weight AND Gold po 181; 2-dr. sed., $2,111; 2-dr, 2-seat stat. | 
pe Sl sie bumps bumpe => olden Anniversary wag., $2,501; 4-dr2-seat stat. wag, $2. 7 
el i 576. Lark Regal Six—4-dr. sed., $ .o 

Classic styling. Magnificent craftsmanship. CHICAGO. Victor Mfg. & 2-dr, hardtop, $2,296; conv., $2,621; 4-dr. | 


Gasket Co. has celebrated its Gold-| > seat stat. wag.. $2/591. Lark Regal V-8 


en Anniversary. —4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
2 ° 2 . conv., $2,756; 4-dr. 2-seat stat. wag., 
Starting with a few sizes of ring | $2,726. Hawk V-8—5-passenger sport cpe., 
gaskets turned out in a basement | $2,650. 
workshop, Victor now produces| VALIANT — V-100 — 4-ar. sed., $2,053: 
more than 100,000 sealing items in| 4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seal 
seven lants in the U. S. and| Stat: wag-, $2,488. V-200—4-dr. sed., $2,- 
P . 130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. % 
Canada. 3-seat stat. wag., $2,566. y 


They get you more traffic, move more units! 
THIS 1S SELLING POWER! 1 !! 


POWER in its 
advertising 


Life, Time, Holiday, Newsweek, US News 
& World Report . . . a continuing Nat'l Ad 
Program backed up by “THE IDEAL AD- 
DEAL”, .finest co-op in the Industry! For 

every $1.00 spent ‘ally by a Dealer, he 
gets $3.00 worth of Local Advertising. THIS 
1S ADVERTISING POWER! 


POWER in its 

service, parts 

training 

oy Networks covered by Distributors’ 

& Service Training Personnel. Fac- 

tory Engineering Personnel available to 

trouble shoot wherever necessary. Com- 
supply of parts—strategically ware- 


—assures immediate and fastidious 
attention. THIS IS SERVICE POWER! 


POWER to make 
profits for you 


DATSUN is the BEST VALUE of any import 
car in America! ! ! ! Your Protected Fran- 
chise gives you a good mark-up, requires 
a smail investment, adds increased profits @ 
with almost no extra overhead, THIS IS 


2 Dr. Wagon. ONLY $1818. 2268 Ibs. 
48 hp, Int. width 47” 










Y% ton pickup. ONLY $1588. 2060 Ibs., 
48 hp, 26 sq. ft. platform. 


= 












MAIL COUPON 





















PROFIT POWER! Sepsis SPORTS CONVERTIBLE: A fabulous 
cc ot ee es ee ees 3 car at a fabulous price. Coming soon! 
RETR} 
——— 1  DATSUN 
: Please send me confidential details on the Profit Protected t castenda el tetas ; 
a. : DISTRIBUTORS Top Rambler Salesmen Visit Kenosha— 
a Oa a 
° i Donald H. Monson, left, Kenosha (Wis.) plant works manager of American Motors, 
i HAWAII: Von | WEST: Woolver- : : 7 
i : rn I Hamm-Young | ton Motors, 5967 pie - seers: fares gee shows two of the AMC’s top salesmen a layout of the Rambler plant. In the center is 
t ed Fen tid. 7.0. peabereaie sun Dist. Co., | sun Dist., Ltd., Harry Pascal, Chelsea, Mass., who ranked No. 1 in 1959 to become national president 
e33__ y ° ., No. 6 i ; “ele 7 
y i julu 3. no ae ao way jel, Clay. St. as jweens of the American Motors sales honor club. With him is Warren Reese, honorary presi- 
City es Stote . Hills 75, N.Y.C. dent of the Buffalo zone chapter of the club. Thirty-seven of the top salesmen were 
iL ee i awarded trips to Kenosha and Chicago for their sales accomplishments. 
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CEILING LUBREELS* 


(AIR OR SPRING POWERED) 


Showroom Elegance 
Faster Lube Jobs 
Minimum Maintenance 
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LINCOLN ENGINEERING COMPANY 


Division of The McNeil Machine & Engineering Co. 
4010 GOODFELLOW BOULEVARD +; ST. LOUIS 20, MISSOURI 








Ford Dealers Honor Leader— 


The New York District Ford Dealers’ Assn. held a testimonial dinner to honor William 
Wyman on his retirement as association president. Wyman, Ford dealer in Maplewood, 
N. J., has been an association officer for the past seven years, serving as president 
for the last three years. Among those who attended the dinner are, from left, William 
Semmes, association president; Fred Yando, Ford New York district sales manager; 
C. J. Seyffer, Ford manager dealer relations; Wyman, retiring president, and Gordon 
Johnston, Ford Northeast regional sales manager. 


|e make and model of automobile ...from bantam- 
size foreign makes to the longest luxury limousine . . . 
sign of frame: x-type, straight, bowed and unitized body... 
the car of today and the car of the future... is handled with 
the same efficiency and care on the Globe FN-10. It provides 
quick spotting, greater underside accessibility, and accurate 


pick-up at manufacturers’ recommended points. 


Yes, this Globe Hoist has got it where it needs it . . . neither 
rugged use nor changing design will affect its usefulness as the 


most profitable tool in the shop. 


For complete information on ‘‘Frame-Kontact” and other 
famous Globe Hoists, write to Globe Hoist Company, East 
Mermaid Lane at Queen Street, Philadelphia 18, Penna. 


ROLL-ON TYPE, 
AUTO 


Q 






“FRAME-KONTACT” 
TWO-POST 





TWO-POST, 
TRUCK 
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How Nation's Salesmen Meef.. . 


Practical Problems of Selling 


E day I picked a name at 
random from the telephone 
directory and told the gentleman 
I'd heard he was looking for a 
car. He told me that at the pres- 
ent time he wasn’t, but that re- 
cently he was, and then changed 
his mind. He promised to stop in 

when ready. 
Several days later I called him 
just to keep “in 


Sales touch” and kept 
on calling him 

Case every two or three 
History weeks for the 


same reason. 

One day, on the phone again, 
I asked him if he thought I was 
making a pest of myself and 
whether he preferred that I 
didn’t call him so much, No, he 
said, I wasn’t making a pest of 
myself at all. He said that I was 
very persistent and told me to 
keep on calling him, 

Finally he had some car trou- 
ble and stopped in. 

We had a 1956 Montclair on 
hand, real clean, real sharp, 

















every de- 


WORLDS MOST COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS! 







FREE-WHEEL TYPE, . 
AUTO 


TWO-POST, AUTO 








equipped with power steering 
and power brakes, radio, heater, 
leather upholstery, etc. We walk- 
ed over to the lot and he sat in 
it. 

I offered him a demonstra- 
tion and recommended it very 
highly because I knew that the 
car was in excellent shape, It 





Glass Research Center 


Planned by Ford 


DEARBORN.—Plans to establish 
a new Ford glass research and 
process development center have 
been announced by A. R. Wardrop, 
general manager of the company’s 
glass division. 

The research facility will be lo- 
cated in the building presently serv- 
ing the tractor and implement divi- 
sion’s Detroit regional sales office 
and parts depot at 25500 W. Outer 
Drive, Lincoln Park, Mich. A new 
structure to house the tractor and 
implement division activities is be- 
ing built near Birmingham, Mich. 














wasn’t two minutes before he 
said he’d buy it. 

We signed him up for delivery 
the next day and he went back 
to work in the steel mill, While 
there he told some fellow work- 
ers that he bought a car without 
taking a ride in it. His friends 
said he was crazy. He told them 
“you gotta have faith in some 
people.” 

Those words, when they came 
back to me, were probably the 
sweetest I’ve heard since selling 
cars. I’ve mentioned this incident 
to several people several times 
and even referred them to that 
customer and they have helped 
me make additional sales. 

—Pat SEpLAK 


Buick Promotes 
Inspection Chiefs 
To Quality Control 


FLINT.— Promotion of four in- 
spection officials to superintendents 
of quality control over all phases of 
manufacturing at Buick was an- 
nounced last week by John R. Gret- 
zinger, director of reliability and 
quality control. 

Henceforth, Buick’s inspection 
department will be superseded by 
the department of quality control, 
Gretzinger said. 

“Quality control embraces a much 
broader field of operations than in- 
spection,” he explained. “It not only 
includes the final testing and in- 
spection of the finished product, but 
it also includes the scientific and 
statistical control of all phases of 
manufacturing of raw materials, 
purchased parts and assemblies.” 


Promoted to superintendents in 
the quality control department were 
Robert J. Holt, who will be in 
charge of the quality control in the 
transmission plants; Harry T. Mor- 
ton, in charge of quality control 
over machined parts and the axle 
and forge plants; Edgar F. Clay 
jr., final assembly and sheet metal, 
and Grant W. Boomer, engine plant 
and foundry. 

All were promoted from assistant 
superintendents of inspection. 

Floyd N. Gardner, director of in- 
spection, will head the new quality 
control department, and Howard 
Bradow, assistant director of in- 
spection, will hold similar positions 
in the new department. Gretzinger 
also named Clyde W. Tidball as 
supervisor of the B-O-P assembly 
division’s quality control represent- 
atives. Tidball previously served as 
Buick’s B-O-P contact. 


Ad Deceit Denied 
On Lee Tires 


WASHINGTON.—Lee Rubber & 
Tire Corp. has denied Federal Trade 
Commission charges of using de- 
ceptive brand names on its tires. 

Answering the FTC’s Sept. 24 
complaint, Lee asserts that “it 
knows of no case of any person 
having been misled by its tire brand 
names, and that it has received no 
complaints with respect to its tire 
brand names from any customer, 
dealer, competitor or other person 
except the complaint of the Federal 
Trade Commission .. .” 

The complaint alleged that the 
company’s “Ultra Deluxe” and “Ad- 
vanced Super Deluxe” tire are not 
of equal quality—namely, either 
premium or first line—as implied 
both by the names themselves and 
Lee’s advertising, but are premium 
and second line tires, respectively. 
Lee, denies representing that the 
two tire categories are equal in 
quality. 


Berry Named Manager 


Of Burton Deal in Houston 


HOUSTON.—Albert Berry has 
been named manager of A. C. Bur- 
ton Co. (Imperial-Chrysler-P 1 y m- 
outh-Valiant.) He retains ownership 
of Albert Berry Dodge Co., which 
he bought in 1950. 

A. C. Burton Co. is Houston's 
second oldest dealership and was 
founded in 1909. Berry has been as- 
sociated with Chrysler Corp. for 
33 years. 
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The BLUE CORAL LIQUID and the BLUE CORAL PRESERVATIVE 
SEALER were made for each other too! For over twenty-five 
years this wonderful team has been devoted to preserving, 
enhancing and restoring fine car finishes. They should 

never be used alone! Together and only TOGETHER do 

they become the world famous BLUE CORAL TREATMENT! 


Tell your customers about BLUE CORAL’S priceless com- 
bination of ingredients. Show them how to keep their 
cars a thing of beauty and a joy to drive! They'll love 


you for it! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 


"@ — H.D.T, COMPANY FACTORS, INC 


WHITE PLAINS, NEW YORK 








Lawsuits Affecting Dealers ... 
Court Decisions 


had made a mistake and that the 
payments should be |the higher court held Jackson not 
$118.74 instead of $110.00 monthly liable stating that there was no 
as previously stated by Roberts. | yalid contract between Barton 
The sales manager then changed | Motor Co. and Jackson. This court 
the form accordingly. said: 

At this time Jackson stated he 
could not go that high and that he| court concludes that the parties 
eas tee dodion epee failed to complete a contract. Under 

. ’ the evidence, it seems apparent that 
being told to take the car, declined.| there was no definite and unequiv- 
Then Jackson made out another ocal meeting of the minds.” 
check for the balance of the pur- 
chase price on which he wrote that| pain that, if Jackson had obtained 


Valiant Replacing 
Voltage Regulators 


DETROIT.—Valiant dealers are | would have been liable in damages 4 , 
receiving replacement voltage |to Barton Motor Co. “8€S! and promptly repair dangerous con-| sustained by a patron who slipped 
regulators for cars already sold ae 
and those in stock, 

The new regulator contains im- 





By Leo T. Parker 
. Attorney at Law 

AST month a higher Federal 
court clearly laid down impor- 
tant rules pertaining to the legal 
rights of an automobile manufac- 
turer to cancel a 
dealer’s franchise 

on short notice. 
For illustration, 
in Englander Mo- 
tors v. Ford Mo- 
tor Co., 267 Fed. 
(2d) 11, the testi- 
mony showed 
facts, as follows: 
Englander Motors 
was a franchised 
dealer selling 
L, T. Parker Ford cars, re- 
placement parts and accessories 
under written contract with Ford 
Motor Co. Englander Motors filed 
a suit alleging that Ford Motor Co. 
violated Sections 1 and 2 of the 
Sherman Act and Section 3 of the 
Clayton Act because, by express or 
agreement with all of its 
dealers, the company requires that 
they deal exclusively in Ford cars 
and Ford made or approved parts 
and accessories for such vehicles. 























































The higher Federal court held 
that no dealer can recover damages 
from an automobile manufacturer 
on plea of violation of the Sherman 
and Clayton Acts, unless the dealer 
establishes that he was damaged by 
a violation of these antitrust laws. 


Also, this court held that a short 


tors was not extrinsically wrong 
under the antitrust laws unless the 

acturer forced Englander 
Motors to sell its business at a sub- 
stantial financial loss. 


Minds Must Meet 


yA MONTH a higher court 
rendered an interesting decision 
to the effect that, if the “minds” of 
two contracting parties have not 
“met,” there is no valid contract. 
In other words, a contract is in- 
complete and invalid, if there re- 
mains a single thing for either 
contracting party to agree to. 

For illustration, in Barton Motor 
Co. v. Jackson, 341 Pac. (2d) 423, 
the testimony showed facts, as fol- 
lows: One Roberts is an automobile 


by Roberts and gave Roberts 


day 

the “Invoice and Order” as filled 
out 

his check made payable to Barton 


Rights to Leake Rocker Arm 
GLENBROOK, Conn.—The rights 
to manufacture and distribute the 
Leake Rocker Arm for internal 
combustion engines have been ac- 
quired by Laminated Shim Co. 
Inventor of the stamped rocker 
arm is James M. Leake sr. who, 
concurrent with the acquisition of 
the assets of Leake Engineering 
Co., Monroe, Mich., has joined 
Laminated Shim in an engineering 


HANDBILLS.. 


LOT 
90 LB INDEX 


For Information or Samples: 


HANDBILLS UNLIMITED 
20538 W.8 Mile © Southfield, Mich. 











life, Ply mou t h-DeSoto-Valiant 
said. 
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the check must be held until he 
secured a loan for the amount of 
the check. The next day Jackson 
stopped payment of the checks. 

Barton Motor Co. sued Jackson 
for damages claiming that he had 
breached his contract to purchase 
the automobile. 

It is interesting to observe that 


“From the foregoing facts, this 


This higher court went on to ex- 


a loan to pay off the bank checks 
in the hands of the sales manager, 
there would have been a valid and 
enforceable contract and Jackson 


Must Check Premises 
AST month, a higher court in ef- 


for his customers is lawfully obli- 


ditions. 
For example, in Saddler v. Bethel 
Co., 267 Fed. (2d) 805, the testimony | illumination in an area was the 
ed regulating showed that a jury awarded a| direct cause of injuries sustained by 
anne increased So ae L fect held that an automobile| woman $6,000 damages for injuries|a patron then, under these circum- 
dealer who provides a parking lot| she received when she stepped in| stances, the automobile dealer is 
a hole, fell and broke her ankle| liable in damages to the injured 


gated to frequently inspect the lot| while walking at night across a| patron. 








— 


parking lot on which her car was 
parked. The higher court approved 
the verdict, saying: 

“It being reasonable to infcr 
from the size of the hole that it 
existed for some time, then it is 
reasonable to infer that the de- 
fendant (dealer) could have dis- 
covered the condition by the exer- 
cise of reasonable care.” 

This court went on to explain 
that the present law requires every 
-.| automobile dealer to frequently in- 


safe for patrons. 

For comparison, see Mack y, 
Pittsburgh Co., 247 Pa. 598. In this 
case there was no direct proof of 
how long a grease spot was on a 
platform but the court held that 
the dust and footmarks on the 
grease bespoke its presence for a 


“Quick, boss! They said they'll | Sufficiently long time to put the 
buy the car if we'll throw in a 
set of floor mats!” 


automobile dealer on constructive 
notice of its presence, and his fail- 
ure to remove it resulted in his 
being liable in damages for injuries 


and fell in the grease. 
Also, if the jury decides that poor 





New progress in the search for advertising effectiveness... 


Now you can know-z aduance 
will look at your advertising 


New Politz study gives for the first time: 


@ A sound basis for evaluating magazines by 
showing actual exposures to your advertisements. 


@ Information on the kinds of people, by income 
and other characteristics, exposed to 
your advertising. 


@ Proof that advertising in magazines lasts 
longer and is more stable than has ever been 
shown for advertising in any other medium. 


@ Documentation of the reader’s interest in a 
magazine—and how this benefits advertisers 
by repeat exposures to their messages. 


@ Further evidence on the profitable difference 
between magazines and other media. 


How many important businessmen have asked: 


“If my company advertises, how will it affect 
our sales?” 


The ceaseless search for the answer has brought great 
benefits to all who sell products or services. 


This year, another major step toward measuring ad- 
vertising effectiveness has been made. It came from 
magazines, long the leaders in developing sound meas- 
urements of what the advertiser gets for his investment. 


This new study was conducted by Alfred Politz, one 
of the most respected leaders in marketing, advertising 
and media research. It is documented in his report 


What you can learn from this study 


The new Politz research permits an advertiser to know 
in advance: 


1. 


the number of exposures he or his competitor can ex- 
pect for a message in any of the four magazines studied, 
or in any combination of them. 


2. how often, on the average, a sales message will be ex- 


posed to the individual reader. 


3. how many exposures the advertiser will get from people 


most important to him—in terms of their spending abil- 
ity, past purchases, and potential interest in buying his 
product or service. 


4. how many exposures the advertiser will get, week by 


week, over the life of the issue his message is in. 


What else does this study show? 


This new Politz study proves what sophisticated adver- 
tisers have long sensed: 


Magazine advertising lives longer. It has the marked 
advantage of repeat exposures. These can work like 
repeated advertisements, without the additional cost. 


The audience exposure to magazine advertising is stable 
and predictable. It is not subject to violent seasonal 
fluctuations. The exposure performance of advertising 
in these magazines is more consistent than has ever been 
shown for advertising in any other medium. 


This study defines more clearly than ever the advertising 
values offered by these four magazines. It establishes a 
new standard by which the advertiser can judge the 
exposure efficiency of all media, even though others do 
not have equal evidence of proven accuracy. 


Discerning advertisers will reach additional conclu- 


spect his premises and make same | 


“Advertising Page Exposure in Four Magazines.” 


The study was co-sponsored by Reader’s Digest and 


the Saturday Evening Post. It measures both of these 
publications and also Life and Look. 


A useful measurement 


This step toward measuring advertising effectiveness 
is the most useful yet developed for media selection 
because it covers only those factors within the control 


of the medium. 


Obviously, a medium’s primary responsibility to an 


advertiser is to expose his message to its own selective 
audience. So the first consideration should be: how well 
does it do this job, and at what cost? 


The answers are now available for 4 major magazines. 


sions from this evidence. For example, the repeated 
exposure reflects the reader’s continuing interest in a 
magazine issue . . . his deep personal involvement in the 
publication . . . and the greater likelihood that the ad- 
vertising will lead to actual sales. 

Any good magazine gives its advertising an atmos- 
phere of confidence and believability; repeated ex- 
posures naturally enhance this value, strengthening the 
kinship between the advertiser and his customer. 


How to get your copy 


Ask your Reader's Digest representative for a copy of 
the 160-page study, “Advertising Page Exposure in 
Four Magazines.” Or request it on your company letter- 
head from Fred D. Thompson, Reader’s Digest, 230 
Park Avenue, New York 17, N.Y. 
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a At Dodge Dealer Advisory Conference— 

he The 24-member committee of the Dodge Dealer Advisory Conference, representing 
a the more than 3,200 Dodge dealers throughout the country, gets together at its semi- 
he annuol meeting in Detroit. Purpose of the three-day session was to discuss mer- 
ive & chandising and sales promotion plans and to elect national officers. Front row, from 
il. & left, are George S. Matick, Detroit; Arthur Bitzer, Salem, Ill.; J. Robert Wegge, Pasa- 
iis fF dena, Calif.; A. J. LaMastra, Buffalo; Jack Clark, Oklahoma City; John Drew, Sacra- 
ies " mento, Calif.; Erle R. Kirby, Arlington, Va., and John A. Spitzer, Elyria, O. Second 
ed | row: LeRoy Fiedler, Blue Island, Ill.; Harold Walsh, Everett, Wash.; John H. Lander, 


Atlanta, 1959 national chairman; Robert C. Popp, East Hartford, Conn.; B. F. Polacek, 
Kelso, Wash., and John White, Mineola, N. Y. Third row: John H. Button, Kokomo, 
Ind.; F. P. B. Thornton, Ardmore, Pa.; J. D. Pickslay Cheek, Nashville; Frank Collord, 
Waterloo, la.; W. B. Scott, Charlotte, N. C., and Frank G. Elliott, Bedford, O. Top row: 
Joseph Schneider, Hemstead, N. Y.; Oscar W. Fode, Jamestown, N. D.; Louis J. Ouel- 
lette, Dodge dealer relations director; A. H. Berry jr., Houston; Adelbert Spitzer, Mans- 
field, O.; William E. Burgunder, McKees Rocks, Pa.; M, C. Patterson, Dodge general 
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Financial 


CORAOPOLIS, Pa. — Rockwell- 
Standard last week reported an all- 
time record for earnings in 1959 


_|and the highest sales since the war. 


Sales of $283 million compared to 
$204 million in 1958 and $272 mil- 
lion in 1955, the previous peace- 
time high. 

Earnings averaged about $3.60 a 
share, against $1.75 in 1958 and 
$3.51 in the previous peak year of 
1955. The steel strike, Rockwell- 
Standard said, prevented 1959 sales 
from surpassing $300 million and 
earnings from reaching $4 a share. 

* * * 


Sales and Profits 
Set L-O-F Record 


Net earnings of $53,745,152 for 
1959 reported by Libbey-Owens- 
Ford Glass Co. established a new 
record 151 percent over the 1958 
net and 49 percent above the pre- 
vious high record in 1955. 

Sales for 1959 reached a new peak 
of $306,734,077, despite the effects 


Front 








°60 Cabs in N. Y. Fleets 


Boosted by 300 in 7 Days 


NEW YORK.— More than 300 
new cabs were added to New 
York City’s taxi fleet in a seven- 
day period, according to the Taxi 
Weekly. Ford scored the biggest 
gain, accounting for 154 units, 
and brought its total of ’60 models 
on the streets to 969, the publica- 
tion said. 

The next-largest increase was 
achieved by Dodge, which jumped 
from 43 to 126 units. Chevrolet 
added 51 to boost its total to 140, 
Checker, 20; Studebaker, four, 
and Plymouth, one. Studebaker 
has the second-largest number of 
new models in service, 192, Taxi 
Weekly said. 





both automotive and building con- 
struction. This was 41 percent above 
$216,900,913 reported for 1958. 

“The record earnings for 1959 
resulted in part from high sales 


manager, and Wayne Lovelady, Albuquerque, N. M. 
NDard:manager; 


What is Advertising Page Exposure? 


Circulation and audience are essential measurements 
of any medium. But they do not reveal these additional 
values you receive in magazines: the number of times 
your own advertisement will be seen; the kind of people 
who will see it and the likelihood that your message will 
be exposed more than once to the same person. 

Advertising page exposure measures the total times 
that people turn to your advertising page. 

Every day when you pick up and read a magazine 
(as determined by this research), you register an issue 
exposure. Every day when you open to a specific page, 
you register a page exposure. 


About Alfred Politz... 


Alfred Politz belongs to a growing group of researchers 
who spend their professional lives searching for more 
meaningful measures of advertising effectiveness. 
Politz continually conducts confidential marketing re- 
search for a small group of leading advertisers, and has 
made studies of all major advertising media. Among his 
many important research contributions is the introduc- 
tion of probability sampling into commercial research. 













READER'S DIGEST 


Total readers per issue 85,131,000* 
j Ad page exposures 
Be per reader 1.7? 
Total exposures 
per advertising page 60,947 ,000* 





of the prolonged steel strike on/ volume,” according to John D. Big- 


-how many times people 
in these four magazines ! 


Questions and answers about this study 


Pp Pp 


P pP p 


Pp 


> p 


Pp 


Major findings of the study 


POST LIFE LOOK 
23,547,000 $1,519,000 27,495,000 
1.3 1.0 11 
30,861,000 80,110,000 80,702,000 


*This means a single issue of Reader’s Digest will be read by 35,131,000 readers. They will 
look at your advertising page, on the average, 1.7 times each, for a total of 60,947,000 exposures. 


What is the most important fact revealed by this study? 
You can learn how many times your advertising will be seen 
by the readers of four leading magazines. 

Why is that important? 

Because an advertisement must be exposed before it can 
work. Also, this study proves to what extent advertising will 
get additional “showings” (free, by the way). These repeat 
exposures, as we call them, are worth money —real money — 
to advertisers. 

Does the character of a magazine affect the exposures its 
advertising gets? 

Yes, and the results of this study prove it. 

Can I compare these exposure figures with those for other 
media? 

You can make reasonable comparisons, although other media 
do not provide such exact information about exposures. In 
television, for example, there is no accurate way of predict- 
ing how many people . . . or what kind of people. . . will 
actually be looking at your commercial. 

And there’s no repeat exposure in television? 

There can’t be—unless you pay to have your commercial 
broadcast a second time. 

Does this new study tell me whether my advertising will 
reach good prospects for my product? 

Yes. Each person was queried about his possessions and pur- 
chases of 116 items. So you will learn not only how often 
your advertisement will be seen, but by whom, according to 
income, buying habits, sex, age, etc. 

This suggests that magazines provide a more predictable 
audience than broadcast media... 

Far more predictable. The four magazines in this study can 
give you an amazingly accurate prediction of who will see 
your advertising and how often. No other mass medium can 
tell you so exactly the exposure efficiency you get for the 
advertising dollar you invest. 


People have faith in 


eaders Digest 


Largest magazine circulation in the U. S. 
Over 12,000,000 copies bought monthly. 
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gers, chairman, and George P. Mac- 
Nichol jr, president, “but they 
would not have been possible with- 
out the heavy investments made in 
new and improved facilities during 
recent years and the cumulative 
effect of many steps which have 
been taken with the cooperation of 
LOF employes to reduce production 
costs and increase operating ef- 
ficiency.” ee 


Divco-Wayne Sets Records 


In Sales, Profit for Year 


Diveo-Wayne Corp. reported @ 
profit of $1,672,535 on sales of $35,- 
956,561 in the fiscal year ended 
Oct. 31. The preceding year brought 
a profit of $1,122,218 on sales of 
$26,460,770. 

Both sales and earnings in the 
year just ended were records. Pres- 
ident Newton Glekel said the out- 
look for the current fiscal year was 
“most promising.” 


3 M’s Sales Up 
By 18 Percent 


Minnesota Mining & Mfg. Co. re- 
ported that 1959 consolidated sales 
were approximately $445,000,000. 

Louis F. Weyand, retiring execu- 
tive sales vice-president, in an- 
nouncing the preliminary sales fig- 
ure, said a final audited sales figure 
will be made public early in March. 

The $445,000,000 figure represents 
an increase of about $69,000,000 or 
18 percent, over comparable 1958 
consolidated sales of $376,293,016. 

+ 


Cooper-Jarrett 


Cooper-Jarrett, Inc., Chicago, an- 
nual report, 1959 vs. 1958: Net in- 
come, $750,034 and $527,119; gross 
revenues, $16,113,114 and $13,929,351. 


Iowa Chief Raps 
Auto Makers for 
Fatality Boost 


DES MOINES.—Gov. Herschel 
Loveless has blamed auto manu- 
facturers in part for Iowa’s in- 
creased motor vehicle traffic death 
toll. 

Loveless says he will propose to 
the National Governor’s Conference 
Executive Committee, of which he 
is a member, that it set up discus- 
sions with car manufacturers con- 
cerning safety factors in the newer 
vehicles. 

Speaking at his regular news 
conference at his statehouse office, 
Loveless said 1959 has been marked 
by a sharp decrease in the number 
of motor vehicle accident injuries, 
but a considerable increase in fatal- 
ities from such accidents. 

“The figures show manufacturers 
have a long ways to go to make 
cars safe. It appears that manufac- 
turers are showing more interest 
in automobile horsepower than they 
are in auto safety,” Loveless said. 

Loveless said that from the me- 
chanical standpoint, there has been 
“quite” an improvement in automo- 
biles. 

“But manufacturers must accept 
more responsibility for providing 
the American public with safe 
transportation,” he said. 


Don't miss the Auto Dealer Changes col- 
umns, They'll keep you abreast of what 
is happening in the field. 


PROTECTION TO TEN BELOW 
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Keeps spray jets, hoses, 
jar or bag free-flowing to 
10° below. Non-foaming. 
Removes ice and snow 
from windshield. Non-in- 
jurious to car finish, metal 
or rubber. No sticky after- 
film. 16-0z. can. If jobber 
can’t supply, order direct. 


The LAS-STIK Mfg. Co 


HAMILTON, OHIO 












an at oi 


pm 


30 


AUTOMOTIVE NEWS, FEBRUARY 8, 1960 


Bat Warns NADA of Problems Ahead .. . 


Keynoter Sees Bright Future 


WASHINGTON.—A bright future 
—but one that will have its prob- 
lems—was sketched for the auto 
industry and the economy in gen- 
eral by the keynote speaker for the 
NADA convention. 

Dr. Arthur R. Upgren, professor 
of economics at Macalester Col- 
lege, St. Paul, noted that auto 
production in the first quarter of 
this year is scheduled to exceed 
that of the first quarter of record 
1955. 

“When one recalls that two of the 
finest gadgets were put on the 
American automobile in 1955, one 
can appreciate that it is rising in- 
comes which are the force for the 
new record,” Upgren said. The two 
gadgets he referred to were “36 
— to pay” and “power steer- 


He said that increased personal 
income can support increased auto 
gales in 1960. “With consumer in- 
stallment debt rising to be equal to 
one dollar for each nine dollars of 


wages, caution must be observed,” 
he added. 

“This stimulant (credit expan- 
sion) to the car market will soon 
have terminating qualities, though 
the risk of repossession loss is not 
great barring a severe recession, 
and a severe recession is most re- 


Green Chevy to Erect 
$1 Million Building 


KANSAS CITY.—Jerry Green 
Union Chevrolet, Inc., will replace 
its fire-damaged building at Inde- 
pendence and Admiral Ave., with a 
new facility to cost $1 million, with 
completion scheduled for this Au- 
gust. 

Fire destroyed the facilities at the 
30-year-old site last July and the 
company has been operating in 
scattered temporary locations. The 
new 35,000-square-foot building will 
feature rooftop parking. Each serv- 
ice stall will be accessible from 
parking lots through individual 
overhead doors. 


mote as a possibility for the first 
half of the 1960s.” 

Upgren did see one cloud over 
new-car sales in the near future 
—a glutted used-car market with 
falling prices. He offered this ad- 
vice on meeting the problem: 

“Thus it cannot be too strongly 
recommended to dealers to watch 
used-car inventories carefully, to 
turn them over rapidly and to keep 
repricing used cars in the lot in line 
with current market conditions. 
Used-car inventories should be re- 
lated more to the wholesale used- 
car price than to the tradein value.” 

Turing to the economy in general, 
Upgren said business was now oper- 
ating at full throttle and the gross 
national product (total of goods and 
services produced) should reach an 
annual rate of $500 billion in the 
first half of 1960. “We should ex- 
pect gross national production of 
$600 billion in 1965 and of $700 bil- 
lion in 1970,” he added. 

The speaker noted that the 
economy had shaken off three re- 








Mufflers of Armco ALUMINIZED STEEL Average 
Twice the Life of Ordinary Carbon Steel Mufflers 





In 7-year road tests, auto mufflers 
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of Armco ALUMINIZED STEEL out- 
lasted their carbon steel counter- 
parts at least 2 to 1 on the average. 


To car owners, the extra dura- 


bility of ALUMINIZED STEEL means 
greater safety and fewer replace- 
ments — with resulting savings in 
cost and inconvenience. 


Armco ALUMINIZED STEEL is pro- 

















duced by coating steel with molten 
aluminum by a special hot-dip proc- 
ess. It’s made to order for exhaust 
systems of today’s automobiles be- 
cause it fights off the attack of heat 
and withstands corrosive acid ex- 
haust liquids, and road chemicals. 

Ask your parts supplier about 
mufflers with vital parts made from 
this special steel. Armco Steel Cor- 
poration, 1230 Curtis Street, Mid- 
dletown, Ohio. 


ARMCO STEEL 








Armco Division « Sheffield Division * The National Supply Company + Armco Drainage & 
Metal Products, Inc. * The Armco International Corporation * Union Wire Rope Corporation 
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This 1914 roadster averaged 
98.6 miles to a gallon in a mara- 
thon sponsored by Shell Oil Co. 
in 1951. 





cessiong since World War II. The 
recessions have been short and 
mild and the recoveries have been 
quick and strong. 

In the 1957-58 recession, gross na- 
tional production slipped by $17 bil- 
lion, Upgren said. The economy was 
turned around and heading upward 
in six months and the recovery 
boosted GNP by $54 billion. 

He credited a number of factors 
for ending the recession. Consumers 
maintained their spending, wage 
payments showed little loss despite 
a decline in sales and profits, cor- 
porate and personal taxes declined 
shifting some of the loss to the Gov- 
ernment and stabilizers such as un- 
employment compensation absorbed 
some of the loss. 

In addition, Congress poured 
money into home and highway con- 


of the present decade should se 
“a minimum inflation.” He said 
that the nation was improving in 
its ability to control inflation. He 
offered figures on the improv:- 
ment: 

“From 1940 to 1948, the consumers 
price index rose 75 percent and at 





the annual rate of 9% percent a | 


year. From 1948 to 1960, the same 
index rose 20 percent or at the 
annual rate of 1% percent a year. 

“This is doing five-sixth better in 
the latter period. Whenever in 
human affairs we do five-sixth bet- 
ter on anything, that deserves look- 
ing into.” 

The speaker closed by noting 
what he termed the three causes 
of recession. He pointed out that 
two of them are not likely to 
strike down the economy in the 
1960s but had some doubts about 
the third danger. 

He listed inventory liquidations 
as one cause of recessions. He add- 
ed that postwar experience has 
shown that stabilizers built into 
the economy hold up sales and soon 
turn inventory liquidations around. 

A second cause of recessions is a 
collapse of spending by business for 
new plants and equipment. In the 
face of high wages and the short- 
age that will grip the labor market 
until 1966, businessmen will have 
little choice but to continue to in- 
vest in new plants and equipment, 
Upgren said. 

The third cause of recession 
listed was a collapse of the money 
supply. Upgren expressed doubt 
about the nation’s ability to with- 
stand a money crisis and sug- 
gested that this might be a prob- 
lem of the last half of the 1960s. 

He added that efforts of the Gov- 
ernment to fight off an economic 
collapse plus steps taken in the next 
few years to combat a money crisis 


struction, touching off the recovery.|may prevent this weakness from 


Upgren said that the first half 


leading to a depression. 


Customer Is King Again, 
McFarland Tells Club 


WASHINGTON.—The year 1960 
will see the customer “once again 
seated on his rightful throne,” ac- 
cording to D1. Kenneth McFarland, 
educational consultant and lecturer 
for General Motors, 

Dr. McFarland made this predic- 
tion last week at the annual 30- 
Year Club breakfast of the NADA 
convention. 

The event, a feature of the as- 

sociation’s 43rd convention and 
exhibition, honored William L. 
Malion, NADA director for New 
Jersey. Mallon, a Pontiac dealer 
and “senior statesman” of NADA, 
was president of the assepiation 
in 1945 and 1946 and was first 
president of the 30-Year Club. 

“Unless the customer is king, the 
free enterprise system is not work- 
ing,” Dr. McFarland said. “During 
the 1940’s and the first half of the 
1950’s we had the artificial pros- 
perity of war and postwar short- 
ages. But it was a seller’s market 
all the way.” 

Business and professional people 
enjoyed a “pushover” in the long 
era of this seller’s market, Dr. Mc- 
Farland declared. 

“They could win the battle with 
one hand,” he said, “But this will 
not be true in the year—and years 
—ahead. The successful person in 
the 1960’s must go into the ring 





Mirror Makers 


Form Association 


NEW YORK.—Milton Putterman, 
of Yankee Metal Products Corp., 
has been elected president of the 
new Automotive Mirror Manufac- 
turers’ Group of the Motor and 
Equipment Manufacturers Assn. 
The group has 12 charter members. 


Directors include Joe Robins, of 
Roberk Co.; Milton Tenenbaum, of 
Lake Erie Industries, Inc.; Norman 
Sobol, of C. M. Hall Lamp Co., and 
Putterman. They will meet this 
week in New York to establish an- 
nal dues. 

Other charter members include: 
R. E. Dietz Co.; Supersite Corpora- 
tion; U. S. Metal Products Co., Inc.; 
Norlipp Co.; Joma Mfg. Co., Inc.; 
Namsco, Inc.; Unity Mfg. Co., and 
Diecasters, Inc. 


with a glove on each hand. This 
means he must know his business, 
and he must also have the personal 
power to deliver what he knows.” 
Dr. McFarland told his audi- 
ence that there is an alarming 
increase in “character failures.” 
“Men who are professionally com- 
petent see their careers collapse be- 
cause they do not possess the per- 
sonal integrity to sustain them,” 
he explained. “This trend is not 
only increasing, but it is virtually 
undetected. There is public and 
private discussion of almost every- 
thing these days except what is 
fundamentally right and what is 
fundamentally wrong.” 


Starrett Relocates Branch 


SPRINGFIELD, N. J.—L. S. Star- 
rett Co. announces the relocation of 
its New York branch with the open- 
ing of an integrated sales office and 
warehouse building at 48 Commerce 
St. here. F 


Seven Moving Parts— 


Only seven moving parts is the message 
of hula dancer, Georgia Cabot, who dem- 
onstrates the simplicity of new Auto Union- 
DKW three-cylinder engine. DKW-750 





Sie 8 HPS 


to Rn aR 


Oe 
: FAP or; 


made its national debut at the Chicago § 


Auto Show. The average six-cylinder en- 
gine has 193 pieces not counting 108 nuts, 
bolts and washers in contrast to seven 
moving parts of DKW, according to DKW. 
Mercedes-Benz Sales, Inc., South Bend, has 
been granted exclusive distribution of 
Auto Union-DKW vehicles in the U. S. 
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Capsule Reports .. . 
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Auto News in Brief 


MINNEAPOLIS.—For the second 
time in less than a year, Minnesota 
Rubber Co. has announced the 
completion of a plant expansion. In 
February, 1959, President Robert 
W. Carlson announced the comple- 
tion of a 30,000-square-foot addition 
to the factory. 

The latest construction, com- 
pleted on Jan. 1, adds 12,000 square 
feet in a two-story structure. This 
brings the total manufacturing area 
up to approximately 120,000 square 
feet. 

* * * 
Nein, Nein, Tovarich! 

BOHN, West Germany. — Rus- 
sian automobiles are selling so 
poorly in West Germany that ad- 
ditional imports will not even be 
discussed at forthcoming trade 
talks, informed sources reported. 
The Russians sent 900 cars to 
West Germany in 1959 and only 
a fraction of them has been sold. 


Chevrolet Gives Auto Parts 


To Third Prison School 


DETROIT —Inmates of three 
penal institutions are gaining re- 
habilitation benefits from a cooper- 
ative program set up originally by 
Chevrolet to assist in vocational 
training courses in then ation’s high 
schools and colleges. 

Recently, W. W. Lloyd, supervisor 
of Chevrolet engineering appren- 
tices, received a request for a piece 
of instructional equipment from the 
supervisor of vocational training at 
the Federal prison in Terre Haute, 
Ind. A Turboglide transmission as- 
sembly was consigned to the prison. 
Earlier, Lloyd said, other auto com- 
ponents were donated to the Ohio 
State penitentiary at Columbus and 
to a boys’ industrial school in 
Michigan. 

* * et 


2 Fannon Firms in Detroit 


Are Purchased by Hupp 


CLEVELAND.-—Don H. Gear- 
heart, president, has announced 
that Hupp Corp. has purchased 
John J. Fannon Products Co. and 
John J. Fannon & Co., Detroit. 

He said the firms will be oper- 
ated as a wholly owned subsidiary 
of Hupp, with John J. Fannon jr. 
as president and Robert J. Fannon 
as vice-president. 

ae 


Rockwell-Standard Acquires 


Site for Plant in lowa 


PITTSBURGH.—Rockwell-Stand- 
ard Corp. has purchased a 30-acre 
Site at Fairfield, Ia., for construc- 
tion of a plant to make several 
types of universal joints used in 
the agriculture industry, according 
to Col. Willard F. Rockwell, chair- 
man. 

He said the plant is scheduled 
to be in operation in the summer, 
and will relieve the burden on the 
firm’s Allegan (Mich.) universal- 
joint plant. 

* of ca 


Firm Turns Out Machine 


To Bend Tailpipes 

HAMILTON, O.—A machine said 
to bend straight pipe into tailpipes 
to fit any make and model of car 
is being manufactured by the Ham- 
ilton division, Baldwin-Lima-Ham- 
ilton Corp. The Bend-O-Matic ma- 
chine will solve dealer tailpipe 
inventory and obsolescence prob- 
lems, the firm said. 

The machine was conceived and 
will be marketed by Nu-Era Corp., 
Rochester, Mich., the firm added. 


* * * 


2 Subsidiaries Made 


Divisions of Eaton 

CLEVELAND. — Eaton Manufac- 
turing Co. announces that its 
wholly owned subsidiary, Cleveland 
Worm & Gear Co., and the latter’s 
Subsidiary, Farval Corp., have be- 
come divisions of Eaton under their 
present respective names. 

George H. Acker, president of 
Cleveland Worm & Gear and Far- 
val, was appointed general manager 
of the two divisions. 

Cleveland Worm & Gear, a manu- 
facturer of industrial worm gears 
and worm gear speed reducers, and 








Farval, producer of centralized 

lubricating systems, were acquired 

by Eaton a year ago as subsidiaries. 
* * ¥* 

Ford’s Venezuelan Operation 

To Expand Supply Facilities 

CARACAS, Venezuela. — Ford 
Motor Co. (Venezuela) S. A. an- 
nounced that its subsidiary, Indus- 
trias Ford S. A., has purchased a 
105-acre industrial site from the 
municipality of Valencia for a 
building to provide additional sup- 
ply facilities for Ford dealers in 
Venezuela. 

The building will contain 80,000 
square feet of floor space for offices 
and supply operations. A large area 
will be provided for a service 
school to train auto mechanics. 

* * * 


Fletcher Aviation Builds 


New Air-Cooled Engine 


EL MONTE, Calif—Construction 
of a new air-cooled engine has been 
undertaken by Fletcher Aviation 


mr. car dealer: 


The ONLY boats with 
a LIFETIME GUARANTEE! 


There is no slow season when 
you sell SPEED QUEEN BOATS. 


BOATS are BIG BUSINESS 
and you should look into a 
SPEED QUEEN franchise 
for yourself. 


Put 'em in the showroom, hang 
"em from the ceiling, block the 
sidewalk with 'em, but SHOW 
"EM and SELL 'EM. It's that easy 


. . . because, among other 


tremendous advantages, SPEED 
QUEEN BOATS are the only boats 
with a LIFETIME GUARANTEE. 


FIND out why more car dealers 


are boat dealers, too! 


* “Miss Speed Queen” will help 
you sell! She is making personal 
appearances around the country 
to help SPEED QUEEN dealers 
at the most important moment... 
THE POINT OF DECISION! 


EASIEST FINANCING .... can be 
handled in the same way you 


handle your floor plan for 


automobiles. It's just like MONEY 
IN THE BANK! Write-wire-phone 
today ... complete sales promotion 


package including window 


streamers, point-of-sale pieces, 
newspaper mats, national consumer 
advertising to help you sell. 


GLASTEX COMPANY, 6101 West 147th Street, Tinley Park, Illinois 





Corp., a subsidiary of A-J Indus- 
tries. Fletcher said the four-cyl- 
inder, horizontal opposed engine 
will develop over 65 horsepower at 
4,000 r.p.m. and is designed for a 
variety of uses where low weight 
power units are required. 

The engine is somewhat similar 
in basic design to the Porsche auto 
engine. For six years, Fletcher has 
been associated with Porsche in de- 
developing new uses for lightweight 
power packages. The new Flair en- 
gine, however, will have a larger 
bore and stroke, individual cylinder 
heads, larger symmetrical cooling 
fins, a solid crankcase with stand- 
ard American main bearings and 
an 8.5-to-1 compression ratio. 

* + 7~ 


Two to One in Miami 

MIAMI. — Automobile license 
plates issued in 1959 in Dade 
County totalled 478,316. The total 
(estimated) population is 900,000, 
which makes it a little better 
than one wnit for every two 
people. 


* * * 


Maremont Buys Firm 
CHICAGO, — Maremont Auto- 
motive Products has acquired 
Muskegon Camshaft Co., Muske- 
gon, Mich. Maremont purchased 
100 percent of Muskegon’s stock. 
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Studebaker Unveils '60 Transtar— 


Studebaker’s 1960 Transtar truck series is offered in 18 models. The medium-duty, 
one-ton and 1%4-ton models have gross vehicle weights ranging from 9,000 to 18,000 
pounds. Gross weights on the heavy-duty, two-ton models range from 19,500 to 23,000 
pounds. The Transtar is available as a chassis-cab or with platform or stake bodies. 
Standard equipment includes an instrument panel pad, outside extension mirrors, 
sliding adjustable seat, driver's arm rest, sun visor, sun and rain visors on doors, dual 
electric windshield wipers, direct reading ammeter and oil pressure gauge, and vinyl 
seat cushion and back. 









‘*Miss Speed Queen’ 
Helps 
You Sell!* 
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Ford Economy: proved by thousands of miles of rugged stop-and- 
go driving through rush-hour traffic in downtown New York City. 


’60 Ford 
Proved Economy, Reliable P 


Today, in New York City, there are twice as many new Ford cabs as all 
other 1960 makes combined! What’s more, throughout the country, more 
new Fords are being ordered by cab companies than any other 1960 auto- 
mobile—including specially built taxi models. 

Why? 

The big reason is economy. Pennies count in the operation of a taxi fleet. 
The cab companies are discovering from their cost-per-mile records that 
1960 Fords, on the average, cost less to run, less to repair and less to 
replace than competitive makes. 

Taxi fleet owners find, too, that the ruggedness of Ford components—such 
as front suspensions, transmissions, upholstery and springs—lessens their 
“down time”’ and lowers maintenance costs. 

Experienced cab men know that they must satisfy their customers’ comfort, 
and here again Ford meets more of the requirements. Passengers can get 
in and out without bumping their heads or barking their shins. There’s 
plenty of room inside, too, even for tall men wearing hats. 
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Ford Comfort: shown by the ease with which passengers enter 
roomy Ford while driver deposits luggage in large; convenient trunk. 





laxicabs... 
¢formance, Rugged Durability 


The thick foam-rubber seats give even the middleman the comfort he has 
riding in his own car...and his knees won’t be under his chin, either. Ford’s 
comfort includes plenty of usable trunk space with the best designed 
trunk for ease of loading and unloading. 

Ford’s success with New York taxi owners and drivers provides added 
proof that should convince even the most skeptical prospect of Ford’s 
product quality. Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
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Ford Performance: demonstrated by round-the-clock operation in 
heavy city traffic as well as turnpike travel on suburban runs. 
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brake fluid—N-73, extra heavy-duty, 
and N-70, heavy-duty. 

It conforms to Federal specifica- 
tions and is for use in passenger 
cars, trucks, buses, or whenever a 
high quality, heavy-duty fluid is 
required for braking safety, the 
firm said. 





CAMPING TRAILER—A compact camping 
trailer has been announced by Ward Mfg. 
Co., 2530 Spring Grove Ave., Cincinnati 
14, O. The 1960 version of the Nimrod 
Camper is five feet wide and eight feet 
long. It opens to a room 11 feet wide. In 
this are two three-quarter beds, with in- 
nerspring mattresses, a center aisle and 
storage space all protected from the 
weather by an army duck top with nylon 
screens and rain flaps. This is supported 
by an aluminum framework. Storage space 
beneath the beds on both sides provide 50 
cubic feet for food, supplies, and camping 
or sporting equipment. Stoves, clothes, 
fishing rods, and guns can be stored here, 
it is said. When folded, the Nimrod is 40 
inches high, providing full rear view vision 
when driving. Attached by a hitch to an 
avtomobile’s rear bumper, this camper ex- 
erts 50 pounds weight, it is claimed. Roller 
bearing wheels and leaf springs also ease 
the pulling load with minimum sway. 





FRAME LIFT—A single-post lift with 
swivel arms, said to be capable of lifting 
all types of cars, both American and im- 
ported, and all makes and models of pick- 
up trucks, has been introduced by Weaver 
Mfg. Co., Springfield, Ill. The Weaver Lift 
consists of a hydraulically raised column 
with four adjustable, swinging arms. Made 
of steel, the arms are reinforced for extra 
strength. Each arm is equipped with a 
removable adapter to provide four dif- 
ferent height positions. Design of the arms 
ond adapters assures a large, non-slip con- 
tact area for all lifting operations, it is 
claimed. 



























GAS CAPS—Stant Mfg. Co., Inc., Con- 
nersville, Ind., has announced a small-car 
gas cap series. Illustrated above left is 
gas cap representation: G-26 for '57-'60 
Chrysler Corp. station wagons; G-24 for 
'53-'60 Ramblers, '56-'60 Ambassadors, 
*59-'60 Lark station wagons, ‘60 Falcons; 
G-27 for ‘60 Valiants. At right is repre- 
sented locking gas caps: G-84, G-83, G-85, 
respectively, for the cars served by G-26, 
G-24, G-27 gas caps. 

* * «* 








PORTABLE TURNTABLE—Pepco Engineer- 
ing Products Corp., 162nd and Vincennes, 
Harvey 1, Ill., has introduced a portable 
automobile turntable. Cross arms are said 
to fit any tread or wheelbase. Slightest 
obstruction is said to stop rotation. The 
turntable's weight capacity is said to be 
5,150 pounds. 





PITMAN ARM PULLER—Fast removal of 
pitman arms is said to be possible with 


Sealed solvent solution. 


engaging automotive hoist embodies re- 
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from West Germany, according to 
UHU Products Corp., 820 Green- 
wich St., New York 14, N. Y. UHU- 
Hart is used for wood, balsa and 
other nonresilient and nonporous 
surfaces, and UHU-Plast is used 
for plastics and polyesterol, the 
firm said. 





TUNE-UP EQUIPMENT—The addition of 
model CBS, charging-battery-starter tester 
to its line of tune-up test equipment, has 
been announced by Simpson Electric Co., 
5200-18 W. Kinzie St., Chicago 44, Ill. The 
manufacturer claims it is the only single 
tester available that can service all six, 
12, 24, and 32-volt AC-DC high/low out- 
put charging-battery-starter systems. This 
tester features Simpson's Auto-Ranger 
meter that is said to make automotive 
testing simple and positive. Just turning 
the selector to the desired test automatic- 
ally sets up the correct circuitry and brings 
the proper scale to the meter window. 
The meter then indicates whether the cir- 
cuit or unit under test is good or not up 
to specifications, it is claimed. 

# 





PARTS CLEANING KIT—To supplement 
its line of practical cleaning containers, 
Gunk Laboratories, Inc., 630 N. Harlem 
Ave., River Forest, lil., has announced a 
1¥% gallon Hydro-Seal bench kit. It is re- 
ported to be an ideal size for cleaning 
smaller single-barrel carburetors now used 
on compact cars, fuel injector nozzles and 
hydraulic valve lifters. It is in addition to 
the three and 6-gallon bench kits which 
have been available for shop use. Each 
Gunk kit comes with a parts basket which 
is used to immerse parts into the Hydro- 

























HOIST—Globe's FN-10 model frame- 





TRAILERS—Carry-All Trailers, Inc., Island 
Rd. and Eastwick Ave., Philadelphia 42, 





LIGHT CORD REEL—A light cord reel 
designed for use with Aro lube reels and 
@ electric driveway signal have been added 
to the automotive line manufactured by 
Aro Equipment Corp., Bryan, O. The light 
cord reel will fit any existing Aro reel 
bank housing (as illustrated in photo) and 
may be ordered with new reel installations. 
An automatic ree! latch holds the 30-foot 
cord at any desired height. Claimed by 
Aro to signal the instant a car enters the 
service bay area, the Aro “Hi-Tone"’ elec- 
tric driveway signal uses electricity only 
when ringing, and will not continue to ring 
if car wheels should stop on hose. All parts 
and a control switch are enclosed by bell 
on a 614x6-inch panel. The unit works with 
up to 300 feet of hose, has an adjustable 
tone control to meet station needs, and 
Operates on regular 110 volt AC electrical 
current. 


& 





POWER BRAKE UNIT—MoPar division, 
Chrysler Motors Corp., P. O. Box 1718, 
Detroit 31, Mich., has announced a power 
brake unit for field installation on the 
Valiant. The unit is designed for installa- 
tion on the left side of the firewall, which 
does not interfere with engine mainten- 
ance. Vacuum lines can be fastened to the 
intake manifold and vacuum tank, as all 
tubing is flared and cut to length for fast 
installation. The original master cylinder 
assembly on the car can be mounted on 
the booster assembly with minimum effort, 
it is said. A step-by-step installation in- 
struction sheet accompanies each power 
brake package, port No. 2075 007. 


Heavy-Duty Brake Fluid 


C. E. Niehoff & Co., 4925 W. Law- 
rence Ave., Chicago, Ill., has an- 
nounced two types of heavy-duty 
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COOLING SYSTEM TESTER—The Univer- 
sal pressure cap and cooling system tester, 
designed to check all popular pressure 
caps without adapters, has been announc- 
ed by Truckstell Mfg. Co., 3490 West 160th 
St., Cleveland 11, O. It is said to permit 
test-check of all component parts of mod- 
ern pressurized cooling system under man- 
ufacturer-recommended pressure. 

.. ce 


Scale Model Volkswagen 


Built from Factory Plans 


An eight-inch scale replica of the 
1960 Volkswagen sunroof sedan has 
been introduced by Pyro Plastics 
Corp., Pyro Park, Union, N. J. 

The model comes in kit form and 
is designed from factory plans, the 
firm said. A battery-powered model 


is also available. 
> + * 





TIRES—A line of car tires, made with 
Tyrex viscose cord, has been announced 
by McCreary Tire & Rubber Co., Indiana, 
Pa. 





the model 439 puller manufactured by 
Food Machinery & 
Lansing 4, Mich. The 
late model 
Buicks, Cadillacs, Chevrolets, most Chrsyler 
Olds- 
The tool is a 
Cadaloy, heat-treated casting and has a 
strength and 
durability. It provides a ball bearing con- 
tact at the end of the sector shaft to elimi- 


John Bean Division, 
Chemical Corp., 
puller can be used on all 


makes, Fords, Lincolns, Mercurys, 
mobiles and Studebakers. 


steel screw for maximum 


nate burring of threads, it is said. 


LIFT—Versatility and under-car accessi- 
bility are said to be the key features in 
the two-plunger frame pickup lift, model 
FP-28H, announced by Rotary Lift Co., 
1054 Kansas St., Memphis 6, Tenn. The 
hydraulic mechanic's lift is designed and 
engineered for faster servicing of all types 
of automobiles in service shops, it is said. 
With no obstructing cross-member between 
the two separate swinging arm assemblies, 
wide-open accessibility extends from 
bumper to bumper, with transmission, drive 
shaft, and all other parts requiring me- 
chanical work exposed to easy reach, it is 
said. Versatility is made possible through 
a full range of possible adjustments, in- 
cluding pickup pads which rotate 360 de- 
grees and adjust to three heights, and 
arms which both pivot and telescope. 

ee >% 


UHU Glue Line Expanded 


Two glues with exclusive pin- 
point applicators have been added 
to the UHU glue products imported 









finements of superstructure design which pg. has introduced utility-luggage trailers 
is said to adapt it to all modern car han- designed and engineered for the small-car 
dling requirements. According to the man-| market. The Adventurer line is constructed 
vfacturer, this hoist “measures up" to the! of 16 gauge steel welded to the frame for 
underside chassis contacting range of past/ ynitized construction. The trailers are 
and present car design, including foreign | equipped with stop lights with turn signals 
cars, sports cars, compact cars and the/ and canvas tops with two access zippers. 
full roster of American automobiles. Long ee 


reach, full-swiveling arms are supported 
AF | 


on the H-frame superstructure of this hoist 
_ 














by wide-area, easy-sliding sleeves. A 
three-position adapter pad is mounted on 
the end of each arm. This pad, too, swivels 
through a 90 degree arc. Globe's FN-10 
model, with a lifting capacity of 8,000 
pounds, is available in either semi-hydrau- 
lic or full hydraulic design. 
: £° 8 


Carter Line Expanded 


More than 70 models are included 
in the expanded Zip Fit line of re- 
placement carburetors produced by 
Carter Carburetor Division, ACF 
Industries, Inc., 2840 N. Spring Ave., 
St. Louis, Mo. 
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MUFFLER GUN—The AP Pneumatic Muf- 
fler Gun, available to its dealers from AP 
Parts Corp., Toledo 1, O., comes with an 
inside-cut chisel, a cut-off chisel, and an 
outside-cut chisel. The unit is designed for 
muffler work. Classified as a heavy service 
gun, it is available from AP wholesalers, 
free with the purchase of five AP mufflers 
in the AP Profit Fok. 















DISPATCHER NUMERALS — Disposable 
dispatcher numerals has been announced 
by Reynolds & Reynolds Co., Celina, O. 
The 5% by 7',-inch cards with key tag 
and claim check are said to provide an 
efficient means of identifying and dis- 
patching cars through the service depart- 
ment. The card is attached to the rear 
view mirror or other desired location on 
the car, Red side of card showing means 
‘work not yet completed.’ Green side 
showing means ‘car is ready.’ Available in 
sets of 10 pads, 100 cards per pad. Set 
includes numbers 0 to 999 in proper se- 
quence. 


POWER LIFT—The Mondak Power Lift 
can be installed in any half to one-ton 
pickup truck. Four bolts through the frame 
of the truck secure the hoist, without weld- 
ing or other alterations. Power is supplied 
by the truck battery—no power take-off is 
required, it is said. When not in use, the 
unit folds into its own steel box, taking up 
6% inches of the bed. Mondak Products 
Co., 5758 W. Armitage Ave., Chicago 39, 
Hl. 
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Lloyd Distributorship Formed .. . 


Import-Car News Notes 





Lloyd 

RABELLA MOTORS CORP., 

5069 Broadway, New York, has 
been appointed importer and distri- 
putor of Lloyd for New Jersey, 
New York, Pennsylvania, Delaware, 
Maryland and the District of Co- 
lumbia. 

Officers are: President, Kurt Lie- 
pold; executive vice-president and 
treasurer, Fred F. Sessler; vice- 
president and secretary, Henry 
Pinkwater; vice-president, Joseph 
Weinstock; sales manager, Robert 
N. Harms; business manager, Ben- 
nett Fass, and parts manager, Hel- 
mut F. Heckmann. 

* * aa 


Skoda 


MSKO DISTRIBUTORS, INC., 

5069 Broadway, New York, has 
been appointed importer and distri- 
butor for Skoda in the Eastern 
U. S. instead of the nine states it 
previously represented. 

Officers are: President, Fred F. 
Sessler; executive vic e-president, 
Henry Pinkwater; vice-president 
and secretary, Kurt Liepold; vice- 
president, Joseph Weinstock; sales 
manager, Robert N, Harms; busi- 
ness Manager, Bennett Fass; tech- 
nical manager, Steve Saltzer, and 
parts manager, Elhia Kotishian. 

Friend Reiss handles advertising. 

* * * 


Renault 


 yremenyy BOSQUET has been 
elected president of Renault, 
Inc., American importing and mar- 
keting subsidiary of Renault of 
France. 

Bosquet, a management associate 
of Renault of France and an au- 
thority in the field of international 
trade, succeeds Pierre Meilhan, who 
retired from the post because of 
other duties relating to his respon- 
sibilities as head of the financial 
and legal departments of Renault 
of France. 

. om * 
Jaguar 
WO executive vice-presidents 
have been named by Jaguar 
Cars, Inc., U. S. subsidiary of Jag- 
uar Cars Ltd., Coventry, England. 

C. Gordon Benett, who will be- 
come executive sales vice-president, 
will be in charge of the sales ac- 
tivities of Jaguar in North America. 

R. Graham Reid will become ex- 
ecutive service vice-president. 
Reid’s duties will include responsi- 
bility for the company’s spare parts 
depot, in Long Island City, N. Y., 
staffed by 40 employes, where a 
stock of $1,500,000 worth of spare 
parts is maintained. He will also 
direct training programs for Jaguar 
mechanics. 

William J. Mazza, company treas- 
urer, will assume the additional 
duties of secretary. 

+” + * 


Daimler-Benz 


[)AMLER-BENZ has _ reported 

that production of cars and 
commercial vehicles in 1959 totalled 
about 171,000 units, an increase of 
9 percent over the 156,691 built in 
1958. 

Car production was up 9,000 units 
in the last year and commercial 
vehicles 5,200, a company spokes- 
man said. 

Total sales in 1959 showed an in- 
crease of 14 percent over the pre- 
vious year, he continued. Home 
Sales were up 22 percent, export 
Sales by about 5 percent, he added, 
and export sales accounted for 
More than 41 percent of the total 
Sales figure. 

+ oa >» 


Renault 
(THE Renault Dauphine has been 
named the official car for the 
1960 winter Olympic games, Feb. 
18-28 at Squaw Valley, Calif. Seven- 
ty-five Dauphines and 10 Peugeot 
station wagons will be furnished to 
transport officials and contestants 
around the 2,000-acre area in which 
the games are being staged. 
+ + * 


Rover 


OVER MOTOR CO. of North 
America, Ltd., reported 1959 
Was the best sales year for the 
nd-Rover since these vehicles 
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were first introduced into the North 
American market more than 11 
years ago. Sales in Canada alone 
were up 14 percent over 1956—the 
best previous year. 

oe +. + 


Goliath 


B. CONDITT MOTOR CoO., 

© 1117 N. Main St., Fort Worth, 

has been named Goliath 1100 dis- 

tributor for Texas and Oklahoma. 
* * * 


Chicago Imports 


—— that foreign-auto ship- 

ments will be diverted to ports 
other than Chicago have been dis- 
pelled by statements from Midwest 
importers that the bulk of their 
incoming cars will be unloaded in 
Chicago despite the “inexpertness” 
of dock workers. 

Most British Motor Corp. cars 
destined for the Midwest will be 
unloaded in Chicago and channel- 
led through S. H. Arnolt, Inc., 
distributor for six Midwest states, 


a spokesman said. Arnolt has 
been importing cars through Chi- 
cago’s port for the past decade 
and said damage has never been 
worth “causing a ruckus.” 

Chicago importers pointed out 
that shipping through the waterway 
reduces transportation costs by $30 
per car. 

Oliver Schmidt, secretary-t reas- 
urer of Import Motors of Chicago, 
Inc., Volkswagen distributor for six 
midwest states, said the number of 
German cars unloaded in Chicago 
in 1960 should be nine times the ’59 
totals, possibly 10,000 cars. 

While most Chicago importers 
feel that the city’s longshoremen 
have not yet learned the care and 
efficiency of East Coast dock work- 
rs, they said damage to autos can- 
not be wholly attributed to them. 

Of 978 cars unloaded from three 
ships in Chicago in September, 318 
were damaged and the average 
damage was $5.71 each. At Balti- 
more, average damage per car was 
said to be $3.67 for 196 out of 608 
units unloaded from three ships. 

Schmidt said he feels that the 
slightly higher damage at Chicago 
can be attributed partly to the 


“cargo-type merchant ships coming 





Pontiac Cites Holmes— 


L. H. Holmes, left, Pontiac Southern re- 
gional manager, receives the company's 
traditional watch award for 25 years of 
service. Making the presentation is E. R. 
Pettengill, assistant general sales manager, 
Eastern areas. 


through the St. Lawrence Water- 
way. Ships from Europe docking at 
the East Coast are especially de- 
signed for carrying cars, he added. 
Then too, he continued, lake car- 


35 


distance, often through difficult 


passages before unloading. 
+ * * 


Volvo 


UTO IMPORTS (Swedish), Ltd., 

Toronto, Canadian distributor 
of Volvo, has named Derek M. 
Gunderson managing director and 
executive vice-president. 

Egon von Greyerz, former execu- 
tive vice-president, has returned to 
Sweden. 

Gunderson, a Vancouver business 
executive, will also function as a 
director for Auto Imports. 


Datsun 


ISSAN MOTORS CO., LTD., 

manufacturer of the Datsun 
truck and auto, has announced that 
more emphasis will be placed on 
car output this year. In the past 
two-thirds of production was de- 
voted to commercial vehicles, 

A spokesman for the Japanese 
firm said the change in policy was 
due to a greater interest in autos 
in Japan and “extremely favorable 
export prospects for Datsun cars.” 

He added that between April and 
September last year, the company 
produced 38,728 cars. This was 
an increase of 24 percent over 
the previous six-month period, he 


riers must journey a much longer added. 





Dealers who pour 


the amazing 
purple motor oil 
_ MAKE MONEY! 


oe 





WHY SHOULD YOU FEATURE this one oil? Because its 
, performance and customer acceptance are as unique as its color. 
‘Royal Triton prolongs trouble-free engine life for 
thousands of extra miles . . . protects through the whole 
range of summer and winter temperatures. 
There is no automotive product on the market 
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| 
New-car dealers throughout the nation are } 
building their profits with Royal Triton. 
Discover how you can make money with | 
the amazing purple motor oil. Just fill 
in and mail this coupon... right away. | 
| 
| 
! 
| 
| 
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ROYAL TRITON 


Made by Union Oil Company of California 


I like money. Tell me how I can make 
some with Royal Triton. 

Union Oil Company, Box 5306 

Philadelphia 42, Pennsylvania 

DEALER’S NAME 


ADDRESS a 





Cae AeA ee 


Individual to contact_______ ees Eames ante 





Across the Nation... 
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Auto Dealer Changes 


DEFIANCE, O. — Walter H. 
Young sr., an associate of Toledo 
Mack Sales, has purchased a build- 
ing here that formerly housed 
George Briggs Motor Sales and the 
Valentine Garage. Young said he 
plans to open a Mack outlet in the 
building. 

a * * 
Williams Opens Deal 

CORPUS CHRISTI, Tex.—Frank 
Williams has been assigned the 
Studebaker Lark, Jaguar, Morris 
Minor and Rolls-Royce franchises 
formerly held by Ed Hoffman Mo- 
tors. He has opened in temporary 
quarters at 822 E. Water St, as 
Williams Motor Co. 


* * * 


Friar Volkswagen Deal 


Opens in Rocky Mount, N. C. 

ROCKY MOUNT, N. C—A new 
firm, J. C. Friar Motors, Inc., at 
945 North Church St., hag opened 
for business as dealer for Volks- 


wagen, 
Owner is J. Chase Friar, who 
been in the automobile busi- 
for 26 years, For 21 years he 
affiliated with Allan Mims 


has 
ness 
was 
here. 


* * 


Stephens Takes Chevrolet 


And Sells Import Deal 


NEW ORLEANS. — John P. 
who operates Gimma 
Buick Co. and Gimma Imported 
Cars, Biloxi, Miss., has purchased 
Stephens Imported Cars, 2226 
Canal. The name of the firm will 
be changed to Gimma Imports. The 
local dealership handles Jaguar, 
Rolls-Royce, Austin-Healey, Hi11- 
man, Sunbeam, Morris, MG, Bent- 
ley and Austin. 

McDonald Stephens is severing 
his association with foreign cars 
to devote his full time to his newly 
acquired Chevrolet dealership, 
Stephens Chevrolet, Inc., 840 Car- 
ondelet. Stephens formerly had a 
Buick franchise. 

* * a 


Waco Expands Again 


MIAMI—Waco International 
Salon has begun construction of 
another showroom which will 
bring the firm’s total area to 
more than 300,000 square feet. 
Waco completed another expan- 
sion program last February. The 
firm handles Jaguar, MG, Austin- 
Healey, Morris, Sunbeam, Hill- 
man, Mercedes-Benz and Rolls- 
Royce. 


* * * 


Vickers-Barton to Move 


HOUSTON.—Vickers-Barton, Inc. 
(Rambler) will lease a dealership 
building being constructed by Bar- 
ton Investments, Inc., in the 3500 
block of Old Spanish Trail. 

ca * * 


Wynn VW Opens 


PADUCAH, Ky.—Wynn Sales & 
Service, Inc. (Volkswagen), has 
opened at 1049 Kentucky Ave. A, O. 
Wynn is president. 

of * 
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Lou Grubb Olds Opens 


COLORADO SPRINGS.—Lou 
Grubb Oldsmobile has opened in 
a five-building layout at Colorado 
Ave. and Weber St. here. It is a 
Motors Holding dealership. The 
advertising announcement of the 
opening stated the dealership’s 
policies, including a note that 
new-car customers may select the 
source of their financing from 
General Motors Acceptance Corp., 
General Credit Corp. credit 
unions and banks. 

a 


* *x 


Datsun Adds 12 Dealers 


In East and South 


FOREST HILLS, N. Y.— Luby 
Datsun Distributors, Ltd. has an- 
nounced addition of the following 
dealers: 

Marvel Motors, Inc., New Bed- 
ford, Mass.; Hillside Willys Sales 
and Service, Inc., Hillside, N. J.; 
Rosslyn Auto Body Co., Inc., Ross- 
lyn, Va.; Magic Motors, Struthers, 
O.; Axt and Swanson, Spring Val- 
ley, N. Y.; Bunker Hill, Lakeland, 
Fla.; Estill’s Auto Sales, Salem, 
Va.; Jolley’'s Auto Exchange, 
Stroudsburg, Pa.; A. and D. Sales 
& Service, Florida City, Fla; 
Hardy Motor Co., Inc., Worcester, 


Mass.; Colgin Auto Service, Chest- 
er, Va., and Madison Auto Sales, 
Mt. Holly, N. J. 

* 


* * 


Olofson Buys Saunders 


ST. PAUL.—Richard Olofson, 
president of Olofson Motors, St. 
Paul, has purchased Saunders Im- 
ports, 17516 Minnetonka Blvd., Min- 
neapolis. The former Saunders 
franchise also will be known as 
Olofson Motors with Larry Saun- 
ders serving as general manager. 
The dealership will handle Jaguar, 
Volvo and Saab. 

+ * + 
Seven More in Four States 


Are Named BMC Dealers 


NEW YORK.—Seven more deal- 
ers have been appointed by Hambro 
Automotive Corp., British Motor 
Corp. concessionnaire in the U. S. 
They are: 

National Garage, 1 Main S&t., 
Jackson, Calif.; Eureka Motors, 
Inc., 185 W. Seventh St., Eureka, 


Calif.; Hollister Tractor & Equip- 
ment Co., San Feline Rd., Hollister, 
Calif.; Kansas City Austin, Inc., 
6520 Troost Ave., Kansas City; 
Motorsport, Inc., 125 Lincoln High- 
way, Fairless Hills, Pa.; Cannon 
Motors, RD 2, Fleetwood, Pa., and 
Hancock Buick Co., 1750 Laurel St., 
Columbia, S. C. 

ke 


x * 


Boats for Ballard 


LOUISVILLE. — Breaux Ballard 
Co. (Buick), Second and Broadway, 
has established a marine division, 
which will handle the new Buehler 
Turbocraft boats. 

+ * + 


Purdie Building New Home 


SHARON, Pa.—Purdie Chevrolet 
has started construction on a $200,- 
000 building on a 1%-acre plot. The 
building will be of cement block 
with a stone and glass front. 

* * * 


14 Appointed by Renault 


In Mid-Atlantic States 


NEW YORK.—Fourteen Renault 
dealers have been appointed in New 
York, New Jersey, Pennsylvania 
and Maryland. They are: 

Main Motors Co., Passaic, N. J.; 
A. J. Orbach Co., Inc., Plainfield, 
N. J.; Finger Lakes Motors, Inc., 
Auburn, N. Y.; Ed Simon, Inc., 


Dealer Anniversary— 


Congratulations were in order when 
T. A. Williams, right, Northern State Chev- 
rolet Co., Inc., Greensboro, N. C., complet- 
ed 25 years as a dealer. Above Williams 
receives handshake and “Twenty-Five Year 
Plaque” from C. E. Olsen, Chevrolet Char- 
lotte zone manager. 


Tonawanda, N. Y.; Gardner Motors, 
Inc., Binghamton, N, Y.; Ideal Mo- 
tors, Inc. Toms River, N. J.; 
La Beur’s, Inc., Dover, N. J.; An- 
drea Motors, Inc., Syracuse, N. Y.; 
Lou Block Motors, Inc., Philadel- 
phia; Alan Auto Sales, Inc., Camp 
Hill, Pa; C & G Import Div., 
Emmaus, Pa.; Westmoreland Car 


= 


Co., Greensburg, Pa.; United Auto 
Sales, Wheaton, Md., and Standard 
Imports, Hyattsville, Md. 


* * * 


Jumbo Motor to Expand 


SPRINGDALE, Ark.—Jumbo 
Motor Co. has completed plans for 
a new parts building containing 
4,000 square feet of floor space. It 
will have concrete floors and walls, 

* * + 
Allard Sells to Marcotte 

AUBURN, Me.—Allard Chevrolet 
Co. has been sold by William J. 
Allard to Roland L. Marcotte, pres- 
ident of Marcotte Chevrolet, Inc. 


Allard is retiring. 
+ * * 


Chevrolet for Olivier 
MORGAN CITY, La.—Olivier 
Chevrolet Co, has opened on 
Brashear Ave. Robert Olivier is 
president, and J. J. Olivier is 
vice-president and general man- 


ager. 
* * * 


VW Exclusive in Dallas 
DALLAS.—Economy Cars of Dal- 
las, a Volkswagen exclusive, has 
been opened at 232 N. Marsalis, by 
Cc. K. Davis. Richard K. Zello is 
general manager. Permanent quar- 
ters will be built at 5333 Lemmon. 


Dake 


LEE NATIONAL ADVERTISING IS SELLING 14,000,000 PEOPLE FROM COAST | 
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What's New... 





FTC Slaps Parts Firm 


With Price-Fix Charge 


WASHINGTON.—Northeast Cap- 
ital Corp., 375 Park Ave., New York 






named treasurer. 
* * 


* 















let City, has unlawfully charged com- Accessory-Parts Show 
a peting customers different prices! 1o3 ANGELES.—T he National 
ad and conspired to fix resale Sas Auto Accessory and Parts Exhibit 
; for automotive safety Aygo is scheduled for Sept. 12-15 in Las 
supplies manufactures, the Fed-| Vegas, Nev. Additional information 
‘ is available from Sam Solitare, 
At Autolite Demonstration— a gel emomong . Northeast| Melrose Ave., Los Angeles 46, Calif. 
er More than 300 service managers, fleet maintenance managers, independent shop omen eae’ cae its a) Vee 
mn owners and service station operators attended a meeting of the Automotive Service seducte both of 19 Elm St.. Cin- Mohnen to Handle DuMont 
is Assn. of Philadelphia at which Electric Autolite demonstrated its transistorized ignition aieaaats K-D Lem» Co. and Vehicle CLIFTON, N. J.—Charles Moh- 
is system. Top row, from left, are Don Daly, sales manager, Durham Co., New York; Product Co P . acon & Os. "has been appointed 
n- R. H. Erny, ASAP treasurer; Paul Atwell, chief engineer, spark plug division; George E. ” ae oa sales representative for the auto- 
Spaulding, research director; R. A. Harp, president, Auto Equipment & Service Co.; . smment products of 
roe Murray (Ford) ASAP president; Frank Carr, general manager, Camden Storage Glass Gr oup Elects ; ee eee P ratories, 
Battery Co., Camden, N. J.; R. M. Burch, sales director; William F. Connolly, generall MINNEAPOLIS.—M. S. Weiner, io. for Northern Sar eau ont 
sales manager, and Julia Driscoll, ASAP recording secretary. Bottom row: Frank Macy,| Of Larry’s Auto Glass, St. Paul, has Rockland County in New York. 
al- Durham educational director; Jack Montgomery, technical writer; F. S. Stead, general| been named president of the North- s Se 


west Auto Glass Dealers Assn. for 
1960, succeeding Russ Baumgardner, 
of Harmon Glass Co., Minneapolis. 
Elected to a second term as vice- 


service manager; R. W. Higgins, assistant general sales manager; J. A. McCuen Ill, 
secretary, Auto Equipment & Service Co.; R. A. Olson, O. E. M. account manager; 
George Seidman, research manager; John Heron, ASAP producer of highlights, and 
John W. Lingle, merchandising manager, spark plug division. 


DUAL ACTION 


Tracey Expands 


PORTLAND, Ore.—Tracey & Co., 
pioneer distributor of automotive 








iN iy LEE FILTER DUAL-ACTION ASSURES 
GREATER CLEANING ACTION 


First, with Feridium Anode, the Lee Resinweld Oil Filter 
removes all sludge and acids, too . . . assuring finer en- 
gine performance. Lee Gas Filters remove both sludge 
and water. The Lee flame-proof air filter prevents under- 
hood fires. That’s why Lee is fast becoming the first 
name in filters all over the country. Lee is making’ more 
customers every day . . . and Lee holds them for you, 
too, with unparalleled performance records. 







LEE FILTER GIVES THE DEALER AN 
EXTRA MARGIN OF RICH PROFITS 





More new car dealers are changing to Lee Filters than any other 
brand...because Lee means quality. And Lee offers the dealer 
an extra margin of profit on a unique line of filters designed for 
every make and model car. ASK YOUR EXPEDITER DIS- 
TRIBUTOR FOR DETAILS OR WRITE DIRECTLY TO 
LEE FILTER CORPORATION. 


LEE NATIONAL ADVERTISING IS SELLING 14,000,000 PEOPLE FROM COAST 





TO COAST IN SUNDAY SUPPLEMENTS COVERING 27 MAJOR MARKETS! 








In Parts and Accessory Distribution 








president was Martin Finne, Acme| parts here, has leased new head- 
Auto Radiator & Glass Co. George 
Kiycheff, Island Auto Glass Co., was 


quarters at N.W. Ninth Ave. and 
Glisan in a major expansion move. 
* * * 


Snap-on Forms 
New Sales Setup 


KENOSHA, Wis.—A new sales 
organization has been formed by 
Snap-on Tools Corp. to operate in 
the area of automotive, mechanical 
and electronic equipment. 

It will be headed by Irving John- 
son, newly appointed as national 
equipment sales manager. He has 
been with the firm since 1934. 

Johnson’s organization will con- 
sist of factory-trained men special- 
ly chosen and schooled to operate 
and instruct in the operation of 
Snap-on equipment. Salesmen will 
work in all areas of the U. S. in the 
sales of and operational training on 
mechanical and electronic equip 
ment, 


Motor Wheel Sees 
New Record for 


Centrifuse Sales 


LANSING. — Members of Motor 
Wheel Corp.’s distributor advisory 
committee were told at a meeting 
here that the 1960 sales of the 
firm’s Centrifuse truck brake 
drums would exceed the record 
high volume which the distributors 
helped set in 1959. 

In lauding the distributors, Carl 
F. Schultz, director of the wheel 
equipment manufacturer’s sales, 
said that Motor Wheel’s 1959 Cen- 
trifuse truck brake drum sales vol- 
ume was 100 percent over the 1958 
volume. 

For 1960, Schultz forecast a 25 
percent increase in Centrifuse 
replacement part sales, a 20 percent 
increase in sales to truck manu- 
facturers and a 30 percent increase 
to truck-trailer manufacturers, 

Motor Wheel’s distributor advis- 
ory committee, to whom Schultz 
spoke, meets twice a year at the 
firm’s headquarters in Lansing, 
Mich. It was established in 1959 to 
give representatives of its distribu- 
tor organization an opportunity to 
discuss mutual problems and new 
developments with Motor Wheel 
management, 





* * a 

Thompson Joins Clayton 

ST. LOUIS.—V. F. Thompson has 
become associated with Clayton 
Enterprises, Inc., and will handle 
sales of several product lines of 
companies which have recently ap- 
pointed Clayton Enterprises as 


their sales representatives. 
. * x 


3 Glass Distributors Named 


DETROIT.—Three distributors 
for Shat-R-Proof automotive safety 
glass have been appointed. They 
are Ann Arbor Auto Parts Co., Inc., 
Ann Arbor, Mich.; Holston Auto 
Supply, Inc., Kingsport, Tenn., and 
Pennsylvania Rubber & Supply Co., 
Erie, Pa. 


* * * 


Beard & Stone Dedicates 


$500,000 Houston Building 


HOUSTON.—Beard & Stone 
Electric Co. has formally dedicated 
its new $500,000 building on a 2%- 
acre site alongside Houston’s Gulf 
Freeway. 

A major part of the glass-and- 
brick structure has been reserved 
for warehouse use to provide for 
the continually growing automotive 
stock list, said Sam Suravitz, presi- 
dent of the firm. 


* * 


Carolina Rim Ups Buchanan 


CHARLOTTE, N. C. — Carolina 
Rim & Wheel Co., automotive parts 
distributors, has appointed H. D. 
Buchanan sales manager. He was 
formerly branch manager at Win- 
ston-Salem. 


* + * 


New Wheels Warehouse 


NEW YORK.—John F. Creamer, 
president of Wheels, Inc., announc- 
ed plans for a new warehouse on 
the Nassau-Suffolk line on Long 
Island at Farmingdale. 
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Highways & Safety... 
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Pace Is Stepped Up 


At AASHO 


The AASHO Road Test has begun 
an accelerated traffic operation at 
Ottawa, Ill, at the request of the 
American Assn. of State Highway 
Officials. 

The number of vehicles in the 
test of highway pavements and 
bridges is being increased by 
about 65 percent, and operations 
are being stepped up from six to 
seven days a week, an AASHO 
spokesman said. 

Project officials said the move 
Was prompted by the sponsor’s de- 
sire to obtain as many axle-load 
applications as possible on the test 


Road Test 


design are being tested under con- 
trolled truck traffic. 

The test began in the fall of 
1958 with a fleet of 70 commer- 
cial trucks and tractor-semitrail- 
er vehicles. Eight tractor units 
were added last summer. At pres- 
ent, 48 additional vehicles are 
being put into service, bringing 
the fleet to 118.complete truck or 
tractor-semitrailer vehicles plus 
eight spare tractor units. 

The special-driver unit of the 
U. S. Army Transportation Corps 
will continue to support the test 
operation, and there will be no 





: pavements and bridges before traf- 
i fic is halted next summer. 
The road test is being directed by 
R the Highway Research Board of 
{ the National Academy of Sciences 
: — National Research Council, and 
financed by the states, Federal 
government and industry. Pave- 
ments and bridge spans of varied 


Caprolan Output Up 
NEW YORK. — Plans to triple 
Allied Chemical’s production of 
Golden Caprolan nylon-6 yarn for 
automobile tires were announced 
by Kerby H. Fisk, chief executive 
officer. 














change in the daily operation pat- 
tern of two driving shifts covering 
about 18% hours, the AASHO 
spokesman said. The 5%-hour daily 
“break” is needed, he added, for 
pavement and vehicle maintenance 
as well as certain research studies. 

A tentative schedule calls for 
test-traffic operation to halt next 
July 1. This will be followed by an 
estimated three months of special 
post-traffic tests which will include 
operating certain types of military 
vehicles on the test pavements and| y 
bridges. 










DRIVE RIGHT 
$O MORE PEOPLE 
WILL BE LEFT/ 












Reflective Soaks VitCe 
Found to Aid ‘ 
Flow of Traffic 


Colored roads, long a subject o 
testing and speculation, emerged 
as a practical possibility at a meet- 
ing of the Highway Research 
Board in Washington. 
Color-coated, reflective road sur- 
faces which perform a guidance 
function around the clock were 
found to facilitate traffic flow by 
increasing drivers’ discernment of 
interchange ramps in a test con- 
ducted by the Minnesota Highway 





This sign was once located on 
Highway 50 near St. Louis. 





Department and Minnesota Mining 
& Mfg. Co. 

The results of this test, which in- 
volved a _ revolutionary reflective 
treatment of a typical interchange, 
were reported to the night visibility 
committee in two separate papers: 
One written by J, E. P. Darrell, 
Minnesota Department of High- 








PROBLEM: 
THE ENGINE 


Pw A Ae 


New... and OLE 
Immediate Mn 


Once the engine is removed from the 

Corvair, WATCO Wheel Sets are quickly and 
; easily attached (two minutes) and the car is 
F mobile . . . ready for removal to out-of-the-way 
; storage. These all-steel wheels designed espe- 

cially for the Corvair contain a full ball-bearing 
P plus top-quality roller bearings and have a 
5 360° caster. 





Bolts to existing transit holes in less than 
two minutes. 





Supports the Corvair in its normal 
level position. ° 


| WATCO Wh 


RELOCATE THE CORVAIIR arter 





HAS BEEN REMOVED 


eel Sets! 


ONLY $79.5 0 


Your Shop Needs WATCO Wheel Sets For The 
Corvair Because They: 


e@ Facilitate safe shop movement. 

@ Support the Corvair in its normal level position. 

@ Provide even greater mobility than normally available 
with front steering. 


@ Eliminate the necessity of ‘ 
equipment, i.e., jacks, stands, etc. 


Meet all safety regulations. 


‘tying up” other valuable 


@ Will save labor, space and money. 


WATERVLIET 





ORDER TODAY! 
PHONE, WRITE OR WIRE 


TOOL CO., INC. 


ALBANY 4, N. Y. 















— 


ways, and Marvin D. Dunnette, 
University of Minnesota, the second 
by Joseph T. Fitzpatrick of 3M. 

During the seven-week test, 
driver reaction and behavior were 
studied under five separate condi- 
tions of illumination. Information 
was collected through electronic 
measuring devices and 1,133 driver 
interviews. 

Darrell and Dunnette reported 
driver comments reflected a recog- 
nition and appreciation of the new 
reflective treatment, and that the 
experimental guidance system is 
“highly accepted, easily followed 
and generally helpful.” 

This retro-reflective treatment in- 
cludes a unified color-coded system 





in which turnoffs and exit ramps ’ 


are marked with blue: blue reflec- 
tive signs, blue delineators and blue 
reflective coating of the pavement 
surface. On-ramps and points of 
merging traffic are defined by the 
standard color of caution: Yellow 
delineators and yellow reflective 
treatment. Through-lane delinea- 
tion is white with standard green 
background signs. 

These new markings “borrow” 
nighttime illumination from the 
headlights of approaching cars; 
they are designed as an economical 
supplement to existing traffic guid- 
ance devices, according to Fitz- 
patrick. 


* * 


|\Connecticut Seeks 


Reciprocity on 
Speeding Penalty 


Connecticut Motor Vehicles Com- 
missioner John J. Tynan is negoti- 
ating with the State of Massachu- 
setts for a reciprocity agreement 
among New England states on the 
matter of license suspension. 

Under the Tynan plan, each of 
the six states would agree to sus- 
pend the license of any of its mo- 
torists who runs afoul of the motor 
vehicle laws in another state and 
has his license suspended there. 

The Tynan move is directly tied 
in with Gov. Abraham Ribicoff’s 
program calling for an automatic 
30-day suspension of Connecticut 
driving privileges for anyone con- 
victed of speeding. 

While this is most effective as 
regards Connecticut-licensed driv- 
ers, it has not had much effect on 
out-of-state drivers who comprise 
some 44 percent of all speeding 
convictions on Connecticut’ high- 
ways. Home states of such drivers 
rarely honor the suspensions meted 
out by Connecticut — thus leaving 
an out-of-stater free to continue 
driving in his own state. 

Because a reciprocity agreement 
involving the some 10 Northeastern 
states is considered to be some time 
away, Tynan has decided to put 
his major efforts at this time on 
hammering out a New England 
agreement. 

Once that is obtained, he feels, 
such a program could be expanded 


to cover more states. 
4 ad * 


Connecticut Road Toll Cut 
For Fourth Straight Year ° 


The highway death toll dropped 
again in 1959 in Connecticut, the 
fourth consecutive year to show & 
decline since Gov. Abraham A. Ri- 
bicoff launched an _ antispeeding 
campaign in 1956. 

In 1959, highway accidents took 
244 lives, a decrease of eight from 
1958, according to State Police Com- 
missioner Leo J. Mulcahy. In 1955, 
the year prior to the start of the 
governor’s campaign, 324 were kill- 
ed in accidents, Mulcahy said. 





Dealer Bankston’s Award 


Hailed by Wolfram 


LANSING.—Selection of Dallas 
Oldsmobile dealer W. O. Bankston 
as winner of the Benjamin Frank- 
lin Quality Dealer Award was ac- 
claimed last week by Division 
General Manager J. F. Wolfram. 

“Mr. Bankston,” Wolfram said, 

“typifies the high caliber of the 
hundreds of Oldsmobile dealers 
throughout the nation whose high 
quality of business operation and 
record of citizenship and commu- 
nity service have won the respect 
of all who know them and are as- 
sociated with them.” 

Bankston was presented with 
the award—created by the Satur- 
day Evening Post—at last week's 
NADA convention. 
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Los Angeles 
TIMES 


More than 700,000 new automobiles will be sold Small wonder, then, that 82.5% of all new pas- 
in California this year, according to best forecasts. | senger car linage placed by local dealers is carried 


sof 





(Last year’s total: 600,000.) Lion’s share will go to 
Los Angeles County, where 42% of all California 
new Car sales are made. 

One newspaper, The Los Angeles Times, reaches 
more than half of all Los Angeles County new car 
buying families every Sunday—more than a third 
of all new car buying families every weekday.* 


*Source: Los Angeles Times Continuing Home Audit 


NATIONALLY REPRESENTED BY CRESMER AND WOODWARD, NEW YORK, 


in The Times. The Times delivers the largest week-~ 
day, Sunday and home-delivered circulation in 
western America to a quality audience unmatched 
in responsiveness and ability to buy. Sales of new 
passenger cars in Southern California begin on First 
Street in Los Angeles—home of... 


The Los Angeles Times 


CHICAGO, DETROIT, ATLANTA AND SAN FRANCISCO 
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AUTOMOTIVE NEWS, FEBRUARY 8, 1960 


Auto Personnel 





K. H. Zinsmaster has been pro- 
moted from general manager to 
vice-president and general man- 


ager of Aro Equipment of Canada, | 
Ltd. The firm is a subsidiary of| 
Aro Equipment Corp., Bryan, O., | 


maker of automotive and farm lube 
equipment, portable air tools, hoists 
and automation tools. 


production planning for Aro when 
he was named to the Canadian 
post in 1957. 


* * * 


GMAC Appoints Such 


Frank Such has been appointed 
branch manager of the General 
Motors Acceptance Corp. office in 
Pontiac, He formerly was branch 
manager in Muskegon, Mich. Such 
joined GMAC in 1949. 


® ok * 
Eclipse-Pioneer Promotes 
McCammon and Bevins 


Two top-level appointments at 
the Eclipse-Pioneer division, Ben- 


Zinsmaster | 
was Manager of procurement and | 








dix Aviation Corp., Teterboro, N. J., 
have been announced by R. P. 
Lansing, vice-president and group 
executive. 

Milo F, McCammon, formerly as- 
sistant general manager of the di- 
vision, was named general man- 
ager to succeed Roy H, Isaacs, 





| vice-president for Donaldson Co., 
Inc., St. Paul. The firm makes oil- 


bath and dry air cleaners and muf-| 
internal combustion en-| 


flers for 
gines, Greven, formerly production 
director, joined the company in 
1951. 


* * * 


|Tracy Named President 


Of Esso Standard 


Esso Standard Oil Co., New 
| York, has announced the election 
|of O, V. Tracy as president, suc- 
| ceeding William Naden, and Robert 


vice-presidents, and Taylor has 
been elected a member of the 
board of directors. 

Goeglein came to PF from Vic- 
toria Motors, Inc. (Ford-Lincoln), 
Santa Barbara, Calif., where he 
was vice-president and manager. 
Taylor is a former assistant gen- 


eral sales manager for Packard. 
* * * 


Wilson, Hill Promoted 


By Wagner Electric 


| Wagner Electric Corp., St. Louis, 
has changed the name of its auto- 


recently appointed government re-| H, Scholl as executive vice-presi- | motive parts division to parts and 


lations vice-president for the cor- 
poration, and James E. Bevins, 
engineering director, was named 
assistant general manager. 

*., * + 


Lucas Named to Head Sales 


For Ingersoll Products 


Blaz A. Lucas jr. has been elected 
sales vice-president of Ingersoll 
Products division of Borg-Warner 
Corp., Chicago. 

Lucas has been with the division 
since 1956, serving first as procure- 
ment director, then as factory man- 


ager and later as sales manager. 
* + + 


Donaldson Hikes Greven 


Otto Greven has been named to 
the new position of production 


| dent, succeeding E, Duer Reeves. 
Tracy has been an Esso Standard 

| director since 1954 and a vice-pres- 
| ident since 1956. Scholl has been an 
Esso vice-president and director 
| since 1954. 
| * * * 
| Gillett & Eaton Ups Howard 

R. W. Howard has been elected 
vice-president of Gillett & Eaton, 
| Inc., Lake City, Minn. 

* 


x + 
Goeglein, Taylor Get 


Pacific Finance Boosts 


M. L. Goeglein and Elliott Tay- 
lor have been advanced to new 
executive positions in Pacific 
Finance Corp. 

Both have been named senior 





| accessories division, and appointed 


| 





F. G. Wilson G. W. Hill 


Forrest G. Wilson as general man- 
ager of the division. 





Wilson will be responsible for the 
division’s overall operation, Prior 
to his appointment, he had been 
sales manager. Gotha W. Hill, for- 








Ty 
WITH THE 


Wlasking TAPE 


Want tape that always strips clean? With no paint build-up? 
With just the right amount of dead stretch? That takes 
curves and contours nice and easy? And does it every inch, 
every roll? Then get BEAR, the “trouble-free” tape. 


BEHR-MANNING CO. 
A DIVISION OF NORTON COMPANY (NORTOND 


BEHR-MANWING PRODUCTS: Coated Abrasives * Sharpening Stones * Pressure Sensitive Tapes * Floor Maintenance Products 


NORTON PROCUCTS: Abrasives * Grinding Wheels ~ 





TROY, N. Y. 


Machine Tools + Refractories Electro-Chemicals 


{n Canada: Behr-Manning (Canada) Ltd., Brantford. * For Export: Norton International, inc., Troy, New York, U.S.A 


BRAND 





mer Western sales manager, 
been appointed sales manager. 
od * * 


Caldwell Named to Head 


Northwestern Traffic Institute 


Bernard R. Caldwell has been 
appointed director of the Traffic 
Institute at Northwestern Univer. 
sity. 

One of the nation's foremost 
police administrators, Caldwell had 
been commissioner of the Califor- 
nia Highway Patrol until his re- 
tirement last March, He is a mem- 
ber of the institute’s 1937-38 class 
in traffic police administration. 

* o + 


3 Fleet Sales Managers 


Named by International 


Managers of fleet sales for Inter. 
national trucks have been named 
at three major cities with appoint- 
ment of R. A. Thornell, Chicago; 
H. J. McCullough, Boston, and 
D. H. Foley, Dallas. 

Thornell formerly was Chicago 
assistant district manager, and 
McCullough has held the position 
of assistant district manager in 
Boston for the last four years, 
Foley was assistant Dallas district 
sales manager. 

a: * 


Maxwell, Newell Promoted 


By International-Harvester 


Appointments of R. W. Maxwell 
as manager of: the Boston truck 
sales district, and R. M. Newell as 
the Richmond (Va.) district sales 
manager have been announced by 
the motor truck division, Interna- 
tional Harvester Co., Chicago. 

Maxwell, who formerly headed 
the Richmond office, succeeds T. E. 
Jenkins. Newell, formerly fleet 
sales supervisor for the company’s 
eastern region, has been with I-H 
for 23 years. 


nas 


* 


* * * 


Madigan Appointed 


J. R. Madigan has been appointed 
aa senior scientist at the Roy C. 
Ingersoll Research Center of Borg- 
Warner Corp., Chicago. 


* * + 
P-D-V Promotes Fraser 


In Sales Programming 


Frank Fraser jr., 35, has been 
promoted to manager of sales 
programming for Plymouth-De- 
Soto-Valiant. 

Fraser, who had been manager 
of volume planning in the divi- 
sion’s engineering department 
this past year, joined Chrysler 
Corp. in June, 1947. 


Burns Named Vice-President 
Of Van Norman Machine 


George P: Burns has been elected 
vice-president and sales manager- 
machine tools for 
Van Norman Ma- 
chine Co., Spring- 
field, Mass. 

With Van Nor- 
man for 20 years, 
Burns worked as 
a plant foreman, 
general foreman 
and assistant su- 
perintendent. He 
moved into the 
sales and service 
field when he was 
named service manager in 1952. 
Three years later be became north- 
eastern division manager, and most 
recently, sales manager-machine 
tools. 


G, P. Burns 


* 
Goodyear Promotes Three 


In Metal Products Division 


AKRON.—Three members of the 
metal products division of Good- 
year Tire & Rubber Co. have been 
promoted. They are: 

R. O, Bowersox, from special 
wheel-sales: representative to spe- 
cial sales representative in the De- 
troit area; L, R. Fields, from sales 
representative in the Bastern ter- 
ritory to succeed Bowersox, and 
R, A. Brainerd, from the production 
planning department to sales rep- 
resentative in the Eastern terri- 
tory. 


* * 


* * * 


FWD Names Moellinger 


FWD Corp., Clintonville, Wis. 
has consolidated its manufacturers’ 
sales and national fleet accounts 
departments. Heading the new de- 
partment is R. W. Moellinger, for- 
merly Western manager of FWD’'s 
defense and special projects. sec- 
tion. 
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timely, interesting, always useful—another extra service from Associates 


This is the first page of the latest issue of ‘Profit Pointers,’ a four-page letter that we 
cd , mail free to dealers all over the country. It’s mostly advice and comment (plus a few 
50; predictions) on the aspects of our business that we all think about a lot but never discuss 
much. Everybody tells us they like it, and we’d be glad to send you a copy. 
nd : One more offer: we’d also like to show you the Associates’ brand of financial service— 
in J fast, complete, and experienced—that has been so well received in the past. ‘Profit 


Pointers” and full details can be had from our local representative. Call him today. 


ASSOCIATES "een 
mR SOUTH BEND, INDIANA 


ASSOCIATES DISCOUNT CORPORATION + ASSOCIATES DISCOUNT (CANADA) LTD. * EMMCO INSURANCE COMPANY 
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NEW CAR SALESMANAGER — A CHECK-LIST OF RESPONSIBILITIES 
NO Ems > 
necasenen TO HAVE ENOUGH TIME! We are accused of working tters. 
Creati ly hard at the wrong things, neglecting important ma by the 
| aens ng a general state of self—confusion, tension — flyin€ 
Of our pants. ee crise ke 
Men who make say tha 
' a career of im i agement efficiency 2 
| co 11 detail a job, any sa omeki eat what it includes. on ia 
| ho S and pieces — it's often surprising how much easier the 
“ much less confusion there is in doing it! 
salesmanager 


Take New Car Sales Ma our 

nagement, for example. Does y Have 
know exactly what's onpacied of him? Of are you doing HIS job! 
you spelled it out beyond generalities? ee 


If you're interested, the Check-List on the following pages © 

helpful in detailing the job in a tenth of the time it would 

Ordinarily take. All you do is — ‘ 
y you operate 


Cross out items on this list that do not apply to the way to 
ad want to! BUT — don't eliminate responsibilities you'd, 12K, your 
urn over to, o : salesmanager. n 

r share with, a en iak of the job! 


Salesmanager while you're doing this 
ur own, 


After you've made deletions, perhaps so ae 

you'll have a tailor-made outline of the 

as you see it — for your dealership. es 
As a guide for peasuring 


: You'll find this kind of outline useful: ring @ 
qualifications of a present salesmanager or & yardstick for Sari 

: new one...in delegating additional authority to a sa es salesmanager 
; in splitting responsibilities between yourself and _ 
‘ ...88 a reminder to your salesmanager (or yourself) © 


responsibilities... de for 
e 
...it can be the basis for training a saloonanage TARE _ EX— 


letting the salesmanager know WHICH RESPONSIBILITI E 
CLUSIVELY, which are on a "CONSULT THE BOSS FIRST basis, WHICH AR 
TO BE HANDLED JOINTLY, which are YOURS! 
THE CHECK—LIST OF SALES RESPONSIBILITIES includes an of 
the duties of new car sales management in Seven Major Fiel oe 
Activity! Which ones are essential in your operation, who § 
handle them (dealer or salesmanager) are your decisions! 
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me additions of yo 
JOB of new car sal 
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Profit Guides Pointed by Draper .. . 


Get In Truck Swim, Panel Urges 





ASHINGTON. — The ABC’s of 

selling trucks profitably were 
spelled out at the NADA conven- 
tion’s truck panel last week by Har- 
old D. Draper sr. (Chevrolet), Sag- 
inaw, Mich. 

“The vast majority of the trucks 
on the road today are five years or 
older,” Draper said. “With such a 
ready-made market, it needs only 
the dealers to supply the units and 
keep them rolling.” 

Draper said that truck service 
can be profit-making if run effi- 
ciently. He suggested that dealers 
consider truck leasing and han- 
dling their own truck financing. 

Other Draper tips: Hire a “train- 
ed” truck salesman; carry immedi- 
ate-delivery lights and mediums, 
with a glamor-type unit on the 
floor; pitch “rifle ads” right at 
prospects; impress customers with 
knowledge of their problems; build 
up a used-truck center, and “if you 
have the nerve, go out and buy used 
trucks.” 

* * * 
F. KUNTZ, assistant truck 

* sales manager of International 

Harvester, declared that “far too 
many dealers are fearful of the 
heavy-duty truck business.” 

Describing heavies as “potentially 
profitable,” Kuntz warned that any 
dealer entering this business should 
have facilities, manpower, time and 
money. 

Wilbur Chase, truck marketing 
manager of Ford, said that the 
number of truck dealers has de- 
clined 12 percent in 35 years— 
from 33,000 in 1935 to 29,000 today. 
The same period, he said, showed 
a near-tripling of annual truck 
registrations from 333,000 to 925,- 
000. 

William C. Hanway jr., Dodge 
truck sales manager, said growing 
decentralization has improved truck 
selling opportunities. 

“As truck users move farther 
away from the large metropolitan 
centers, they expect to buy their 
vehicles, and get their service, from 
a or nearby dealer,” Hanway 


* + +t 
. P. SATTLER, Chevrolet truck 
sales manager, reminded the 
dealers that “repeat sales to satis- 
fied customers are the backbone of 
the new-truck business.” 

“The dealer who gives good serv- 
ice at the convenience of the owner, 
and who has the facilities, person- 
nel, and desire to keep his custom- 
ers’ trucks on the road,” Sattler 
said, “will weld his customers to 
him.” 

Sattler warned that “good 
owner relations is not a play on 
words, a pleasant slogan or a 
fancy advertising claim.” 

“The complaining customer is not 
an irritant, but an opportunity and 
a challenge to convert him to a 
booster,” he told the 3,000 in at- 
tendance — NADA’s largest truck 
panel turnout. 

Excerpts from the truck talks fol- 
low: 

+ * a 


Harold Draper Sr. 


1. KNow.epce or Loca, MARKET 

Be your deal large or small, this 
you must know—and your factory 
will give this information to you 
down to the last nut and bolt. 

Study it, analyze the trading hab- 
its, age of units, and above all de- 
velop a detailed list of owners and 
the units they own to provide your 
sales staff with prospects. 
2. Sates Power 

One man or more. He must be 
trained. Truck buyers are skilled 
and your man must know more 
than the prospect. 
3. Stock 

In spite of most trucks having 
to be ordered—a dealer must carry 


Jeep Division Formed 


By Banham Oldsmobile 


TOLEDO. — Banham Oldsmobile, 
Inc., has formed a separate division 
to handle the full line of Willys 
Jeep four-wheel drive vehicles, ac- 
cording to D. Nelson Banham, 
president. 

The Jeep operations will be 
housed in Banham’s present facili- 
ties at 1137 Sylvania Ave., he said. 
Peter W. Fisher, manager of the 
a. also will head the Jeep divi- 

ion. 
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readily accessible to over-the-high- 
way truck units. 

Truck service facilities should be 
adequate to handle the largest 
truck units without uncoupling 
their trailers. Specialized tools and 
equipment are needed to properly 
service truck units for every suc- 
cessful truck service operation. 

An adequate inventory of 
heavy-duty parts is vital to every 
successful heavy-duty truck oper- 
ation. Gentlemen, when you know 
that during the average life of a 
heavy-duty motor truck, the 
money spent for parts and service 
exceeds the original cost of the 
unit, and under severe usage may 
exceed it several times, we realize 
the importance of parts and serv- 
ice to truck dealers everywhere, 

The profit potential in parts and 
service far exceeds that of the origi- 
nal sale and, therefore, these phases 
of truck opera- 
tions should re- 
ceive maximum 
attention at all 
times. 

International 
and other heavy- 
duty truck manu- 
facturers are fully 
prepared to make 
complete recom- 
mendations on 
the facilities re- 
quired for suc- 
cessful heavy-duty operations. 
These recommendations are based 
primarily on long experience with 
the operation of their own sales 
and service facilities. Such informa- 
tion is yours for the asking. 

* * * 


S THE heavy-duty truck busi- 

ness continues to expand, the 
need and importance of well-trained 
sales and service personnel becomes 
more apparent. 

At Harvester we are actively 
seeking young men with such back- 
grounds and interests, are hiring 
many of them, and our experience 
with such employes has been most 
gratifying, both for them and for 
our company. Many of our dealers 
are employing such employes, too, 
and their experiences are similar to 
ours. 

I highly recommend such em- 
ployes to all of you. They will be 
most productive in your operations, 

(Continued on Page 43, Col, 1) 





U. C. Plan a Success, 
Frontier Pontiac Says 


FORT WORTH.—Frontier Pon- 

ac has had good response to a 
program that guarantees used 
cars for 30 days, regardless of 
age or model, according to Ron- 
ald E. Roberts, general manager. 

After the 30-day period, the 
program provides a 25 percent 
discount on parts and labor as 
long as title remains in the name 
of the purchaser. All work must 
be done in the Frontier shop. 
The dealership is headed by 
Thomas F. Abbott jr., NADA di- 
rector and regional vice-president. 


Used trucks cannot be neglected, 
for they are harder to sell than 
used cars—and most used cars are 
neglected too much. 

C. If you have the nerve—go out 
and buy used trucks. There are 
plenty of dealers who have to 
wholesale their used trucks because 
they don’t know how to sell them. 

These should make you an excel- 
lent profit and will help to improve 
your position as the place to buy 
used trucks. The more used trucks 
you can sell, the more new ones 
you can sell and you may be amazed 
at the splendid profits you achieve 
in this department. 

8. FINANCING For PROFIT 

Most dealers do not like truck 
selling and most finance companies 
dislike truck contracts without re- 
course because trucks sold on con- 
tract are sometimes poorly sold to 
a customer whose credit isn’t too 
good. 

So you end up with a three risk 
parlay: Of a poor sale— usually 
padded; on a poor contract; to a 
poor risk. And that spells trouble. 

Inasmuch as most finance com- 
panies don’t like truck paper, if 
you have the nerve—and the 
money — and somebody to watch 
it, you can make a nice income 
by carrying all your truck con- 
tracts yourself, Truck paper usu- 
ally carries a higher rate than 
cars, insurance costs are much 
higher and these can turn into 

a very fruitful little “money tree.” 

The easiest money you ever made 
in your life will come from financ- 
ing trucks. 1. On proper terms. 2. 
With proper downpayment. 3. To 
decent risks. 

9. Servic—E AND Parts 

This department can make or 
break a truck sales department. A 
truck is a productive profit-produc- 
ing or moneysaving piece of equip- 
ment when it is running properly— 
but a dead loss when it’s broken 
down—repairs held up for parts or 
because the dealer can’t fix it now. 

On the “plus” side—a service de- 
partment that can and will repair 
a customer’s truck promptly, day or facility. should be located on a 
evening, will make that customer a/| well-travelled Federal highway. A 
friend—and an advertising friend—!truck service station should be 


New Commercial-Car Registrations, 
13 States for December, 1959-1958 


Truck my 9 by states are 
weekly, as > 


a basic stock of light and medium 
units in order to effect immediate 
deliveries when necessary. 

Samples of each popular model 
with basic options, are necessary 
for display and demonstration— 
and at least one of the big units 
in each series. 

4. DispLay FAcimities 

Where space permits, a truck 
should most certainly be on the 
showroom floor, preferably a 
glamor-type unit. This showroom 
display will prove to the public that 
you are in the truck selling busi- 
ness. Have an outside display of 
several different models, all ready 
for immediate delivery. 

Have truck demonstrators for 
your truck salesmen to show and 
demonstrate. Naturally, these will 
be kept in top condition. 

No reason to tell all this to your 
competitors. 

+ 












































that competition can never buy him 
away. 

Your truck owners will tell 
others how good you are. Good 
service doubles profits—for not 
only will sales make a better deal 
—but a truck repair order will 
average over twice that of a car 
order for parts and labor, and the 
resultant gross profit will add ma- 
terially to the net profit of the 
service department. 

If time permitted, I would like to 
detail for you the gross and net 
profits attainable with good truck 
service. You figure it out from your 
own operation—I believe you will 
be amazed how well you do. 

Truck service is also profitable 
because the businessman owner is 
not niggardly about spending 
money for good, needed service to 
insure against “down time.” 

Without good service, the first 
truck sale to an owner will be the 
last. And with good service, they 
repeat and repeat and multiply. 

10. LEASING 

Every truck dealer should be in 
it—in his own backyard—where he 
gets the service and can give it 
personal attention. One truck lease 
over the normal lease-life of three 
years can earn for the dealer at 
least $300 per year or $900 on the 
life of the lease in profit on resale 
of the unit, insurance profit, service 
profit and interest profit. 

ca * + 


D. F. Kuntz 
HEAVY-DUTY truck service 


* * 


ADVERTISING 

© We believe in rifle advertising 
—going direct to the prospect. Not 
shotgun—where you shoot at the 
general public. The only time we 
use display newspaper space is 
with a tie-in near the national ads. 

We do not use radio except to 
price a popular model occasionally 
—in a spot. We do like classified 
—very smal] ad—six to eight lines, 
with a price and downpayment 
punch line. We like direct mail and 
telephone calls to owners for the 
initial effort. 

One of the finest ways to make 
contact with every truck owner in 
your area is: An open air truck 
and equipment show in good 
weather. 

Make it gala—color—sound. Ade- 
quate coverage, advertising—invita- 
tions — refreshments—door prizes— 
telephone calls to make specific 
time appointments with important 
prospects. Flowers — pretty girls — 
name register. 

A fine display of used trucks will 
certainly not be amiss. This should 
develop prospects and actual busi- 
ness that will carry for three 
months. 

6. CoNTACTING 

When owners are contacted, we 
call attention to the age of their 
units. If they are our make, service 
records are studied for mileage, re- 
pair costs, etc., before making the 
call. 

On call, the owner’s unit is ex- 
amined, if possible, before the inter- 
view. This puts the salesman on 
firm ground. 

Impressing the customer with 
your knowledge of his problems is 
important, and the information nec- 





D. F, Kuntz 
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every day, start it and drive it 
and you will know for sure 
whether they are ready to go. 


Every repennatio precaution has been exercised to insure 


“The information in this report has been compiled from official state documents. 
Polk & Co. cannot assume any liability by 


accuracy to the extent of the registrations received at the time the :eport Is published. R. L, 
reason of inaccuracies or omissions.""—R. L. Polk & Co. 
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(Continued from Page 42) 
whether it be strictly automotive or 
in combination with trucks. 

In a more specialized business 
such as a heavy-duty truck oper- 
ation, the relationship between 
dealer and manufacturer is high- 
ly important, probably more so 
than in many other types of auto- 
motive business. 

When we consider responsibilities 
such as training, financing, the dis- 
position of used trucks and other 
jmportant aspects of such a busi- 
ness, we can recognize the impor- 
tance of a close working relation- 
ship and compatability between 
dealer and supplier. 

At International, we like to think 
that such a close relationship exists 
between dealers and ourselves. We 
provide them with widespread and 
effective sales assistance, as requir- 
ed; assist them with their barter 
problems as needed, and offer 
wholesale and retail financing for 
our dealers when such arrange- 
ments are not available through 
local banking institutions. 

This close relationship between 
dealer and supplier is important in 
any business, but is especially im- 
portant to successful operations in 
highly specialized fields such as 
heavy-duty motor truck sales and 
service. 

* * + 


Wilbur Chase Jr. 


ELATED to the individual deal- 

er—and more than four-fifths 
of the trucks in this nation are 
sold through individually operated 
dealerships—the truck boom means 
the average dealer has increased 
his truck sales by 316 percent and 
increased his annual sales volume 
$54,000. Today it averages $69,000 
per dealer. 

Perhaps some of you are saying, 
“Yes! That may be true, but ‘hind- 
sight’ is better than foresight. If, 
in 1950 I had realized how much 
the truck business would grow, I| 
would have prepared for it and | 
obtained my share of that in-| 
creased market.” 

Some of you were prepared, | 
others were not. Your own truck | 
profits are the best indication of 
your past willingness and ability 
to take advantage of a growing 
economy. 

The single dealer points, many | 
dealing primarily with the farm 

market, have to 
a large extent) 
been misled re-| 
cently by head- 
lines about lower 
farm income. 
While farm prices | 
are down, the 
volume of farm 
production is the) 
highest ever. The 
physical volume 
i of farm goods 

Wilbur Chase Jr. marketed in 1959| 
was at an alltime high and is ex- 
pected to be even higher in 1960— 
it takes trucks to haul these goods. 


As to farm income, gross income 
to farm operators is expected to 
reach $37 billion in 1960, compared 
with $32 billion in 1950 and only 
$11 billion in 1940. And remember, 
a truck is a tool and the farmer, 
just as any other businessman, 
buys his tools out of his gross in- 
come, not his net profit. 

” a x 

ANOTHER aspect of the grow-| 

ing economy as related to the| 
farmer is the increasing percentage 
of their gross income being spent 
for production goods, such as 
trucks. In 1950, 58 percent of their| 
gross was spent for production| 
items; in 1960 it is expected to| 
reach 70 percent, and in 1970 be} 
even higher. 

Basically, the farm market offers 
an excellent potential for 1960 and 
the predicted growth in volume of 
farm products during the next | 
decade will mean a_ continued 
growth in the farm truck market. 
Currently farmers purchase 20 per- 
cent of the new trucks sold in| 

erica. | 

Projecting this rate to future 
markets—by 1970 annual farm | 
truck registrations will account 


(Continued on Page 44, Col 1) 
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SKODA 


gets you out of the woods fast! 


If you can’t see the forest for the trees anymore, with a floor full of look-alike economy cars that shake, rattle and 
roll...see the big mark-up SKODA cars fast! Both the twin carburetor Sports Convertible and incomparable 
Sedan are built from the ground up...with a wrap-a-round safety steel body and tubular steel chassis, finished with 
14 coats of gleaming enamel. Remember, SKODA is one of the world’s leading steel fabricators. And these cars look 
it. The Sedan is 650 lbs. heavier than its competitors priced hundreds higher. The Convertible is easily priced $900. 
lower than it should be. And SKODA’s price includes every accessory : heater, defroster, electric windshield wipers, 
all-aluminum engine, turn indicators, sealed beam headlamps, leather-like upholstery, spare wheel and tire, com- 
plete tool kit and dual sun visors. The SKODA cars have the largest trunk and rear windows in the business... and 
power that makes its low price incredible. SKODA gives you the highest profit per car in the business... and 
is pre-selling for you with full-page, full-color national advertising all thru ’60. So call, write or wire about a 
profitable SKODA dealership today. AMSKO DISTRIBUTORS, 5069 BROADWAY, NEW YORK, WILLIAMS 2-5000 


*sucGcesteo RETAIL PRICES POE 


TWO DOOR SEDAN $1575.* SKODA SPORTS CONVERTIBLE $1995.* 
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Profit Guides Pointed by Draper .. . 


Get In Truck Swim, Panel Urges 


(Continued from Page 43) 


for an estimated 340,000 vehicles, 
88 percent greater than 1959, al- 
ready the highest rate yet at- 
tained. 

After the mid-60s we will see a 
tremendous expansion in new fam- 
ily formations as the bumper crop 
of World War II babies start head- 
ing for the altar. During the ’60s 
these new families will start enter- 
ing the market for homes, furni- 
ture, appliances, cars and all of the 
other goods and services that are 
required for modern family living. 

These new families will continue 
to move to truck-dependent sub- 
urbs where all of the goods needed 
for their everyday life, and the 
construction of their shelters, will 
have to be carried by more and 
more trucks. 

It has been stated that these 
“families of the future” will have 
more leisure time than did their 
parents. This will mean the neces- 
sary development of more service 
businesses to permit full enjoyment 
and use of their additional free 





least possible cost of time and in- 
convenience, 

We have already demonstrated 
that this has been a shortsighted 
attitude in the past, and will prove 
to be more so in the future. 


time. As these service businesses 
develop, more trucks will be re- 
quired for their operation—another 
growth in truck use. 

oe * + 


URING 1969 trucks should, for ; 
the first time in history, exceed| Not only do trucks promise to 
railroads in the percentage of|continue their historic rate of 
inter-city freight ton-miles hauled. | 8TWth, it is possible that this trend 
Expanding Federal highway con-| Will be accentuated. It has become 
struction progress will probably in-|™ore and more practical, for ex- 
crease this trend. ample, to move bulk oo = 
‘ terials, even ore, coal, sand an 

The average dealer will, by 1970, eo 4 ’ . 

increase his annual truck sales 79 ae te sae eee tee Pane 

percent with a resultant increase in oe —" 


dollar volume of $53,100 annually, entirely restricted to rail or water 
for a total annual sales volume of transportation. 
$122,000. 

It is obvious that the future 
promises big growth in truck 
sales; what is not so evident in 
the broad picture is what this 
will mean to the individual dealer 
who handles trucks. 

There is a common feeling 
among manufacturers that too 
many dealers erroneously view 
their truck business as a sideline, 
something to be dealt with at the 


+ * 

As TRUCKS become more impor- 
tant throughout the economy, 

they also become a more important 

factor in the economics of operat- 

ing a dealership. 

There is, for example, a direct 
and positive correlation between 
the financial stability and the prof- 
itability of dealerships and the 
extent to which truck sales con- 
tribute to their revenues. 

Why this should be so is not 





the 


question 


tyme 







During the past few years, the cancer cure 
rate has increased from one in four saved 
) to one in three saved: 40,000 more lives 

saved each year. During the next few 
years, there will no doubt be new meth- 
ods of diagnosis, and even cures for some 
cancers that are considered incurable today. In time, the 
ultimate goal, cancer prevention, will be achieved. But 
time alone will not do the job. @ Time plus research will. 
Research costs money. In the past 14 years, the Amer- 
ican Cancer Society has spent about $76,500,000 on 
cancer research. Much more is needed 
to accomplish the final conquest of 
this dread disease. Give generously. 
Send your contribution to “Can- 
cer,” incareof your local postoffice. 


AMERICAN CANCER SOCIETY 






the. 
answer 


as 


guard your 
family...fight 
cancer with 

a checkup 

and a check ° 
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hard to understand. A truck busi- 
ness, properly run, provides a 
stable and dependable source of 
income. In this sense, it is com- 
parable to the service depart- 
ment. 

The sale of trucks, much more 
than cars, is determined by rela- 
tively dependable and predictable 
economic judgments, The truck 
buyer is a businessman or farmer 
and, as such, is apt to be less 
fickle and less swayed by super- 
ficial considerations than the car- 
buyer. 

Give your truck customer good 
product and service, and he will 


keep coming back for more. 
* x * 


I HARDLY need point out that 
this is a particularly important 
factor in view of the extreme 
change that has taken and is tak- 


Grieder Named to Head 


Cleveland Buick Dealers 
CLEVELAND. — E. C. Grieder 
has been elected president of the 
Buick Automobile Dealers Assn. of 
Cleveland. He succeeds J. O. Stone, 
Bedford. Other officers are: 

Frank P. Sims, Sims Buick, vice- 
president; Cletus Corell, Economy 
Buick, secretary-treasurer, and H. 
J. Gamble, Broadway Buick, 
trustee, 


ing place in the automobile market, 

Through no fault of the dealer or 
the manufacturer, customer pre‘er- 
ence for different types and lines 
and sizes and shapes of cars has 
never been less predictable than it 
is today. 

The dealer with a substantial 
truck business is that much less 
vulnerable to the abrupt changes 
in customer preference that seem 
likely to prevail for a good many 
years to come, 

So we are urging dealers to take 
a long and hard look at the eco- 
nomics of this truck business, as it 
relates to their own enterprises, 
and to take full advantage of the 
benefits it offers us all, as we swing 
into the Surging Sixties. 

* * ca 


William C. Hanway Jr. 


| ALMOST every industry we 
see examples of decentralization 
of manufacturing with the result- 
ing demand for more trucks, and 
greater opportunities for you to 
sell them. 

Leading retailers, such as, J. L. 
Hudson Co. in Detroit, Marshall 
Field in Chicago and others, have 
established suburban outlets to keep 
pace with the population trend. 

At first blush, this might appear 
to lessen truck sales opportunities, 
when you see all the thousands of 
cars parked at shopping centers, 
but the facts show that more trucks 
are needed. Tractors, trailers, vans 
and trucks of all types are needed 
in greater quantities to move the 
merchandise from central ware- 
houses to suburban outlets. 

How many of you fully appre- 
ciate the truck transportation job 
that must be done to continually 
replace the fresh foods that you 
obtain daily at the neighborhood 
supermarkets? 

Yes, the opportunity to sell 
trucks to make our distribution 
system work is tremendous. 

Only when we move to a new 
community, as we often do in the 
sales end of the automotive busi- 
ness, do we fully realize how many 
local services we are dependent 
upon—the carpenter, the electri- 
cian, the furnace repair man, the 
plumber, the lawn service, the 
trash removal, are all needed at 
one time or another in our sub- 
urban homes, They all need trucks! 

* om” oe 
ECENTRALIZATION of indus- 
try also means that we will 
need—in fact, we need now—a de- 
centralization of truck marketing. 
In the past, the sale of heavy-duty 
trucks has been confined in large 
part to major metropolitan areas. 

This is no longer true, 


As truck users move farther 
away from the large metropolitan 
centers they expect to buy their 
vehicles, and get their service, from 
a local or nearby dealer. 


Many of you who have consid- 
ered yourselves outside of the 
heavy-duty truck business would 
find it profitable to acquire a 
greater knowledge of high-ton- 
nage trucks, to hire truck special- 
ists as salesmen and to develop 
service facilities capable of han- 
dling trucks of all kinds. 

But this does not mean less em- 
phasis should be placed on the sale 
of trucks in the light and medium 
classes. The move of industry to 
outlying areas, the trend toward 
shopping centers, the shifting of 
population to the suburbs—all these 
are increasing the use of trucks 
by small contractors, retail stores, 
municipal agencies, repairmen and 
other service businesses. 

You can be assured that the 
market for light and medium 
trucks will continue to be very big 
in 1960 and in the future. 

* ok * 


Herman P. Sattler 


rue business goes where it is 
invited and stays where it is 
well treated, said Herman P. Sat- 
ler, assistant general sales man- 
ager-trucks, Chev- 
rolet. 

Dealerships 

“would do well to 
consider their 
business as hav- 
ing two separate 
functions; to get 
the business and 
to keep the busi- 
ness,” he empha- 
sized. 

Sattler pcoint- 
ed out that H. P. Sattler 
millions of dollars are spent each 
year by manufacturers and deal- 

(Continued on Page 46, Col, 1) 


























Ssegeet B22 F383 = 


eee 


BRgEe <d2aQ2z2f ~ 


Se2z2Q — so 


Qs v27 Qgpzc#2zes 


fMyeess 








weet ae 


we 


we 








How They're Pushing Sales... 


Dealer Ad Ideas 





‘Whale of a Sale’ 
EACHTREE PLYMOUTH, At- 
lanta, Ga., conducted a “Whale 
of a Sale” on Plymouth and Valiant 
station wagons. 

The entire glass front of the 
showroom was painted to resemble 
an ocean scene with big whales. 
The whale motif also was used by 
the firm in newspaper and other 
advertising. 


Dodge Award 
Paves Way for 
Special Event 


N° SOONER had Vince Kingsley, 
owner of Hogan Motor Co., 
Dyersville, Ia., been notified that he 
had won the Dodge Quality Dealer 
Award, than he started a chain re- 
action of ideas which led to one 
of the most successful sales promo- 
tions ever staged by a small-town 
dealer. 

His first thought, in his rural 
town, where there is a close re- 
lationship between dealer and 
customer, was: “What can I do 
to show these people I appreciate 
their help in winning this 
award?” 

He decided on holding open 






Midwest Farmers 
Keen to Buy Cars, 


Survey Shows 


CHICAGO.—Farmers in the Mid- 
west plan to buy more new cars, 
trucks and tractors in 1960 than 
they did in 1959, according to a 
survey by Midwest Unit Farm 
Papers. 

Survey figures were projected to 
cover all farms of 30 acres or more 
in Indiana, Illinois, Wisconsin, Min- 
nesota, Iowa, Nebraska, North Da- 
kota and South Dakota. 

This indicated that such farmers 
will buy 151,863 new cars, 102,844 
new trucks and 93,232 wheel trac- 
tors. 

They will buy 716,024 new tires, 
638,209 new batteries and 2,883 LP- 
Gas conversion kits. Buying inten- 
tions also cover 14,417 truck bodies 
or boxes and 18,262 hydraulic hoists 
for trucks. 


Critical Review 
Of Small Cars 


NEW YORK.—Fifty-six imports 
and the U. S. compact cars are de- 
scribed and discussed in “A Small 
Car in Your Family,” published at 
$1 by Consumers Union, Mount 
Vernon, N. Y. 

The 132-page, paperback book 
lists comparative ratings, along 
with detailed information on en- 
Zines, dimensions, performance, 
safety and economy, 

Every make gets a thorough run- 
down, and CU lives up to its repu- 
tation of calling a spade a spade. 


81, By George! 
Elder Salesman Spends 


Birthday on Job 

BRISTOL, Conn.—Joseph A. 
George, the city oldest active auto 
Salesman, spent his 81st birthday 
doing what he likes best—selling 
cars. 

George has been selling cars 
Since 1926. That year he gave up a 
Successful wholesale and retail 
cigar and tobacco company in Nor- 
Wich, and came to Bristol to sell 
= old Essex for Ward Parsons 


He has been with Atwood Chev- 
Tolet Co. since 1937, having also 
Sold Pontiacs and Fords in the 
Previous 1ll-year span. For nine 
years he was with J. D. Redfearn 
Co., then a Ford outlet. 


Gibson Joins Reid Edman 


MT. VERNON, O.—Virgil A. Gib- 
§0n has been appointed general 












Manager of Reid Edman, Inc, (Im- 
Perial-Chrysler-Plymouth), 503 W. 
High St. 


house, and staged it the same day 
the Dyersville merchants held their 
annual fair. 

During the day, nearly 4,500 peo- 
ple attended the fair and open 
house—some coming as far as 100 
miles, Among program features at 
the dealership were: 

Cars were equipped with gas-o- 
meters for mileage contests. Win- 
ners turned in 22.3 and 22.6 miles 
per gallon. 

Drawings were made from at- 
tendance cards; prizes were award- 
ed each hour. 

Special prizes were given the 
first customer of Hogan Motor 
Co., the most recent customer 
(an order signed that afternoon) 
and the person purchasing the 
most cars from the company 
(seven cars in the last three 
years). 

A three-wheeled Dodge toured the 
town publicizing the open house. 
Rocky Rockwell, of the Lawrence 






ALL PRODUCTS PRICED FOR 
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Welk television program, greeted 
dealership visitors during the day 
and provided entertainment at the 
fair in the evening. 

Three new cars and two used 
cars were sold that day, and two 
new cars and five used cars were 
sold the following week. 

* * * 


Selling to Night People 


N ALLNIGHT radio show, fea- 
turing music and news, is the 
method Allegheny County Dodge 


dealers are using to promote the|.~ 


1960 Dodges and Dodge Darts in 
Pittsburgh. 

The show, Monday through Sat- 
urday, runs until 6 a.m., with the 
announcer broadcasting six com- 
mercials per hour for the dealer 
group. 

* * * 


For Renault Owners 


OHN GREEN CORP., Renault 
distributor in four Western 
states, has published a “For Your 
Convenience” folder listing Renault 
parts and service outlets in the area 
served by Green. 





U. S. Dealers Get Alpines— 


Ed Dempsey, Rootes dealer in San Bernardino, Calif., watches his wife fix a “Grand 
Tour" label to the new Sunbeam Alpine they picked up in London. They were among 


The folder gives the name, ad-| 80 of the Rootes Group's top U. S. dealers and their wives who toured Europe ina 
dress and telephone number of 94| motorcade of new Alpines and Hillman Minxes. At the end of the tour, the cars 
Renault dealerships in California,| were scheduled to be shipped to the U. S., where the Alpines will be the first of their 
Nevada, Arizona and Utah. 


LET'S 
TALK 


MR. DEALER... 


ABOUT PROFIT 


Now for the first time you are offered a FULL COMPLETE 
LINE of imported cars...a line enjoying fantastic nation- 
wide success...a line with the HIGHEST PROFITS IN 
ITS CLASS! TOYOPET, with the biggest parts-per-car 
inventory of any import—is available in a wide choice 
of color combinations; features more easy to see — easy 
to sell EXTRAS than cars costing many times its low 


type to arrive. 






.: 


price. Manufactured and distributed by one of the 
world’s great automobile companies. 


TOYOPRPET 


COMPLETE LINE 


CROWN CUSTOM STATION WAGON 
2-door or 4-door 
6-passenger BIG 





4-door FULL 6-passenger 


IMMEDIATE SELLING 





LANDCRUISER 
Mighty 120 HORSEPOWER 6-cylinder 
4-wheel-drive... unequaled anywhere. 
Soft or hard top models. 


TOYOTA 


33-miles-per-gallon economy 
unmatched luxury! 


PLUS! 


COMING 


BONUS ADDITION TO TOYOPET LINE! 

Designed specifically for the American market, a new 
4-passenger, 4-door super economy sedan will be an- 
nounced this spring. This car will be competitive with 
the lowest priced cars on the market — but will have 
incomparably more selling features. Be a part of the 
huge national advertising push which will send off 
1960's hottest imported vehicle / 


WRITE OR PHONE YOUR 
NEAREST REGIONAL OFFICE 


LOS ANGELES (Mr. F. Mullen) OL 7-2700 
8701 Beverly Boulevard 

ey oO G fs SAN FRANCISCO (Mr. 0. Dahil) SU 1-7452 
Room 205, World Trade Center 
NEWARK (Mr. H. Lane) Bi 8-3450 
231 Johnson Avenue 
CHICAGO (Mr. E. Wehle) BR 4-6101 
2906 West Peterson Avenue 
SEATTLE (Mr. V. Petri) EM 3-6502 
11037 Fremont Avenue 
DALLAS (Mr. H. Holmes) DA 1-5659 
, 9795 Twin Creek Circle 
MIAMI (Mr. L. Grooms) FR 7-2106 


2955 N.E. 7th Avenue 
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Profit Guides Pointed .. . 


Get In Truck Swim, 
NADA Panel Urges 


(Continued from Page 44) 


ers to accomplish just one objec- 
tive: “To move the prospect to- 
ward the product and dealer.” 
“The kind of service you give 
truck users in your community 
today determines whether you 
move tomorrow’s prospects towards 
your product and your dealership 
or away from it,” Sattler said. 
“The complaining customer is not 
an irritant, but an opportunity and 
a challenge to convert him to a 
booster. The dealer who sells but 
does not service will not long en- 


dure. 
a * * 


OOD owner relations is not a 
play on words, a pleasant 
slogan, or a fancy advertising 
claim. It starts with a good product 
sold by a dealer who stands behind 
it after it is sold and who gives 
good quality service promptly.” 
The Chevrolet executive pictured 
the decade just starting as one 
“bright with promise and rewards 
for those who go after them.” 
He based this view on the fact 
that °47-’51 bumper year models 


Repair Answers 


Catalog No. 60 containing answers 
to automotive repair and service 
problems — 32 pages, free. Houser 
Engineering & Mfg., Inc., 200 E. 
Spring, Blufton, Ind. 

* * + 
Heavy-Duty Hoists 

Globe “ER” hoist circular describ- 
ing three heavy-duty models em- 
bodying exclusive blade-rail super- 
structure design—free. Globe Hoist 
Co., E. Mermaid Lane at Queen St., 
Philadelphia 18, Pa. 

x + * 
Lift Proving Tests 

“Lift Proving Tests” made on all 
new model autos—32 pages, free. 
Globe Hoist Co., E. Mermaid Lane 
at Queen St., Philadelphia 18, Pa. 

* * + 


Choosing Business Sign 
Illustrated brochure on how to 
choose a sign for a place of business 
—free. Amplex Mfg. Co., 2325 Fair- 
mount Ave., Dept. 6, Philadelphia 
30, Pa. / 


* * 
Aeroquip Catalog 
Catalog No. 204, describing Aero- 


Used-Car Notes 


PHILADELPHIA, — William 
Rush, Charles Auto Co., has been 
elected president of the Philadel- 
phia Independent Automobile Deal- 
ers Assn. 

Other officers are: Charles Mar- 
digian, Bright Auto Sales, vice- 
president; Jack Liebowitz, Frank- 
ford Motors, secretary, and 
Lawrence Dresner, Charles Auto 
Co., treasurer. 

Named to the board were: Ben 
J. Franks; George Grant, George 
Grant & Son; Charles Burdumy, 
Burdumy Used Cars; Willard Roth- 
berg, Merrill Motors; Leonard 
Schloss, The Big Lot; Tony Abato 
sr., Tony’s Used Cars; Sam Rosin, 
Provident Auto Co.; "Harold Rat- 
cliffe, and Milton Berr, past presi- 
dent. 


* x * 
Morganstern Chevy Moves 


Its Lot Nearer Home 


READING, Pa.—In a move to add 
more space for used cars and to 
consolidate its used-car business at 
one location, Morganstern Chevrolet 
Co. here hag opened a used-car lot 
at 1015 Lancaster Ave. 

The new lot is only a block from 
the company’s main showroom. The 
old used-car lot had been in subur- 
ban West Reading since 1934. Em- 
erson Evans, Morganstern general 
manager, said the new lot has space 
for 250 cars, as against the 85 cars 
that were displayed on the West 
Reading lot. 
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now are reaching their 13th 
birthday, where the “mortality 
rate” is very rapid. 

“To this solid backlog of new| | 
truck sales which offset trucks 
scrapped, add the bumper sales re- 
sulting from the normal] rate of 
truck population increase—as a re- 
sult of our continuing economic 
growth—and you have a bright 
sales and profit picture indeed for 
the Golden Sixties ahead .. .” 

The truck session was presided 
over by William M. McCune, NADA 
Truck committee chairman. 


Joseph Hahn Purchases 


Cadillac Deal in N. J. 


NEWARK, N. J. — Joseph T. 
Hahn, a former Dodge dealer in 


Lead Montana Dealers— 


Charles W. Cooley, not pictured, Lewiston, Mont., was elected president of the 
Montana Automobile Dealers Assn. at a meeting of directors in Helena. Cooley did 
not attend the meeting because of illness. Seated, from left, are Halsey J. Blair, 
director, Livingston; Norman G. Brekke, chairman, Scobey; H. D. Hilger, first vice- 
president; M. F. Schwingel, Cut Bank, second vice-president, and Edgar G. Runkel, 
director, Havre. Standing: William H. Fredericks, MADA secretary-manager; John H. 
Pierce, director, Billings; F. A. Wakley, director, Missoula; Prescott F. Boutelles, direc- 
tor, Miles City; Paul J. Bowman, director, Kalispell; Harry D. Ettinger, director, Great 
Falls; Charles C. Tomcheck, director, Townsend, and Paul E. Puyear, director, Dillon. 

































































The following imported-car prices drive), $4,685; roadster (automatic trans- 


Detr h urchas Fisher Ca-| East Coast Port of Entry figures, They mission, $4,770; cpe., $4,500; cpe. 
ails oS oF . 1 Srsauieae Ave.,| include ocean freight, U, S, excise tax | (overdrive), $4,665; cpe. (automatic trans- 
a P., **| and import duty. They do not include | mission), $4,750; conv., $4,620; conv. 
Montclair, dealer preparation charges, U, S. trans- | (overdrive), $4,785; conv. (automatic 
Hahn formerly was a member of] portation fees, state and local taxes or | transmission), $4,870. XK-150-S—roadster 
the Chrysler Corp. Dealer Advisory optional equipment. (overdrive), $5,120; cpe. (overdrive), $5,- 
Board and a former president of| ‘Copyright, 1960, by Automotive News) alan aan ees -—T 
F 3 — ppia -dr. sed., . ; 

the Dodge Dealers of Greater De-| ALFA ROMEO—Giulietta—Spider, $3,-| ony (Vignale), $4,490; cpe. (Farina), 
469; Super Spider, $3,882; Sprint cpe., $3,- 38: Zagato “Ss” difiea $4.- 

troit. 401: Vel $4,292. 2000 Series—4-| $4,435; cpe. (Zagato modified), $4. 
‘os mae, lider ast Snv.,| 208. Aurelia—conv. (Farina), $5,830; epe., 

dr. sed., $5,028; Spider roadster c | $5,830. Flamini 4-dr. sed., $5,998; cpe. 

—_ (Farina), $6,355; sport (Zagato), $6,485; 


G, T. Touring, $6,485. 

LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1,500; 
2-dr. 6-passenger stat. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1,740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr, 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. 

MAICO — 500 — 2-dr. sed., $1,325. 700 
Sport—2-dr. sed., $1,845. (Heater sterdard 
on both models.) 

MERCEDES-BENZ—180—4-dr. sed., $3,- 
250. 180-D (diesel engine) — 4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL— 
roadster, $5,032; coupe, $5,244; coupe 
(with removable hardtop and convertible 
top), $5,428. 220—4-dr. sed., $4,283. 220-S 
—4-dr. sed., $4,583. 220-SE—4-dr. sed., 
$5,018; conv. or coupe (folding emergency 


ARMSTRONG-SIDDELEY — Star Sap- 
phire 4-dr. sed., $6,950. (Automatic trans- 
mission and power steering are standard.) 


ARNOLT-BRISTOL— (Prices are F.O.B. 
Chicago—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN — DB4 — cpe., $9,870. 
G. T. cpe., $12,500. 

AUSTIN—A-40 2-dr. sed., $1,795; A-40 
deluxe 2-dr. sed., $1,856; A-55 Mark II 4- 
dr. sed., $2,198. (Heater standard on A-40 
deluxe.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. hardtop cpe., $2,300.99; 2-dr. 
sport cpe., $3,924.68. (Heater standard on 
all models.) 

BENTLEY—Series S 2 — Standard Steel 

transmission 


























quip hose, fittings, self-sealing cou- 
plings and related products—free. 
Aeroquip Corp., 300 S. East Ave., 
Jackson, Mich. 

+ * * 


Service Tool Catalog 


A service tool catalog illustrating 
and describing more than 70 tools— 
free. Hastings Mfg. Co., Hastings, 
Mich. 


* * * 


Saloon, $14,595. (Automatic » 
Seat Maintenance power steering, power brakes standard.) | Seat), $8,091; conv. or coupe (bench-type 
Other models are custom-built and vary| rear seat), $8,184. 300— 4-dr. hardtop, 
An illustrated booklet explaining | considerably in price. $10,070; 4-dr. hardtop (automatic trans- 
BE —328-c.c. roadster (2-cylin-| Mission), $10,438; 4-dr. conv., $12,644; 


4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top). $11,397. (Heater standard 


preventive and corrective mainte- 
nance of “Level Ride” 80 torsion- 
spring suspension seats—eight 


der), $1,595; 492-c.c, roadster (3-cylinder), 


$1,745. 
BMW—Model 501/2.6 4-dr. sed., $5,000; 


free. Bostro: orp. .| Model 502/Deluxe/2.6 4-dr, sed., $5,600; 
=~ St.. Milw ie " er 133 W Model 502/3.2 4-dr, sed., $6,000; Model | on all models. Power brakes standard = 
oun a. euxee 4, Wis. 5.02/Super/3.2 4-dr. sed., $6,600; Model| all models except 180, 180-D, 190 an 


190-D.) 

METROPOLITAN — 2-dr. hardtop, 
672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 


503/3.2 conv., $11,900; Model 507/3.2 
Touring Sport cpe., $10,500. (Heater and 
power brakes are standard on Models 503 
and 507.) 

BMW 600—5-pass. sed., $1,398; 
sed., $1,487. BMW 700 — Cpe., 
(Heater standard on all models.) 

BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella — 2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN—ID Luxe—4-dr. sed, (heater 
standard), $2,545. ID-19—4-dr. sed. (air 
suspension), $2,695. DS-19—4-dr. sed. (air 
suspension, power brakes, power steering, 
automatic clutch), $3,245, 

DAF—600—Standard 2-dr. $1,499; 


Plastics Tooling Guide 


A guide to plastics tooling mate- 
rials for the metal-forming and 
plastics-forming industries — free. 
Marblette Corp., 37-31 Thirtieth St., 
Long Island City, he i 

* * 


$1,- 


sunroof 
$1,898. 






Compacts Seen 
Sparking Trend 
To Diversity 


DETROIT.—P u blic demand for 
the new compact cars may fore- 


Folder Describes Axles 


Design principles of Clark plan- 
etary axles are described in an il- 
lustrated folder, Bulletin 1100 PA— 


sed., 


free. Clark Equipment Co., Auto-| nejuxe 2-dr. sed., $1,599. (Variomatic au- a} 
motive Division, Buchanan, Mich. | tomatic transmission standard on both}Shadow development of “several 
Spica ccnjeiilin pteieeseracanes ra ane conv; (V-2), 92,ze0.| DOW, SPPTose hes” to automotive 
R— = conv. “S), , . i Ford 
DATSUN—4-ar. re 616; ‘half-ton | Products, according to a 
Oklahoma Dealer pickup 't ack subse, 2-ar, stat. wag., $1_| Motor Co. vice-president. 


818. 

DKW—4-dr. sed., $2,283.43; 2-dr. sed., 
$1,995; deluxe 2-dr, sed., $2,157.63; 2-dr. 
stat. wag., $2,321.07. (Heater standard on 
all models.) 

FACEL VEGA—H. K.-500 cpe., $8,550; 
Excellence 4-dr, hardtop, $12,800. 

FERRARI—250 Granturismo—cpe. (Far- 
ina body), $12,600; California conv, (Scag- 
lietti body), $12,600. (Heater standard on 
both models.) 

FIAT—500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr. Bian- 


Acceptance of Ford’s compact 
Falcon has been “nothing short of 
spectacular,” George W. Walker, 
styling director, told the National 
Car Rental System in Dallas. 

The forthcoming Comet is an- 
other example of a new approach 
to the growing auto market, he 
said, and could be the forerunner 
of other new types of vehicles. The 


Is Fined in Drive 


On License Fraud 


OKLAHOMA CIT Y.—Jackie 
Cooper, president of Cooper Olds- 
mobile, Inc., Yukon, paid a $200 
fine and court costs in the Okla- 
homa Tax Commission’s crackdown 


china, $1,298; 2-dr. Bianchina sport, $1,- 
ooo registration of motor ve- py ae Eo anes S- ot. Comet, to be introduced this spring 
Cooper was fined after pleading|wag., $1,658; Jolly, $1,906, 1100 Series | UY Lincoln-Mercury, has been de- 
guilty to making a false statement|—4-4'. sed., $1,743; 4-dr, deluxe sed., scribed by stylists as a luxurious 
in an application to the Tax Com-|Sisi0' ,tac" f° 5; .Bae-s1.20 7206 | compact car with a low price tag.” 
mission. ina), $2,812. 1500 Serles—Roadster, $3,-| Walker predicted a “substantial 


need in the years ahead for highly 
specialized vehicles to meet special 
kinds of individual and family re- 


730. 2100 Series—4-dr. sed., $2,998; 4-dr. 
stat. wag., $3,250. 750 Abarth—2-dr. sed., 
$2,206. (Heater standard on all models.) 


He was charged with stating in 
the application for a vehicle regis- 


tration that the buyer, Ridley & 7. fprient)—Anatia—106-E 2-ar. ; = 

Lackey Cattle Co., Oklahoma City, | S¢¢,, $1,583. Prefect—Deluxe 4-dr._sed-, | quirements.” 

was a Yukon resident. eat: oe i "50084: conv. So'S73. Stylists are “extremely sensitive 
A Tax Commission spokesman | Zephyr—4-dr. sed., $2,215; conv., at8; to the demands of the public,” he 

said the crackdown was instituted | dise—4-dr.. sed... $2,387; nn, “Geen: said, and changing public tastes un- 


doubtedly wil continue to dictate 
the development of types and 
shapes of cars not on the road 
today. 

“There is growing evidence that 
we're drifting away from the idea 
that one car has to serve every 
purpose,” Walker said. “As this 


Florida Sunroof Deluxe 2-dr. sed., $1,035; 
2-dr. Step-In van, $1,350; Coupe deVille. 
$1,395; Coupe deVille conv., $1,445. T-700 
— Cpe., $1,395; sport roadster, $1,445; 
Roust-About, $1,595; Sprint cpe., $1,695. 
GOLIATH—1100 — Hansa 2-dr. 
sed., $1,949; Hansa conv., $2,126; Hansa 
2-dr, stat. wag., $2,095; Empress 2-dr. 
Sport Sedan, $2,275; Tiger Sport Coupe, 
$2,568. (Heater standard on all models.) 


to assure its personnel of correct 
information on all owners of ve- 
hicles, for use in apprehending 
criminals and for use in locating 
owners of stolen vehicles. 

The Legislature in 1953 enacted 
the law making it a misdemeanor 
to falsify registration applications. 


—4-dr. Special sed,, $1,735; 

= provided for a fine of not more|, i! “Deluxe sed. $Lats; conv.” $2:149;| trend to diversified products con- 
an $1,000 or a year in jail, or|2-ar. stat. wag. (Husky), $1,639; 4-dr.|tinues, it is apparent that people 
both. STUMBER  Sunoe Seine4-ar. sea., $3,-| #%€ 80ing to buy cars according to 


their needs as well as their wants.” 

Walker expressed doubt that the 
introduction of compact cars “spells 
doom” for larger cars, for which he 
predicted there will always be a 
market. 


995; 4-dr. stat. wag., $4,575. (Automatic 
» Power brakes and heater are 
standard.) 


JAGUAR—Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. 3.4 Litre Sedan—(overdrive), $4,- 
567; (automatic transmission), $4,667. 
XK-150—Roadster, $4,520; roadster (over- 


20-Year Dealer Cited 


ROSEVILLE, Calif.—A plaque in 
recognition of his 20 years of serv- 
ice as a Studebaker dealer was pre- 
sented to Chester Palmer here. 


















— 


Bostrom Ac es 


New York Firm 


MILWAUKEE.—Bostrom Corp, 
hag announced acquisition of Hick. 
man Industries, Inc., Eden, N. Y, 
specialists in development of tor. 
sion suspensions for vehicle chag.- 
sis and seat components. 


Harold Bostrom said the prop- 
erties obtained from Hickman in- 
clude 134 patents in the vehicle 
field. A. F. Hickman has turned 
over all his assigned and pending 
patents pertinent to vibration iso- 
lation and soft-riding seats for all 
types of land, sea and air vehicles, 
Bostrom said. 

Hickman also has agreed to 
serve as consultant to the Milwau- 
kee corporation, Bostrom said 
New officers and directors of Hick- 
man Industries are: Harold Bos- 
trom, president; Allison K. Simons, 
vice-president; Richard V. Whit- 
ing, secretary-treasurer, and Karl 
Bostrom and Hickman. 


Port-of-Entry Prices on Imported Cars 


$2,444; roadster (wire wheels), $2,544; cpe, 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHC—conv., $3.U69; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette Mark IlI—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 

MORETTI—750 Series (35 horsepower)— 
Super Panoramica 4-dr. sed., $2,495; Coupe 
Turismo, $2,495. 750 Series (43 horsepower, 
dual carburetors)—Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. 

MO RGAN—“‘Plus Four’’ cpe., $2,855. 

MORRIS — ‘1000’’ Standard 4-dr. sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr. stat. wag., $1,798. ‘1000 Deluxe— 
4-dr. sed., $1, 718; 2-dr. sed., $1,599; conv., 
$1,636; 2-dr. stat, wag., $1,825. Oxford 
—4-dr. sed., $2,259. 


NSU PRINZ—2-dr. sed., $1,398; 2-dr, 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—2-dr. sed., $1,498, (All are 


5-passenger models.) NSU Sport Prinz— 
cpe., $2,198. (Heater standard on all 
models. ) 

OPEL—Rekord — 2-dr. sed.. $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 
(Heater standard on both models.) 

PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
697; Grand Standing 4-dr, sed., $1,725. 

PEERLESS—G. T. 2-litre cpe., $3,995. 


PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. (Heater 
standard on both models.) 

PORSCHE—1600 Series — conv., $3,581; 


Super conv., $3,981; cpe., $3,700; Super 
cpe., $4,150; Carrera cpe., $5.700; hardtop, 
$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. 

PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 

RENAULT—40V 4-dr. sed., $1,345; 4- 
dr. Sunroof sed., $1,400. Dauphine 4-dr. 
sed., $1,645; 4-dr. Sunroof sed., $1,700. 
Caravelle—conv., $2,395; hardtop, $2,445; 
hardtop-conv., $2,525. (Heater standard on 
all models.) 

RILEY—1.5 4-dr. sed., $2,319. 
standard.) 

ROVER—90—4-dr. Deluxe sedan, $3,395. 
105—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive). 3-Litre—4-dr. sed., $4,775. 
(Heater standard on all models. Power 
brakes standard on 3-Litre.) 

ROLLS-ROYCE—Sllver Cloud—Standard 
Steel Saloon, $14,895. (Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price 

AB—*‘93B’’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturismo 750— 
2-dr. sed., $2,568. (Heater standard on all 
models.) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; 
Etoile 4-dr. sed., $1,798; Elysee 4-dr. sed., 
$1,898; Montlhery 4-dr. sed., $1,971; Chate- 
laine 2-dr. stat. wag., $1,963; Grand Large 
2-dr. hardtop, $2,071; Monaco 2-dr. hard- 
top, $2,146; Plein Ceil hardtop sport cpe., 
$2,947; Oceane conv., $3,167. Ariane (4- 
cylinder)—4-dr. sed., $1,998. Ariane (V-8) 
—4-dr. sed., $2,098. Vedette (V-8)~—Beau- 
lieu 4-dr. sed., $2,298. (Heater standard on 
Aronde and Vedette models.) 

SINGER — Gazelle — 4-dr. sed., 32. 095; 
conv.. $2,349; 4-dr. stat. wag., $2,4 

SKODA—S-440 2-dr. sed., $1, 575; «" 445 
2-dr. sed., $1,675; S-450 conv., $1,995. 

SUNBEAM—Rapier—2-dr. hardtop, $2,- 
= conv., $2,649. Alpime—Roadster, $2,- 


TAUNUS — Standard — 4-dr. sed., $2,- 
120.50; 2-dr. sed., $2,028.50; Combi-wagon, 
$2,237. Deluxe — 4-dr, sed., $2,266.50; 2- 
dr. sed., $2,174.50; Combi-wagon, $2,383. 

TEMPO—Viking Rapid—6-passenger stat. 
wag., $2,170.60; 9-passenger stat, wag., 
$2,203.60. Matador—3-passenger stat. 
wag., $2,482.75; 6-passenger stat. wag., 
$2,514.65: 9-passenger stat. wag., 
546.55; 12-passenger stat, wag., $2,712.50. 

TOYOPET—Crown Custom — 4-dr. sed., 
$1,999; 2-dr. stat. wag., $2,111; 4-dr. stat. 
wag., $2,211. Toyota Land Cruiser (4-wheel 
drive)—canvas top, $2,930; steel top, $3,- 
365. 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899; TR-3 (sports cars)—=soft top 
$2.675; hardtop, $2,835. 

TURNER—Standard 950 Sports roadster, 
$2,245: Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370 

VAUXHALL — Victor — 4-dr. sed., $1, 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 
am” — V-400 — 2-dr. sunroof sed., 


VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 
sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 

Ghia—cpe., $2,430; conv., $2,- 
695. (Heater standard on all models.) 

VOLVO—122-S—4-dr. sed., $2,807. PV- 
644—2-dr. sed., $2,342; 2-dr. stat. wag. 
$2,490. (Heater standard on all models.) 

WARTBURG—Standard 4-dr. sed.. $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr, stat. wag., $1,895; 
4-dr. deluxe stat. wag., $2,085; conv., $2.- 
099; coupe, $2,199; sports roadster, $2,799. 
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‘Ability to Recognize Prospect’... 
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Overlooked Sales Talent 


PORTSMOUTH, O.—T he ability 
to recognize a prospect is one talent 
frequently ignored in choosing an 
anto salesman, according to Jack 
Vetter, manager of Oberling Motor 
Co, ‘Dodge). 

“We've had men who by almost 





Prices of Nylon, 
Rayon Tire Yarns 


Reduced Again 


NEW YORK.—Prices of nylon 
and rayon tire yarns have been 
reduced by makers in the last two 
weeks in what some observers see 
as strong bids for the 1961 original- 
equipment tire market. 

Dupont, Allied Chemical Corp. 
and Chemstrand Corp. cut their 
nylon yarn prices six to nine cents 
a pound effective with Dec. 23 ship- 
ments. 

Their lead was followed by In- 
dustrial Rayon Corp., Beauknit 
Mills, Inc., and American Viscose 
Corp., producers of Tyrex rayon 
yarn, The Tyrex reductions amount- 
ed to 8 to 9 percent per pound. 

It was the second time within the 
last five months that tire yarn 
prices have been slashed. Nylon 
prices now are 13.3 to 19.1 percent 
lower, an industry source said, and 
Tyrex is down 13.6 to 16.6 percent. 

The nylon makers said that their 
840 denier yarn, used mainly in 
passenger-car tires, was cut nine 
cents to 97 cents a pound, The 1680 
denier, used principally in truck 
tires, was reduced six cents to 97 
cents a pound, 

The Tyrex price for 1100 and 1650 
denier was chopped five cents to 
57 cents a pound for the former 
and 50 cents for the latter. 

Tire makers indicated that these 
price cuts probably would not re- 
sult in lower tire prices. The con- 
tinued high price of natural rubber 
was cited as one reason tire prices 
would not drop. 


Auto Legislation 





A bill banning drag racing in 
Pennsylvania has been signed into 
law by Gov. David L. Lawrence. 
Violators face a fine of $100 to $500, 
or imprisonment up to three years. 
The driver’s license also may be 
suspended without a hearing. 

The law defines drag racing as 
a “speed contest conducted from a 
standing start or otherwise over a 
measured or unmeasured distance 
with the object of bettering or de- 
feating a contestant on the basis 
of elapsed time, superior perform- 
ance or speed” on a public high- 
way. 

cs * * 


New Tax Table Urged 


OLYMPIA, W as h.—Washington 
State Rep. Ruoff has recommended 
a new table for fixing the value of 
autos for tax purposes. Some valua- 
tions now used by the State in 
assessing the new 2 percent excise 
tax are “fantastically high,” he said. 

* * * 


Ky. Gets Brake-Fluid Bill 


_ FRANKFORT, Ky.—A bill bar- 
ring the sale or distribution of mis- 
branded or substandard brake fluid 
has been introduced in the Legis- 
lature. It also would require han- 
dlers of the fluid to have an an- 
nual $25 permit, 


Auto Union-DKW Sign 


10 New Dealerships 


SOUTH BEND. — Mercedes-Benz 
Sales, Inc, has announced that it 
has signed 10 new Auto Union- 
DKW dealerships. They are as fol- 
lows: 

Bowen-Fischer Motor Co., Mus- 
kegon, Mich.; Burlingame Motor 
Co., Burlingame, Calif.; Crescent 
City Motors, New Orleans; Edward 
K. Cumming & Co., Inc., Elizabeth, 
N. J.; Falvey Autos, Inc., Ferndale, 
Mich.; Hill Motors, Inc., Mana- 
Squan, N. J.; Husak Bros., Inc., 
Detroit; Stewart Jones Motors, St. 
Pi tersburg, Fla.; Rea Keech Motor 
Co. Inc., Baltimore, and R. H. 
Kloet, Inc., Kalamazoo, Mich, 








any definition were great sales- 
men, but they didn’t sell cars,” 
he said. “They just could not 
realize a potential customer when 
they saw one.” 

Sales know-how, determination 
and other selling talents mean little 
if the salesmen can’t size up show- 
room visitors correctly, he added. 

Vetter said he also believes that 
the smaller dealership like his must 
exercise greater care in selecting 
salesmen, 

“A large operation can carry an 
inexperienced man—his share easily 
can be carried by the rest of the 
sales team while he learns—where- 
as a smaller sales force needs every 
man producing,” he continued. 


“This presents some problems. 
We don’t like to hire men from 
other dealerships. It’s not only 
that pirating men is bad business, 
but we’ve just never had any 
luck with someone who has sold 
cars elsewhere. 

“We prefer a man who has had a 


lot of sales experience, but it doesn’t 
really matter what he’s been sell- 
ing,” Vetter said, “If he knows peo- 
ple and can sell, we’re sure he will 
be able to sell our cars.” 

Oberling salesmen are expected 
to sell six to eight vehicles a month, 
he continued, with four the rock 
bottom. 

Since Portsmouth is a relatively 
small town, where a strike can 
cause very slow buying, the men 
are guaranteed a $200-$300 per 
month paycheck, he said. 

“The guarantee is strictly in- 
surance, though,” Vetter added. 
“If people are buying, our men 
are expected to be way above the 
guarantee.” 

To help keep enthusiasm high, 
he said, the dealership runs many 
contests. Offering a $25 prize for 
the first deal of the day is one 
method of eliminating a slow-start- 
ing sales group. 

“Still,” emphasized Vetter, “with- 
out being able to recognize a pros-| 
pect, there just wouldn’t be a sale. 
We can train our men, work with 
them and encourage them, but un- 
less they know a buyer when they 
see one, they’re not for us.” 

In the 1959 model year, he said, 
the dealership sold 64 new Dodges, 
17 new trucks, 145 used cars and 
18 used trucks. 
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with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Ceryfic and aff present-day finishes. 











**Red”’ Killian first climbed behind 
the wheel of a truck when he was 14 
years old—wheeling logs down from 
the mountains of Idaho. And he’s 
been interested in trucks ever since. 

So this WuHITE distributor knows 
trucks and truckers. Knows their 
problems and how to solve them. He’s 
been with the Jones White Truck 


WORLD LEADER IN HEAVY DUTY TRUCKS 


Company since 1947. Assumed full 
responsibility of management in 1953. 
Today, the company he heads has just 
moved into new quarters—15,000 
square feet of floor space and 85,000 
square feet of surfaced outside area. 

“The building was designed,”’ says 
Mr. Killian, ‘‘to increase our efficiency 
in meeting the needs of our customers’ 





maintenance requirements and, at the 
same time, to provide for further ex- 
pansion as our needs increase—and 
we expect they will!” 

The future looks good for this dy- 
namic WHITE distributor! 


THE WHITE Motor CoMPANY 
CLEVELAND 1, OHIO 
Branches, distributors, dealers in all principal cities 


..6O YEARS OF LEADERSHIP 


WHITE 
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WANTED 


DEALERS FOR THE NOVI DELUXE 
AUTOMOBILE AIR CONDITIONERS 





AAA AA 
x 4 4 = | /\/' 


AMKAAK 
ee 





QUALITY 
PERFORMANCE 
PRICE 





NOVI no. 


Superior Cooling 
Beautiful Design Advanced Engineering 
Greatly Reduced Installation Time 


Adapter kits packaged and sold separately for greater flexibility in 
sales, Five Novi warehouses assure fast delivery and lower inventory 
investment. 


90 DAY WARRANTY ON PARTS 


SPECIAL in eal died 
DEALER ‘] 8 2 Pe Seeman 
PRICE included. 


F.O.B. nearest Novi warehouse 


NOVI SALES AND SERVICE CO., INC. 


WAREHOUSES: 2501 South Grand Avenue, Los Angeles, Calif. * 2112 West 
7th Street, Fort Worth, Texas * 2932 Troost Avenue, Kansas City, Missouri 
20830 Coolidge Hwy, Detroit, Mich. * 190 Fourteenth St., N.W., Atlanta, Ga. 


For information, write Novi Sales and Service, 20830 Coolidge Hwy, Detroit, Michigan 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Columbia, S. C. 


December saw a total of 403 new 
cars sold in Richland County and 
Columbia, S. C., compared with 330 
a month earlier. 

By makes, registrations were: 
Ford, 104; Dodge, 49; Plymouth, 
30; Chevrolet, 29; Rambler, 22; 
Volkswagen, 19; Buick, 15; English 
Ford, 15; Pontiac, 15; Chrysler, 14; 
Oldsmobile, 14; Fiat, 11; Renault, 
11; Mercury, 10; Studebaker, 8; 
Checker, 5; Opel, 4; Cadillac, 3; 
DeSoto, 3; Metropolitan, 3; NSU, 3; 
Saab, 3; Vauxhall, 3; Imperial, 2; 
Edsel, 1; Lincoln, 1, and miscellan- 
eous, 6. 

New-truck registrations num- 
bered 35 in December, compared 
with 71 the previous month. By 
makes: Ford, 15; International, 5; 
Chevrolet, 3; Dodge, 3; GMC, 3; 
| Volkswagen, 3; Mack, 1, and mis- 


|cellaneous, 2. 
* * 


Milwaukee 


A total of 42,033 new cars was 
registered in Milwaukee County in 
1959, compared with 31,460 a year 
| earlier. 


(Continued from Page 10) 


Jan, 9-17—Memphis Auto Show, Ellis Audi- 
torium, Memphis. . 
* * 





General 
Feb. 7-9—Automotive Affiliated Represen- 
tatives meeting, Manhattan Hotel, New 


York, 

Feb. 10-13—Automctive Service Industries 
Assn. Show, Coliseum, New York, 

March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers' Assn., Queen 
Elizabeth Hotel, Montreal. 

March 21-25—National Assn. of Fleet Ad- 
ministrators, Inc, annual convention, 
Sheraton-Cadillac Hotel, Detroit. 

May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D : 

Sept. 6-16, 19 Production 
Show, Navy Pier Chicago. 

Sept. 6-16, 1960—Machine Fool Exposition, 
International Amphitheatre, Chicago, 


Engineering 


THE €) MOST LOGICAL REASONS WHY 
TAU eee 


SORGWARL 


Practically the same specifications as another well known West German 


car, yet sells for $1,000 less! 





@ youn ENJOY THE HIGHEST 
MARKUP IN THE AUTO INDUSTRY. 


@ your CUSTOMERS WANT THE 
BORGWARD. Consumer demand in- 


built 
creases year after year. 


cost! 


€% YOU’LL SELL THE MOST TROU- 
BLE-FREE CAR IN TODAY’S MARKET. 
You’re not bothered with irritating 
“come-backs” for repairs and ad- 
justments. 


they 


FOR THE FULL STORY 
CALL OR WRITE TODAY! 


MPORTE 
CAR - 


1717 Broadway, New York 19,N.Y. 
COlumbus 5-6494: 


Borgward has more “extras’ 





And here are 3 more: 


Borgward sales don’t pivot 
on deals... this high quality 
car meets your customers 
most exacting demands. 


, 


right in at no extra 


Your Borgward owners be- 
come your best salesmen— 


pre-sell their friends. 


Jack Sterling Sells Borgward 
Every Morning on WCBS Radio 





were: Ford, 10,216; Chevrolet, 8,- 
226; Rambler, 5,072; Oldsmobile, 
3,534; Pontiac, 3,267; Buick, 2,143; 
Plymouth, 2,126; Dodge, 1,301; Cad- 
illac, 946; Mercury, 709; Studebaker, 
587; Chrysler, 363; Falcon, 279; 
‘DeSoto, 237; Corvair, 204; Lincoln, 
164; Edsel, 147; Willys, 129; Dart, 
116; Imperial, 88; Valiant, 24, and 
miscellaneous, 2,137. 
* * * 
North Carolina 

A total of 6,564 new cars were 
sold in North Carolina in December, 
compared with 8,191 in the year- 
earlier month. 

By makes, December registrations 
were: Ford, 1,867; Falcon, 613; 
Chevrolet, 605; Plymouth, 422; 
Dodge, 326; Rambler, 295; Pontiac, 
276; Oldsmobile, 242; Corvair, 220; 
Buick, 215; Studebaker, 211; Mer- 
cury, 193; Cadillac, 63; Chrysler, 63; 
DeSoto, 33; Lincoln, 32; Edsel, 24; 
Valiant, 17; Willys, 8; Imperial, 7, 


and miscellaneous, 832. 
* * 


* 
Hartford 
A total of 1,618 new cars were 
sold in December in Hartford, com- 
pared with 2,056 a year earlier. 





By makes, sales were: Ford, 301; 


Rambler, 163; Chevrolet, 161; Piym- 
outh, 156; Falcon, 96; Dart, 85; Pon- 
tiac, 62; Mercury, 48; Oldsmobile, 
44; Buick, 41; Valiant, 40; Corvair, 
38; Studebaker, 37; Dodge, 33; 
Chrysler, 25; Cadillac, 19; Lincoln, 
14; DeSoto, 10; Edsel, 7; Imperial, 
1, and miscellaneous, 237. 





Dealers with Boat Lines 
Face Bright Future 


MINNEAPOLIS.—B oats and 
marine gear may continue to be 
an increasingly popular sideline 
for auto dealers, Thirty-nine 
million boating fans spent nearly 
$2% billion for recreational boat- 
ing in 1959, according to an esti- 
mate by H. B. Atwater, president 
of the marine productions divi- 
sion, McCulloch Corp. 

A recent trade survey predicted 
an increase of 135 percent in out- 
board motor sales by 1970, while 
boats were expected to jump to 
162 percent and boat trailers 245 
percent. 








Longevity Aids Pontiac Deal .. . 


Midtown Site 


Jaeger Likes 


By Benn Oliman 
Staff Correspondent 

MILWAUKEE. — The migration 
to the outskirts hasn’t claimed 
Jaeger Pontiac, one of Milwaukee’s 
oldest dealerships. The company, 
formed in 1926, has retained its 
midcity location, and it continues 
to move its share of new and used 
cars. 

According to Vice-President 
Harry Petrie, “People know 
where you are. If they feel you 
have something good to offer, 
they will come to you.” 

Entering its 34th year, Jaeger 
Pontiac finds longevity a tangible 
benefit, Petrie said. Experience and 
contacts gained in more than three 
decades are proving worthwhile 
assets. 


“The public feels that any dealer | 
that has been selling cars as long 
as we have must be trustworthy,” 
he explained. 

Experience also has taught Jae- 
ger officials the importance of a 
profitable backshop operation. Two 
principles guide their service de- 
partment: Do what the customer 
wants done and get the work out 
when promised. 

An efficiently operated shop, 
staffed with experienced mechan- 

ics who know their jobs, is one 
of a dealer’s top assets, Petrie 
said. 

“A good shop earns its share of 
a company’s profits, and it also 
helps sell new cars,” he declared. 
“Most people know that they are 
buying a complicated piece of ma- 
chinery when they purchase a car. 
They want to be assured of good 
service.” 

Petrie’s advice to dealers: “If you} 
are proud of the quality of your 
service department, sell it strong. 
It is a terrific selling point.” 

Maintaining a balanced stock on 
Jaeger’s several used-car lots is an 
increasingly acute problem. Accord- 
ing to Petrie, the headache is being 
solved by wholesaling some trade- 
ins. The new system was begun 
about a year ago. 

“We set.a time limit for each 
unit we put on our used-car lots,” 
Petrie said. “Our plan calls for 
keeping a used car no longer 
than 30 days. 

“If a car doesn’t show indications 
that it will be moved in that period, 
we wholesale it and put another 
one in its place.” 

Petrie says the wholesaling pro- 
gram'perks up the salesmen. “They 
get tired of looking at a car that 
can’t find a buyer—and so does the 
public,” he said. 

Not all of today’s car-selling 
problems are directly attributable 
to dealers, according to Petrie. He 
believes the poor buying habits of 





the American public should bear 
some of the blame, and he cites 
credit as an example. 

“Today,” he said, “a lot of people 
insist on buying cars on a _ shoe- 
string. They want cars they know 
they can’t afford. 

“The result is that dealers get 
orders that fall apart because the 
prospect’s credit is weak. 


“These are people who should be ; 


buying a used car—not a new one. 
Or they should buy a ’55 instead 
of a ’59. Too many people today are 
reaching higher than they should.” 


Plymouth Begins 
Economy Tests 


On Demo Models 


DETROIT.—An invitation to 
American motorists to conduct their 
own personal economy tests of the 
’60 Plymouth was made last week 
by Plymouth. 

Plymouth dealers opened a na- 
tional “prove-it-yourself” economy 
drive promotion Feb. 1, providing 
regular demonstrator models of the 
new Plymouth for driving in econ- 
omy tests. 

The test cars are equipped with 
special testing equipment from 
which fuel is fed directly to the 
carburetor at the flick of a switch 
for precise measurement of the gas- 
oline consumed. 

L. T. Hagopian, Plymouth direc- 
tor of advertising and sales pro- 
motion, said, “We're convinced the 
Plymouth ‘prove-it-yourself’ econ- 
omy drive will interest many people 
as an intriguing way to get first- 
hand proof of Plymouth’s outstand- 
ing fuel economy.” 


Car-Theft Ring 
Reported Broken 


TORONTO.—Detectives here said 
they have cracked a $100,000 stolen- 
car ring which specialized in only 
the most expensive cars. 

Operating since last summer, the 
ring had stolen 20 cars in U. S. and 
Ontario cities, police said. They 
added that they have recovered 16, 
most of them Cadillacs. 

Two auto dealers were held on 
charges of possessing stolen cars, 
police said. They were identified as 
Joseph Natale, 25, owner of Fla- 


he tin 


Uni nce lata dn oan: 


mingo Motors, and Angelo Catsig- 


lioni, 33, operator of Castle Motors, 
Ancaster. 

Police said the stolen cars were 
registered as new vehicles on stolen 


new-car registration forms, These | 


were sent in on letterheads stolen 
from a Toronto dealer, police 
added. 
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dr., $410, 
'55 Fairlane (8) 4-dr., $500*; 
(8) 4-dr., $435*, $375, 

’54 Custom (6) 4-dr., $280*; 2-dr., $200*; 

Crest (8) 2-dr. Victoria, $240. 
MERCURY—’57 Montclair 2-dr. hardtop, 
$1,175*, $820*. 

’55 Monterey station wagon, $480*. 

’54 Montclair conv., $400*. 

’53 Monterey 2-dr, hardtop, $155*. 
NASH—’55 Ambassador (6) 2-dr., $200*. 
OLDSMOBILE—’58 (88) Super 4-dr., $1,- 

800* (ps); (98) 4-dr. Holiday, $1,750*. 

’57 (88) 4-dr, Holiday, $1,225* (ps), 
$1,050* (ps). 

’56 (98) 4-dr. Holiday, $920* (ps); (88) 
2-dr. Holiday, $810*, $770*; 4-dr. Holi- 
day, $735* (ps). 

’55 (88) 2-dr. Holiday, $570* (ps); 2-dr., 
$480*. 

’54 (88) 2-dr. Holiday, $380*. 

’53 (88) Super 4-dr., $147*. 
PACKARD—’55 Clipper 4-dr., $670* (ps). 
PLYMOUTH—’'59 Plaza (8) 4-dr., $1,510. 

'57 Belvedere (8) 4-dr. hardtop, $1,000*; 
Savoy (8) 4-dr., $820; Plaza (6) 2-dr., 
$660". 

’56 Savoy (8) 2-dr., $535*; Plaza (6) 2- 
dr., $350. 

’55 Plaza (6) Suburban, $450. 

PONTIAC—’60 Ventura 4-dr. Vista, 
000* (ps). 

’56 Chieftain 4-dr., $460*, 
RAMBLER—’58 Custom (6) Cross Coun- 

try, $1,300*. 

’57 Rebel (8) 4-dr., $780*, 

55 Custom Cross Country, $550*. 
STUDEBAKER—’58 Champion (6) station 

wagon, $820. 
8 ; MISCELLANEOUS—’'57 Willys Jeep %-ton 
pickup, $1,120. 
"658 ’56 Willys Jeep station wagon, $900, 
Dec. ’54 Ford %-ton pickup, $400. 
'46 Willys Jeep, $400, $390, 


Custom 


$3,- 


Prices of '60s added and ’52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

* + 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of Jan, 26. 
BUICK—’58 Limited conv., $2,195* (ps). 

’57 Special 2-dr. Riviera, $1,250*. 
CADILLAC—'60 (62) 2-dr. hardtop, $5,- 

725* (ps). 
‘56 (62) 2-dr. hardtop, $1,775* (ps). 


CHEVROLET—’60 Corvair 
015*, $1,565*. 

'59 Parkwood (8) 4-dr., $2,375*, $2,275* 
(ps); Impala (8) sport sedan, $2,265* 
(ps), 2 at $2,225* (ps); Country Sedan 
(8) 4-dr., $2,225* (ps); Bel Air (8) 
4-dr., $1,945* (ps), $1,025* (ps), $1,- 
850* (ps); Bel Air (6) 4-dr., $1,770. 


58 Brookwood (8) 4-dr., $1,745* (ps), 
$1,650* (ps), $1,590*; Yeoman (6) 4- 
dr., $1,640; Bel Air (8) sport sedan, 
$1,565* (ps), $1,560* (ps); 4-dr., $1,- 
555* (ps); Biscayne (8) 4-dr., $1,475* 
(ps), $1,395*, $1,380*; Biscayne (6) 
4-dr., $1,385*, $1,200; Delray (6) 2- 
dr., $1,225. 

‘57 Two-ten (8) station wagon, $1,425; 
4-dr., $1,225* (ps); 4-dr. hardtop, 


$1,090; One-fifty (8) 2-dr., $935; One- 
fifty (6) 2-dr., $890. 

’56 Country Sedan (8) 4-dr., 
Bel Air (8) conv., $980*; 


$1,050*; 
2-dr., $775*; 


(6) 4-dr., $2,-| 


Two-ten (6) 2-dr., $935*; 4-dr., $875, | 
$800, $785; Two-ten (8) 4-dr., $920*, 
$890. 


’55 Bel Air (8) 2-dr., $805*, $795*; Two- 
ten (6) 4-dr., $650*. 

’54 Two-ten 2-dr., $360. 

’53 Bel Air 2-dr, hardtop, $450; 
$355; Two-ten 4-dr., $260*. 


DeSOTO—’'55 Firedome 4-dr., $560* (ps). 


DODGE—’56 Coronet (8) 2-dr., $590. 
’55 Coronet (8) Suburban 2-dr., $615. 
"53 Coronet (8) 2-dr. hardtop, $260*. 


4-dr., 


’52 Coronet (8) 2-dr, hardtop, $195. 

FORD —'59 Galaxie (8) 4-dr., $2,350* 
(ps); conv., $2,250* (ps), $2,170* 
(ps); Country Sedan (8) 4-dr., §$2,- 
110*, $2,095*, $2,095* (ps); Custom 
(8) 4-dr., $1,750* (ps). 

*58 Country Sedan (8) 4-dr., $1,640* 
(ps), $1,600* (ps), $1,490*; Fairlane 
500 (8) 2-dr. Victoria, $1,495* (ps); 
Custom 300 (8) 4-dr., $1,275*; 2-dr., 
$1,215, $1,210, $1,140. 

"57 Country Sedan (8) 4-dr., $1,495* 
(ps), $1,350* (ps), $1,320*; Custom 
300 (8) 4-dr., $1,100*; Ranch Wagon 
(8) 2-dr., $1,050, $895, $870; Custom 


(8) 2-dr., $975. 
’56 Fairlane (8) 4-dr., $865; 2-dr. Vic- 
toria, $825*; Ranch Wagon (6) 2-dr., 


$835; Custom (8) 4-dr., $775, $710*. 

’55 Fairlane (8) 2-dr. Victoria, $740; 
Ranch Wagon (8) 2-dr., $600; Main 
(6) 2-dr., $400. 


"54 Custom (8) 4-dr., $400. 
’53 Custom (8) 4-dr., $325, $295*. 
IMPERIAL—’58 Crown 4-dr. hardtop, $2,- 
795* (ps). 
LINCOLN—’53 Capri 2-dr. hardtop, $250* 
(ps). 
MERCURY—’58 Montclair 2-dr. 
$1,770* (ps). 
’53 Monterey 2-dr. hardtop, $375*, 
OLDSMOBILE—’59 (98) 2-dr. Scenic, $2,- 
795* (ps). 


hardtop, 


Frequency Rates: Listing (maximum: three | es 





COLORADO 


Denver Auto Auction 
95 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


@ "DUAL RING" 2 lines running simultane- 
ously. 


© Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 

Fair management, 


MICHIGAN’S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-318! 








aN Cee 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


Aptco 





19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 

















’57 (88) 2-dr. Holiday, $1,420* (ps), 
"55 (88) 4-dr. Holiday, $830*; (88) 
Super 2-dr. Holiday, $790*. 
’54 (98) conv., $495* (ps), 
PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
445*; 2-dr., $1,275*; Savoy (8) 4-dr., 
$1,100*, $1,075. 
’56 Belvedere (8) 4-dr., $805*. 
’55 Belvedere (8) 2-dr., $605*. 
PONTIAC — '55 Chieftain 2-dr. Catalina, 


$735*. 
’53 Chieftain 4-dr., $250*. 
RAMBLER—’59 Super (6) Cross Country, 
$1,895; 4-dr., $1,625. 
’55 Custom Cross Country, $805*. 
MISCELLANEOUS—’57 Ford (6) 
pickup, $975. 
’55S Ford (6) %-ton pickup, $580. 
54 Ford (8) %-ton pickup, $350. 
’53 Ford (8) %-ton pickup, $560, $475. 


ALBANY 


Tim Anspach Dealer's Auto Auction. 
Sale every Monday, Prices are for sale of 
Jan, 25. Most prices held steady, Car re- 
ceipts were again lower than last year. 
Car quality was much above the normal 
average. Sold 114 cars from 139 consign- 
ments. 

BUICK—’59 Special 4-dr., $2,100*. 

’5S Special 2-dr., $1,230*. 

‘57 Special 2-dr. Riviera, $1,000*; 4-dr., 

$875*. 

56 RM 4-dr. Riviera, $750* (ps). 

’55 Special 2-dr., $450*; Super 2-dr. Riv- 

iera, $320* (ps). 

’54 Special 2-dr., $155* (ps), 
CADILLAC—’55 (62) 2-dr., $1,355* 

’54 (62) 4-dr., $720* (ps). 

*51 (62) 4-dr., $120*. 
CHEVROLET—’59 Bel Air (6) 2-dr., $1,- 


¥% -ton 


(ps). 


(Copyright, 1960, by Automotive News) 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 


475". day. Prices are for sale of Jan. 27. 

’58 Nomad (6) 4-dr., $1,600*; Bel Air| BUICK—’58 Special 4-dr., $1,625* (ps). 
(8) 4-dr., $1,350*; Biscayne (8) 4-dr., ’57 RM 2-dr., $1,200* (ps); 2-dr. Rivi- 
$1,250*; 2-dr., $1,125; Biscayne (6) era, $1,160* (ps); Special 4-dr., $925*. 
2-dr., $1,125. ’56 Special 2-dr. Riviera, $810*; 2-dr., 

’57 Bel Air (8) conv., $1,250*; 4-dr., $1,- $560". 

230*, $1,000*; T wo-ten (8) station ’55 Super 2-dr. Riviera, $570* (ps); Spe- 
wagon, $1,175*; Two-ten (6) 4-dr., cial 2-dr, Riviera, $465*, $440*, $400*; 
$950*; 2-dr., $950*. RM 2-dr., $450*, 

’56 Two-ten (8) station wagon, $910*,| CADILLAC—’58 (62) 2-dr. hardtop, $2,- 
$750; 2-dr., $710*; Two-ten (6) 2-dr., 675* (ps). 
$610; Bel Air (8) 4-dr., $835*; One- ’57 (62) 2-dr. hardtop, $1,950* (ps). 
fifty (6) 2-dr., $560. ’56 Eldorado conv., $1,500*. 

’55 Bel Air (8) conv., $765*; 2-dr.,| CHEVROLET—’59 Impala (8) conv., §2,- 
$650; Bel Air (6) 2-dr., $665; Two-ten 170; sport sedan, $2,115* (ps), $1,- 


015*; 4-dr., $2,080* (ps), $2,060* (ps); 
Bel Air (8) 2-dr., $1,670*, $1,650*. 
’58 Impala (8) 2-dr, hardtop, $1,690* 
(ps), $1,405*; Bel Air (8) sport sedan, 
$1,470* (ps); 4-dr., $1,410* (ps); sport 


(6) 2-dr., $660. 
’54 Bel Air 2-dr., $475. 
’52 Deluxe 2-dr. hardtop, $140*, 
CHRYSLER—’57 Saratoga 4-dr., 
(ps). 


$1,125* 


coupe, $1,365*; 4-dr., $1,250*; Bis- 

DeSOTO—’57 Firedome 4-dr., $950* (ps). cayne (8) 2-dr., $1,200*, $1,175*; Bis- 

FORD—’60 Country Sedan (8) 4-dr., $2,- cayne (6) 2-dr., $1,100*; Delray (6) 
550*. 2-dr., $1,100, 


’59 Thunderbird (8) 2-dr, hardtop, $2,- ’57 Two-ten (8) station wagon, $1,225* 


860* (ps); Fairlane (8) 2-dr., $1,500: (ps); Bel Air (8) sport sedan, $1,200* 
Custom 300 (8) 2-dr., $1,500, $1,335. (ps); One-fifty (8) 2-dr., $750. 

’58 Country Sedan (6) 4-dr., $1,430* 56 Two-ten (8) station wagon, $935*; 
(ps); Ranch Wagon (8) 4-dr., $1,400*; Delray, $725*; 4-dr., $675; 2-dr., 


2-dr., $1,200*; Fairlane (8) 4-dr., $1,- $580"; Bel Air (8) 4-dr., $830%; 2-dr. 





hardtop, $770*. 

‘55 Bel Air (8) sport coupe, $700*; No- 
mad (8) 2-dr., $600*; Two-ten (8) 4- 
dr., $600*; 2-dr., $560*, 

"53 Two-ten 4-dr., $280. 


250*; Fairlane (6) 2-dr., $990, $930; 
Fairlane 500 (8) 4-dr., $1,200*. 

‘57 Fairlane 500 (8) 2-dr. Victoria, $1,- 
100*, $950*; 4-dr., $980*; 2-dr., $950*; 
DelRio (8) 2-dr., $970*; Country Sedan 





(8) 4-dr., $970*; Fairlane (8) 4-dr., | CHRYSLER—’57 NY 4-dr., $1,530* (ps). 
$935* (ps). $860*; Custom 300 (8) 4-| DeSOTO—’57 Firedome 4-dr., $1,150*, 
dr., $460, $800* 


’56 Country Sedan (8) 4-dr., $770* (ps); ‘56 Firedome 2-dr, hardtop, $740*, $690* 
Ranch Wagon (8) 2-dr., $750* (ps), 
$685; Ranch Wagon (6) 2-dr., $570*; 
Fairlane (8) 4-dr., $700*; 2-dr., $600*; 
Custom (8) 2-dr. Victoria, $700*; 2- 


(ps). 

DODGE—’59 Coronet (8) 2-dr. hardtop, 
$1,785*. 
(Continued on Page 50, Col. 2) 


; $4.00, 13-times; $3.50, 


Rates contact Want Ad 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 


NORB RUCH 
Twin Ring Selling 











Need hard to get parts? Automotive News’ 
Want Ads get quick results. 





NEW JERSEY 


OVER 500 CARS EVERY WEEK 


attracting the East's best-known buyers 


NO HOUSE CARS! 


At the Crossroads of the East 


Cer at 


Dual Lane Sa 


Te dS) 


uctioneers 


NATIONAL AUTO 


DEALERS EXCHANGE 


AX 


NEW JERSEY NEW YORK 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check an 
Title Protection. (Wed.). 





Minutes from New York City 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


TENNESSEE 








EXCLUSIVELY FOR AUTO DEALERS 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 
insured B [2 a He ee 
AUCTION INSURANCE AGENCY, TEXAS 

Birmingham, Alabama " 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 








AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 2-9503 
WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 


12 Years Fair Dealing 





3202 E. 





NEW YORK 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


Auction Checks Issued 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 








TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 
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Acme Paint Sees 
Bright Future on 
75th Anniversary 


DETROIT. — Acme Quality 
Paints, Inc., which recently marked 
its 75th anniversary, is optimistic 
about its continued growth, 

“We have complete confidence in 
our future,” said Gordon H, Robert- 
son, vice-president and general 
manager, “We started our business 
in Detroit 75 years ago; we have 
grown and prospered, and we're 
here to stay. 

“Our sales volume during the last 
10 years has increased $4 million, 
and we expect this rate of growth 
to continue during the next dec- 


'57 Coronet (8) 4-dr., $950*. 
’55 Coronet (8) 4-dr., $400*. 


EDSEL—’58 Pacer 4-dr., $ 
FORD—’59 Galaxie (8) 2-dr., 

Country Sedan (8) 4-dr., 
500 (8) 2-dr. 
; Fairlane (8) 4-dr., $1,700* (ps); 
Custom 300 (8) 2-dr., : 


$2,075* (ps); 


(8) skyliner, 
(ps); 4-dr, Victoria, $1,405* (ps), 
390* (ps), $1,300*; 


Sedan (8) 4-dr., $1,325*, 
lane (8) 2-dr., $1,120*; 
‘57 Fairlane 500 | 


58 ‘Fairlane 
2-dr. Victoria, $1,- 


$1,200; Fair- 
4-dr., $1,055*. 


‘ ’ soe an Sedan 
4-dr., $1,165*, 
Wagon (8) 2‘ar., $950°. 

'56 Fairlane (8) 2-dr. 
conv., $705*; 2-dr., $695*, $625* ,$600*, 

, $585; Ranch Wagon S. 
Custom a 2-dr., 
Main (8) 2-dr., iw (ps) 

’55 Fairlane 
Sedan (8) 4-dr., 


MERCURY—’55 Monterey station wagon, 

; Custom 2-dr., a 
NASH—’'54 Ambassador (8) 2-dr., 
OLDSMOBILE—’59 


Acme’s annual production ex- Victoria, $760*; 


ceeds five million gallons of paint. 
In addition to the main plant here, 
the company has factories in Gar- 
land, Tex.; Newark, N. J.; Chicago, 
Cleveland, Los Angeles and Oak- 
land, Calif. 
Acme’s paint, 


es 


ba Country 
Main (8) 2- 


insecticides and 
automotive finishes are distributed 
throughout the world. The com- 
pany has been a subsidiary of 
Sherwin-Williams Co. since 1920. 


$2,645* (ps). 
(98) 4-dr., $1,610* (ps). 
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¢ Dealers net easy $12 per shop 
hour profit 

¢ Complete installation in 6 hours 
clears decks for another job 


© Customer confidence and national 
acceptance thoroughly established 
through POST advertising 


Dependable, precision-built MUSTANG RE- 


PLACEMENT ENGINES are proved big ticket, big 
profit items for any car dealer, garage or service sta- 
tion. Profit heaped on profit is assured from the sale 
of related parts plus liberal allowances you get on 
trade-ins. 


Wus 


comes as a complete 
package, with all the 
gaskets, all ready to 
uncrate and install as 
the sweetest running 
engine your customers 
ever had. Your jobber 
will cheerfully explain 
how to “get going” 
with the fabulous 
MUSTANG volume 

















"Better built for 
better performance’’ 


cooscceee Visit Our Booth 

4814-4816-1.A.S.1. Show 

Coliseum-New York City 
February 10-13 
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320 INTERNATIONAL ROAD GARLAND, TEXAS 





Used-Car Auction Prices 





(Continued from Page 49) 


’56 (98) 4-dr., $800* (ps); (88) 4-dr., 
$710; 2-dr. Holiday, $560*. 
55 (88) Super conv., $510*; (98) 4-dr., 
$425* (ps). 
PLYMOUTH—’59 Belvedere (8) 2-dr., $1,- 
500*; 4-dr., $1,500*, 
’58 Suburban (8) 4-dr. , $1,225¢,. 


57 Savoy (8) 2-dr. hardtop, $750*; 4- 
dr., $500* (ps). 
55 Plaza (8) 2-dr., $240*. 
PONTIAC—’59 Catalina 4-dr., $2,190*. 


'56 Chieftain 2-dr, Catalina, $455*, 
RAMBLER—'S9 Custom (8) Cross 
try, $2,000 
STUDEBAKER 57 Golden Hawk (8) 2- 
dr, hardtop, $975*. 


CHICAGO 


Greater Chicago Auto Auction, Sale 
every Thursday. Prices are for sale of 
Jan, 28, Sold 418 cars from 631 consign- 
ments. 

BUICK—’60 LeSabre 2-dr., $2,455*. 
’59 Electra 2-dr. hardtop, $2,450* (ps); 


Coun- 


Invicta 4-dr. hardtop, $2,360* (ps); 
LeSabre 2-dr, hardtop, $2,150*, §$2,- 
150* (ps), $2,000* (ps), 

"58 Super 4-dr,. Riviera, 1,600* (ps); 
Special 4-dr. Riviera, $1,495* (ps). 
’57 RM 2-dr. Riviera, $1,365* (ps); 
Century 2-dr, Riviera, $1,105* (ps); 
Special 2-dr. Riviera, $1,040* (ps); 

2-dr., $970*; 4-dr., $965*. 
dr. Riviera, $800*; Special 4-dr., 
$790". 

55 Special 4-dr, Riviera, 605* (ps); 
2-dr, Riviera, $265*; Century 2-dr. 
Riviera, $550*, $550* (ps); Super 4- 
dr., $420*, $380*. 

’54 Special 4-dr., $320*. 

53 Super 2-dr, Riviera, $275*. 

CADILLAC—’60 de Ville 4-dr. hardtop, 
$5,900* (ps). 

’59 de Ville 4-dr. hardtop, $4,350* (ps), 
$4,100* (ps), $3,945* (ps); 2-dr. hard- 
top, $4,$00* (ps); (62) 2-dr., $4,150* 
(ps); 4-dr., $3,825* (ps). 

58 (62) Sedan de Ville, $3,085* (ps); 
2-dr., $2,625* (ps). 

"57 (62) 4-dr., $2,220* (ps), $2,095* 
(ps); 2-dr., $2,150* (ps); conv., $2,- 
080* (ps); Sedan de Ville, $1,875* 
(ps) (60) Special 4-dr., $2,215* (ps). 

"56 (62) Coupe de Ville, $1,525* (ps); 
2-dr., $1,490*, $880*. 

"55 (62) Coupe de Ville, $1,410* (ps), 
$1,385* (ps), $1,350* (ps), $1,175* 
(ps); 2-dr., $1,325* (ps); 4-dr., $930* 
(ps). 

"53 (62) 4-dr., $325*. 

CHEVROLET—’60 Biscayne (8) 4-dr., $2,- 


425. 

’59 Impala (8) conv., $2,115* (ps); Bel 
Air (6) 4-dr. hardtop, $1,780*; 4-dr., 
$1,600; Bel Air (8) 2-dr., $1,660*; 
Biscayne (6) 2-dr., $1,400; Brookwood 
(6) 4-dr., $1,300. 

’58 Impala (8) 2-dr., $1,675* (ps); 
Brookwood (8) 4-dr., $1,385*, $1,300*; 
Bel Air (8) sport coupe, $1,385*, $1,- 
300*; sport sedan, $1,110*, $1,100*; 
Delray (8) 2-dr., $1,000. 

’57 Bel Air (8) sport sedan, $1,160", 
$1,135*. 

56 Bel Air (8) 4-dr., $900*; Bel Air 
(6) sport coupe, $775*; One-fifty (6) 
station wagon, $565; Two-ten (6) 2- 
dr,. $400. 

’55 Bel Air (8) sport coupe, $625*; 4-dr., 
$590*; Bel Air (6) 2-dr., $615; Two- 
ten (8) 2-dr., $480*; 4-dr., $250°. 

"53 Bel Air 4-dr., $210; Two-ten 4-dr., 
$205. 

CHRYSLER—’57 Windsor 2-dr. 
$725*. 

"55 NY 2-dr. hardtop, $670* (ps). 

’53 Windsor 4-dr., $225*. 

DeSOTO—’57 Firedome 4-dr., $925*. 

’56 Fireflite 4-dr., $700* (ps); 
dome 2-dr. hardtop, $590*. 

’55 Firedome 4-dr., $585* (ps). 

DODGE—’57 Coronet (6) 4-dr., $690*. 

56 Coronet (8) 4-dr. hardtop, $585* 
(ps). 

’55 Custom Royal (8) 4-dr., $485*. 

FORD — ’60 Fairlane (8) 4-dr., $2,300* 
(ps). 

’59 Thunderbird (8) conv., $3,300* (ps); 
Galaxie (8) 2-dr., $1,850%; Ranch 
Wagon (8) 4-dr., $1,600*; Custom 300 
(8) 2-dr., $1,500. 

5S Fairlane 500 (8) skyliner, $1,480* 
(ps), $1,385*; Fairlane (8) 4-dr., $1,- 
190*, $1,160*, $1,110*, $1,090*; 2-dr., 
$900; Fairlane (6) 4-dr., $1,125*, $1,- 
100*; Custom 300 (8) 4-dr., $1,060*; 
Custom 300 (6) 2-dr., $985. 

’57 Fairlane 500 (8) skyliner, $1,315* 
(ps); conv., $930* (ps); 2-dr., $800*; 
Fairlane 500 (8) 4-dr, Victoria, $840*, 
$815*, $750* (ps); Country Sedan (8) 
4-dr., $1,100* (ps); Custom 300 (8) 
4-dr., $965*, $750*, $725*; 2-dr., $805*, 
690*; Fairlane (8) 4-dr, Victoria, 
$855* (ps); 4-dr., $775*; Ranch Wag- 
on (8) 2-dr., $730, $680. 

‘56 Fairlane (8) 2-dr. Victoria, $770* 
(ps), $730*, $630*, $620*, (ps); conv., 
$375; Parklane (6) 4-dr., $645 (ps); 
Custom (8) 2-dr., $590*, $350; 2-dr. 
Victoria, $550* (ps); Ranch Wagon 
(8) 2-dr., $565*, $270. 

’55 Ranch Wagon (6) 2-dr., $600*; Fair- 
lane (6) 4-dr., $590*; Fairlane (8) 
2-dr, Victoria, $540*; 4-dr., $410*; 2- 
r., $355*; Custom (8) 2-dr., $300*. 

’54 Crest (8) 2-dr. Victoria, $555* (ps), 


hardtop, 


Fire- 





$330*. 
’53 Country Sedan (8) 4-dr., $380*; Cus- 
tom (8) 2-dr., $280*. 
IMPERIAL — ’57 Imperial 2-dr., $1,775* 
(ps); Crown 4-dr., $1,575* (ps). 
LINCOLN — ’'59 Premiere 4-dr. hardtop, 
$3,300* (ps). 
56 Premiere 2-dr., $890* (ps). 
’54 Capri 2-dr., $295* (ps); 4-dr., $250* 


(ps). 
MEROURY—’59 Colony 4-dr., $2,550* (ps). 
’58 Park Lane 4-dr. hardtop, $1,600* 
(ps); Montclair 2-dr. hardtop, $1,430*, 
$1,400* (ps). 
’57 Monterey 4-dr. hardtop, $1,015*; 4- 
r., $925*, $710; 2-dr, hardtop, $810*; 
Montclair 2-dr. hardtop, $810*. 
’56 Custom 4-dr., $515*; conv., $515*; 
2-dr., $425. 
’55 Montclair 2-dr., $575*; 
$290*. 


dr., $550*, $380* (ps). 
54 Monterey 4-dr., $350, 
NASH—’55 Ambassador (8) 4-dr., $595*. 
OLDSMOBILE — ’59 (98) 4-dr. Holiday, 
$2,675* (ps); 2-dr. Scenic, $2,650* 
(ps); (88) Super 2-dr, Holiday, $2,- 
500* (ps), $2,350* (ps); $2,275" (ps); 
(88) conv., $2,450* (ps), $2,400* (ps); 
2-dr. Holiday, $2,225* (ps). 
’58 (88) 2-dr. Holiday, $1,635* (ps). 


Monterey 2- 


$325. 
PONTIAC—’59 Catalina 4-dr. 


RAMBLER — 


CADILLAC—’56 (62) 
CHEVROLET—’60 Corvair (6) 4-dr., $1,- 


DeSOTO—’55 Firedome 4-dr., 
DODGE—’57 Royal 2-dr., 


FORD—’60 Falcon (6) 2-dr., 


MERCURY—’57 Monterey 2-dr., 


OLDSMOBILE—’59 


PLYMOUTH—’58 Savoy (8) 4-dr., 


PONTIAC—’59 Catalina 2-dr., 
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$1,410* 
(ps), 


"57 (88) 2-dr. Holiday, 
4-dr. Holiday, $1,315* 


(ps). 

’56 (88) 4-dr., $915*, $880*; 
day, $850*; 2-dr. Holiday, 
(ps); 
(ps) 


55 (98) 4-dr. Holiday, $700* (ps), $655* 


(ps); 2-dr, Holiday, $545* (ps); conv., 
$365* (ps); (88) Super 4-dr. Holiday, 
$685* (ps), $680*; (88) 2-dr. Holiday, 
$600* (ps), $450* (ps); 4-dr., $585* 
(ps), $580* (ps), $495* (ps), $480* 
4-dr, Holiday, $535* (ps); conv., $365* 
(ps). 

‘54 (88) Super 4-dr., $460* (ps); (98) 


4-dr., $425* (ps). 
"53 (88) 4-dr., $250*. 


PACKARD—’58 Clipper 2-dr. hardtop, $1,- 


350° (ps). 


PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,800*; Belvedere (8) 2-dr, hardtop, 
$1,680* (ps); 4-dr., $1,380. 

"58 Belvedere (8) conv., $1,275* (ps); 
4-dr. hardtop, $1,175*; Suburban (8) 
4-dr., $1,195*; Savoy (8) 4-dr., $1,- 
050*, $1,015*. 


’57 Belvedere (6) 2-dr. hardtop, $765*. 


’56 Belvedere (6) 2-dr., $570*%, $475*; 
Savoy (6) 2-dr., $410*. 
’55 Belvedere (8) 2-dr., $580*; Savoy 


(8) 2-dr., $560, $390; Plaza (8) 2-dr., 

Vista, $2,- 

540* (ps); conv., $2,190* (ps), 

’58 Chieftain 4-dr., $1,100*. 

’57 Star Chief 4-dr., $1,230* (ps); 
$1,140* (ps); 2-dr, Catalina, $1,020* 
(ps); Super 2-dr. Catalina, $950*; 
Chieftain 4-dr., $880*. 

’56 Chieftain 2-dr. Catalina, $510*; 4- 
dr, Catalina, $485*. 

’55 Star Chief Safari, $655*; 
lina, $525*, $250*; Super Safari, 

’54 Chieftain 2-dr. Catalina, $380* ; 
Chief 4-dr., $320* (ps). 

‘59 Ambassador (8) 4-dr., 

Super (6) 4-dr., 
$1,425; Custom (8) 
$1,400. 


conv., 


2-dr. Cata- 
$630*. 
Star 


$1,840* 
$1,500, 
Cross 


(ps); 
$1,450, 
Country, 


FLINT 


Flint Auto Auction, Sale every Wecdnes- 


day. Prices are for sale of Jan. 27. Prices 
were firm but shortage of good sharp cars. 
Sold 149 cars from 205 consignments, 

BUICK—’60 Electra 4-dr., 


$3,215* (ps). 

’59 Electra 4-dr, hardtop, $2,575* (ps); 
2-dr., $2,360* (ps); LeSabre 4-dr., $2,- 
355* (ps), $2,050*; 4-dr. hardtop, §$2,- 
240* (ps); 2-dr. hardtop, $2,275* (ps); 
Invicta 2-dr, hardtop, $2,300*. 

’58 Special Estate Wagon 4-dr., $1,900* 
(ps); 2-dr. Riviera, $1,675* (ps); Su- 
per 4-dr. Riviera, $1,680* (ps); 2-dr. 
Riviera, $1,675* (ps), $1,625* (ps). 

’57 Special Estate Wagon 4-dr., $1,275* 
(ps), $1,215* (ps); 2-dr, Riviera, $1,- 
090*; Century 4-dr., $1,135*; RM 4- 
dr., $1,130*. 

’56 Special 2-dr. Riviera, $780* 
Century Estate Wagon 4-dr., 
4-dr., $550* (ps). 

"55 RM 2-dr. Riviera, $725*; Special 4- 
dr., $630*; 2-dr., $370; Century conv., 
$430". 

’54 Special 2-dr., $365, $320*. 

’53 Super 2-dr. Riviera, $110". 

2-dr., $1,140* 


(ps); 
$735* ; 


(ps). 


825*. 

’59 Corvette (8) conv., $2,415; Impala 
(8) sport coupe, $2,305* (ps), §$2,- 
200*; conv., $2,285* (ps); 2-dr., $2,- 
155* (ps); Impala (6) 2-dr, hardtop, 
$2,030*; Kingswood (8) 4-dr., $2,100*; 
Parkwood (8) 4-dr., $2,065*, $2,010*; 


Brookwood (8) 4-dr., $1,785, $1,685*; 
Bel Air (6) 2-dr., $1,665. 

’°58 Impala (8) club coupe, $1,675* (ps); 
Bel Air (8) 4-dr. hardtop, $1,360*; 
4-dr., $1,415; Biscayne (6) 2-dr., $1,- 
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$1,225* (ps); Two- 
Two-ten (8) 


*56 Bel Air (8) 4-dr, hardtop, $855*, 
$805*; Two-ten (6) station wagon 4- 
r., $715; 4-dr., $700; Two-ten (8) 4- 
r., $610*, $585* (ps). 

55 Bel Air (8) station wagon 4-dr., 
$610*; 4-dr., $410*; Bel Air (6) 4-dr., 
$515; Two-ten (6) 2-dr., $520; Two- 
ten (8) 4-dr., $475*. 

’53 Bel Air 4-dr., $250; Two-ten 4-dr., 
$220. 

’49 Deluxe station wagon, $155. 

$355. 

$985* (ps). 

’55 Royal 2-dr. hardtop, $500*, 

’53 Coronet 4-dr., $110. 

$1,805. 


’59 Thunderbird (8) 2-dr. hardtop, §$3,- 
045*, $3,000* (ps); Galaxie (8) 2-dr., 
$2,075* (ps); Country Sedan (8) 4-dr., 
$2,035* (ps), $2,005* (ps), $1,980* 
(ps), $1,920*, $1,900*; Custom 300 (8) 
2-dr., $1,375*. 

’58 Country Sedan (8) 4-dr., $1,360* 
(ps); Fairlane 500 (8) 4-dr., $1,340*; 
Fairlane (8) 2-dr., $1,015; Custom 300 
(8) 2-dr., $1,085*. 

*57 Country Sedan (8) 4-dr., $980*; Cus- 
tom 300 (8) 4-dr., $800*; Custom 300 
(6) 2-dr., $710; Fairlane 500 (8) 2-dr., 
$785; Fairlane (8) 4-dr., $660*. 


045. 

’57 Bel Air (8) 4-dr., 
ten (6) 2-dr., $1,030*; 
2-dr., $930*. 


’56 Country Squire (8) 4-dr., $785*; 
Fairlane (8) 4-dr. Victoria, $765*; 
Custom (8) 4-dr., $665. 

55 Fairlane (8) 2-dr., $600*; conv., 
$475*; Country Sedan (8) 4-dr., $515*; 


Ranch Wagon (8) 2-dr., $450. 

’54 Ranch Wagon (8) 2-dr., $350; Cus- 
tom (6) 4-dr., $275; Crest (8) 2-dr., 
$215". 

53 Custom (6) 4-dr., $140*. 

$900*; 4- 
dr., $855*. 

’56 Monterey 2-dr., $400*. 

’55 Montclair 2-dr. hardtop, $300*, 

’54 Monterey 4-dr., $140*. 

(88) 4-dr. 

$2,290* 


Holiday, 
(ps), $2,- 


$1,015*; 2- 
4-dr. Holi- 


$2,350* (ps); 
250* (ps). 
'57 (88) 4-dr., 
dr. Holiday, $690*; 
day, $745*. 
’56 (88) Super 4-dr., $860* (ps), $745*. 
’55 (88) Super 4-dr., $470*, $400*, $350*. 
’53 (88) 2-dr. Holiday, $150*. 


4-dr., 


$1,200* (ps), 
(98) 


$815. 

’57 Belvedere (8) 4-dr., $625* (ps). 

"55 Savoy (8) 4-dr., $315, $315*; 4-dr. 
hardtop, $230; Plaza (6) 4-dr., $290. 

$2,290* 
(ps). 

’57 Chieftain 4-dr, Catalina, $1,075*; 2- 


r., $765* (ps). 


’56 Star Chief 4-dr., $655* (ps). 
’55 Star Chief 2-dr. Catalina, $545*. 
’54 Chieftain 2-dr., $305*, $115. 


RAMBLER—’58 Super (6) Cross Country 


4-dr., $1,265*. 


’56 Custom (6) 4-dr., $545*, $265. 


STUDEBAKER—’58 Champion (6) 2-dr., 
$655. 


(ps); 
$1,045* 
(ps); (98) 4-dr., $1,370* (ps), $1,280* 


4-dr, Holi- 
'$790°, $710* 
(88) Super 4-dr, Holiday, $830* 


$465. 
MISCELLANEOUS—’55 


Auction. 
for sale of Jan. 26. 


(ps). 
CADILLAC—’59 
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a 


’56 President (6) station wagon 2-ir., 


Chevrolet %-ton 
pickup, $510; Ford stake, $415*. 


’53 Ford tractor, $400. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Sale every Tuesday. Prices are 


BUICK—’59 Invicta Estate Wagon, £2,- 
680* (ps). 

’57 Super 4-dr. Riviera, $1,275* (ps); 
Special 2-dr. Riviera, $1,080*. 

55 Special conv., $780*; Super conv., 
$585* (ps). 

’54 Super 2-dr. Riviera, $615* (ps); Sve- 
cial 2-dr. Riviera, $480*; 4-dr., $200* 
(ps), $235*; Century 2-dr. Riviera, 
$475*, $425*; RM 2-dr. Riviera, $295* 


(60) Special 4-dr., $5,- 


100* (ps), $4,950* (ps); (62) 4-cr., 
$4,650* (ps), $4,270* (ps), $2,075* 
(ps); de Ville, 2-dr. hardtop, $4,620* 
(ps), $4,575* (ps). 

’58 (62) Coupe de Ville, $2,550* (ps), 
$3,535* (ps); 4-dr. hardtop, $3,395* 
(ps); 2-dr., $3,350* (ps); (60) Spe- 
cial 4-dr., $3,520* (ps). 

’57 (62) Sedan de Ville, $2,605* (ps); 
Coupe de Ville, $2,405* (ps); conv., 
$2,310* (ps); (60) Special 4-dr., $2,- 
340* (ps). 

’56 (62) conv., $1,400* (ps); 2-dr., $1,- 
385° (ps). 

’54 (62) conv., $875* (ps). 

’51 (60) Special 4-dr., $380*. 

’50 (62) 2-dr., $210*. 


CHEVROLET—’60 Corvair (6) 4-dr., $1,- 


995. 


59 Corvette (8) conv., $3,050*%, $2,700; 
Kingswood (8) 4-dr., $2,380* (ps); 
Parkwood (8) 4-dr., $2,375* (ps), $2,- 


305* (ps); Impala (8) sport coupe, 
$2,335* (ps). 


(Continued on Page 51, Col. 1) 


EFFECTIVE 
IMMEDIATELY 





announce weekly 


seminars 
inthe SUN! 


growth of new car 
dealer enrollment 
demands 52 rather 
than former schedule 
of 24 annual seminars 


Requests from new car dealers, to 
schedule attendance at CARS Rental 
System’s Seminars in the Sun, have 
outpaced expected interest. To adjust 
to this rapidly expanding enthusiasm 
for CARS method of renting, leasing 
and financing, the System’s Educa- 
tional Board is more than doubling 
the number of annual sessions. This 


-move insures that the enrollment at 


each Seminar can be small enough to 
permit individual attention to the 
problems of each new car dealer in 
attendance. 


With the Seminars conducted weekly 
—on Tuesday, Wednesday and 
Thursday—it is the hope of the 
Board that attendance can be limited 
to twenty persons. Each dealer can 
thus be a more active participant and 
leave with a more intimate under- 
standing of leasing and financing as 
it relates to his own local area. Being 
graduated from a small class, he will 
also have a closer relationship with 
CARS members from other areas 
and gain a quick understanding of 
the benefits available through this 
nationwide organization. 


The Seminars are under the joint 
sponsorship of the University of 
Miami and CARS Rental System. 
Sessions are held at the Galt Ocean 
Mile Hotel, Fort Lauderdale. 


Phone LOgan 6-4321 
or write for reservation 


—Lar1_ 


RENTAL SYSTEM 


Lease Leaders of the World 


Box 7126 Sunrise Station 
Ft. Lauderdale, Florida 
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'54 (88) 2-dr. Holiday, $425*, $155. 
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: ‘ : . Custom 300 (8) 2-dr., $750*, $715*;| °56 (88) 2-dr. Holiday, $875* ; 4-dr. 
2, eS ae "pad; Galaxie’ (S)" Starliner, 56 (62) Coupe de Ville, $1,500* (ps). 4-4. $650°. ag 2 — Holiday, $750* on eee ere ee ’58 Impala (8) 2-dr. hardtop, $1,450*; 
De, B70 (ee) | Sane en '56 Fairlane (8) 2-dr, Victoria, $790*,| ‘55 (88) 4-dr. Holiday, $550* (ps), $450* Biscayne (6) 2-dr., $1,145; Yeoman 
166 ‘Thunderbird (8), $8,600° (pe), $3,-| 99. om Sore 2S”. $740", $680* (ps), $640; Country (ps); 2-dr. Holiday, $525* (ps), $480°; (8) 2-dr., $1,090. 
2 ; - '¢ | CHEVROLET — ’60 Parkwood (8) 4-dr., Squire (8) 4-dr., $700*; Ranch Wagon 2-dr., $400*. (Continued on Page 52, Col, 3) 


475* (ps), 2 at $3,470* (ps), $3,285* 

— (ps), $3,070* (ps), $3,005*; Galaxie 
(8) 2-dr. Victoria, $2,255* (ps), $2,- 

250* (ps), $2,175* (ps); Country 

Squire (8) 4-dr., $2,180* (ps); Coun- 

try sedan (8) 4-dr., $2,165* (ps), $2,- 

150*; Fairlane 500 (8) 2-dr. Victoria, 

$2,050* (ps); Fairlane (8) 4-dr., $1,- 

825*; Custom 300 (8) 2-dr., $1,785* 

(ps); 2-dr., $1,765* (ps), $1,695 (ps). 

‘68 Thunderbird (8), $2,830* (ps); Fair- 

lane 500 (8) 2-dr. Victoria, $1,605* 

V (ps), $1,550*; conv., $1,470* (ps); 4- 





ny 


the Carton” 


Get Three 
Additional 


Discs FREE! 


vv 





dr., $1,445* (ps); Fairlane (8) 4-dr., 
$1,175*; Custom 300 (6) 4-dr., $1,030; 
2-dr., $1,020. 
'57 Country Sedan (8) 4-dr., $1,290* 
(ps); Fairlane 500 (8) conv., $1,200* 
(ps); 4-dr. Victoria, $1,135* (ps); 
Country Squire (8) 4-dr., $1,195* (ps); 
. Fairlane (8) 4-dr., $995*, $985* (ps); 
2-dr., $785*; Custom 300 (8) 4-dr., 
\ $895*; 2-dr., $835, $800; Ranch Wag- 
” on (8) 2-dr., $875*; Ranch Wagon (6) 









2-dr., $775*; Custom (8) 2-dr., $795. 

‘56 Fairlane (8) 2-dr. Victoria, $875* 
(ps); conv., $750* (ps); Country Sedan 
(8) 4-dr., $875, $630* (ps); Ranch 
Wagon (6) 2-dr., $800*. 

’55 Fairlane (8) 2-dr., $650, $525; conv., 
$600*; 4-dr., $525*; Custom (6) 2-dr., 
$500°. 

"54 Crest (8) 2-dr. Victoria, $365*; Cus- 
tom (8) 4-dr., $365*, $315*; 2-dr., 
$240*. 

53 Crest (8) conv., $350; 2-dr. Vic- 
toria, $275*, $225*, $215*; Custom (8) 
2-dr., $250; 4-dr., $200*, $105; Main 
(8) 2-dr., $125. 

’52 Ranch Wagon (8) 2-dr., $195*; Cus- 
tom (8) 2-dr., $150. 

IMPERIAL — '57 LeBaron 4-dr., $2,155* 
(ps). 

LINCOL? $775* (ps). 

"54 Capri 2-dr., $350* (ps). 

MERCURY—’'59 Monterey 2-dr., $2,150*. 

’58 Monterey 2-dr., $1,700* (ps); 4-dr. 
hardtop, $1,550* (ps); Country Sedan 
(8) 4-dr., $1,425* (ps). 

’57 Montclair 2-dr., $1,425* (ps). 

'56 Monterey station wagon, $985* (ps). 

"55 Monterey 2-dr., $700*; station wag- 
on, $620°*. 

’54 Monterey 2-dr., $300* (ps). 

53 Custom sport coupe, $380; Monterey 
2-dr., $335* (ps). 

"52 Monterey 2-dr., $110. 

—= — '53 Ambassador 4-dr. Custom, 
150°. 

OLDSMOBILE—’58 (88) Super 4-dr., $1,- 
675* (ps); (88) 4-dr. Holiday, $1,560°*. 

"57 (88) Super 4-dr. Holiday, $1,590* 
(ps), $1,410* (ps); (88) 2-dr. Holiday, 
$1,230* (ps), $1,085*. 

’56 (88) Super 2-dr. Holiday, $1,300* 
(ps); 4-dr. Holiday, $900* (ps). 

‘55 (88) Super 2-dr. Holiday, $940* 
(ps). 

"54 (88) Super 4-dr., $600*%; 2-dr. Holi- 
day, $505*. 

53 (98) 2-dr. Holiday, $260* (ps); (88) 
4-dr., $225* (ps). 

PLYMOUTH—’58 Belvedere (8) 4-dr. hard- 
top, $1,485* (ps), $1,450* (ps); 2-dr. 
hardtop, $1,335*; Plaza (6) 2-dr., 
$750 





oe 





Attention! 
ALL DEALERS AND SHOPS 
“Official” now makes available 


THREE FREE polishing discs 
to you with each carton 






"57 Belvedere (8) 2-dr. hardtop, $1,130*; 
4-dr., $1,000*; Savoy (8) 2-dr. hard- 
top, $880%; 4-dr., $825; Savoy (8) 
2-dr., $810. 

"56 Suburban (8) Sport 4-dr., $1,065; 


2-dr., $665* (ps). e e . 
‘55 Plaza (8) Suburban, $480. ou buy. This is the time f 
PONTIAC —'58 Chieftain 2-dr. Catalina, y Y- 
5fdt0". : hi y 

'S7 Safari 4-dr., $1,580* (ps). es 

"56 Star Chief 4-dr. Catalina, $850* to get in on this Se 2 







3 gee 


(ps); conv., $675*. 

55 Star Chief 2-dr. Catalina, $600*; 
conv., $535* (ps); Chieftain 2-dr., 
$295. 

’54 Chieftain station wagon, $260. 

"53 Chieftain 2-dr. Catalina, $200*; 4- 
dr., $175*. 

52 Chieftain 2-dr. Catalina, $125*. 
BLER—’58 Super (6) Cross Country, 
$2,560; Rebel (8) Cross Country, $1,- 

( 
t j ’55 Custom Cross Country, $725*, $575*. 
f 4 STUDEBARER—'6S Silver Hawk (8) 2-dr., 
§ 475° 
1. | MISCELLANEOUS—'59 Chevrolet (8) El 


"BIG THREE Bonus Offer. 


‘| ALL-PURPOSE DISC 





In Constant Use Internationally, ON MAJOR AUTOMOTIVE 
ASSEMBLY LINES, BY NEW AND USED CAR DEALERS, PAINTERS, 


POLISHERS AND REFINISHERS Setting the pace in this fast-growing family of polishing discs, 
the “Official” All-Purpose Polishing Disc is a rugged champion, acclaimed for every polishing need. 
Engineered especially for today’s conventional and acrylic lacquer finishes, it’s made of 100% combed 
virgin wool permanently secured to a rugged duck backing. Sizes 74” and 84" diameter, with %" and 
¥4" holes. Each disc is individually packaged in a moisture-proof, dust-proof polyethylene envelope. 





Kentucky Auctioneers 
Seek Licensing Law 

LOUISVILLE. — The Kentucky 
Auctioneers Assn. has reaffirmed 
its stand in favor of a law to 
license auctioneers. 

A bill will be introduced in the 
Legislature for such a licensing 
law. If enacted, it would make 
Kentucky the first state to license 

and regulate auctioneers. 
(a RR 


. Available through Your Local Automotive Jobber 


Copyright 1959— Official Products Co., Inc. 
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oa 
1 A {| fl 57 Bel Air (8) 4-dr .hardtop, $1,240*; 
{ 4 One-fifty (8) 4-dr., $800*. 
~~ ’56 Bel Air (8) 2-dr., $780; Two-ten (8) 


station wagon, $710*, 
’55 Bel Air (8) 2-dr. hardtop, $635*; Bel 
Air (6) 4-dr., $400. 
’54 Bel Air 4-dr., $305. 
’53 Two-ten station wagon, $250. 
CHRYSLER—’56 NY 4-dr., $750* (ps). 
’55 Windsor 2-dr. hardtop, $620* (ps). 
DODGE—’56 Custom Royal (8) 4-dr., 
$650*; Coronet (6) 2-dr., $475. 
’53 Coronet (8) conv., $225*, 
FORD—’60 Country Sedan (8) 4-dr., $2,- 
615* (ps). 
’59 Fairlane 500 (8) 4-dr. Victoria, $2,- 
225* (ps); Galaxie (8) 4-dr. Victoria, 
$2,105* (ps), $2,100* (ps); Custom 300 


PRODUGTION 


oi 


GREY IRON GASTINGS 


(8) 4-dr., 2 at $1,000. 
’58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
f — 210*; Ranch Wagon (8) 4-dr., $1,200*; 
ONE OF J HE NATION'S Fairlane (8) 2-dr., $1,040, 
, ” ’57 Country Sedan (8) 4-dr., $920*; 
~ “ a Ranch Wagon (8) 2-dr., $740; Custom 
LARGEST AND MOST MODERN (8) 2-dr., $655* (ps). 
- ’56 Fairlane (6) 2-dr, Victoria, $740*; 
Ts: = ~ . “oC 4-dr., $600*; Custom (8) 2-dr., $600*, 
PRODUCTION “FOUNDRIES $565. 
’°55 Ranch Wagon (6) 2-dr., $390*, 
" '54 Ranch Wagon (8) 2-dr., $280*, 
’53 Custom (8) 4-dr., $365, 
IMPERIAL—’58 Imperial conv., $2,200* 
$ (ps). 
FSOTARIISHET re MERCURY—’58 Monterey 4-dr., $1,425* 
Ser a (ps). 
'57 Commuter 2-dr., $920*. 
a ae hy ouighObiee 2s ie) ar, Howaay, 
$3,900* (ps). 
59 (98) 2-dr. Scenic, $3,155* (ps). 
FOUNDRY DIVISION. 58 (98) 4-dr, Holiday, $1,810* (ps). 
; ’56 (98) 2-dr. Holiday, $925* (ps); conv., 
$900* (ps); (88) 4-dr., $775* (ps). 


, . jo 4 ’55 (88) 4-dr. Holiday, $620* (ps). 
MAIN OFFICE FAND MANUFACTURING PLANT PLYMOUTH—’57 Suburban (8) 4-dr., 


190* (ps). 
CHATTANOOGA 2, TENNESSEE 


$1,- 


'55 Belvedere (8) 2-dr., $475* (ps). 
PONTIAC—’'59 Star Chief 4-dr. Vista, $2,- 


565* (ps); Catalina conv., $2,250* 
(ps). 
’57 Star Chief 4-dr. Catalina, $1,060* 
(ps). 
’52 Chieftain conv., $160*. 
STUDEBAKER—’54 Commander (8) 4-dr., 
$150. 
MISCELLANEOUS—’58 Chevrolet %-ton, 
$1,205. 


"57 Ford %-ton, $700*. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday. Prices are for sale of 
Jan, 27. Prices strong across the board on 
all makes and models. Clean, well-detailed 


AUTO WORK NUMBER TAGS 
Plastic or Metal 


cars bringing top dollar. Strong demand 

Easy and accurate way to for 1956 and older models. Sold 80 percent 
keep up with car, of 453 consignments. 

and labor. BUICK—’59 Invicta Estate Wagon, §2,- 

300* (ps); 2-dr. hardtop, $2,260* (ps). 


’58 Super 2-dr. Riviera, $1,675* (ps); 4- 














dr. Riviera, $1,555* (ps); Special 4-dr. 
Riviera, $1,450* (ps), 

‘57 RM 2-dr. Riviera, $1,260* (ps); 4- 
dr. Riviera, $1,150* (ps); Century 4- 
large 4” dr. Riviera, $1,200* (ps), $1,110* (ps); 
& 2-dr. Riviera, $1,040* (ps); Special 
easy to reed numbers. One side hes black num- 4-dr. Riviera, $1,160*; 2-dr. Riviera, 
bers (to indicate work completed); the other side $1,110*, $1,060*, $1,050* (ps); 4-dr., 

has red numbers (to indicate work has not been $1,100* (ps). 
’56 Special Estate Wagon, §975* (ps); 
an paaene TAGS WILL DIXIE SEAL & STAMP CO. 2-dr. Riviera, $775*, $735*; Super 2- 
bs 972 Atlanta 1 ia dr. Riviera, $835* (ps); 4-dr. Riviera, 

NOT SCRATCH CAR 83 Poplar St. + Box , Georg’ $790* (ps). 

CADILLAC—'59 (62) 2-dr. hardtop, §$4,- 
= 135* (ps); conv., $4,075**(ps); 4-dr., 

$3,925* (ps). 


730* (ps) 

‘59 Impala (8) 2-dr. hardtop, $2,220* 

4-dr. hardtop, $2,125* (ps), $2,- 
085* (ps), $2,075*; Kingswood (8) 4- 
r., $2,150* (ps); Parkwood (8) 4-dr., 
$2,075* (ps), $2,075*; Bel Air (8) 2- 
r., $1,880; 2-dr., $1,800*; Bel Air (6) 
2-dr., $1,660, $1,620*; Biscayne (8) 4- 
r., $1,630*. 

5S Impala (8) 2-dr. hardtop, 
(ps), $1,585*; Brookwood (8) 4-dr., 
$1,494*, $1,540* (ps), $1,525* (ps); 
Brookwood (6) 4-dr., $1,200; Bel Air 
(8) 4-dr. hardtop, $1,425*, $1,400*; 
Biscayne (8) 4-dr., $1,340*, $1,330*, 
$1,300*, $1,235*, $1,210*, $1,180*; 2- 
dr., $1,310*, 3 at $1,250*, $1,225*; 2- 
dr, hardtop, $1,220*, 

'57 Bel Air (8) 4-dr. hardtop, 2 
280*; 2-dr,. hardtop, $1,200*; Bel Air 
(6) 2-dr. hardtop, $1,075*; conv., $1,- 
050; Two-ten (6) 2-dr., $960, $790. 

"56 Bel Air (8) 4-dr. hardtop, $1,050*, 
$935*; 4-dr., $920*; Two-ten (8) 4-dr. 
hardtop, $890*; Two-ten (6) 2-dr., 
$660, $550; One-fifty (6) 2-dr., $465. 

’55 Bel Air (8) station wagon, $950*; 
Two-ten (8) 2-dr., $675; Two-ten (6) 
station wagon, $530; 4-dr., $520; 2-dr., 
$480. 

CHRYSLER—’'55 Windsor 2-dr. 
$550* (ps). 

'54 NY 4-dr., $200. 

*49 Windsor 4-dr., $200. 

DeSOTO—’57 Fireflite 2-dr. hardtop, §$1,- 
200* (ps); Firesweep station wagon, 
$1,100* (ps); Firedome conv., $1,035* 
(ps); 2-dr. hardtop, $950* (ps); 4-dr., 
ome. (ps). 

— "58 Coronet (8) 
— m0" (ps). 
’57 Custom Royal (8) 4-dr. hardtop, $1,- 


’58 (60) Special 4-dr. hardtop, $3,185* 
© (ps), $3,035* (ps). 
plates an ina as 57 (60) Special 4-dr. hardtop, $2,430* 
(ps). 
'55 (62) 2-dr. hardtop, $1,340* (ps). 
CHEVROLET—’60 Impala (8) conv., $2,- 
; Bel Air (8) 2-dr., $2,165. 


(ps); 


$1,675* 


at $1,- 





Ml STOP LOSING PLATES! 
FASTEN THEM QUICKLY, 
SECURELY with the world’s finest 


DEALER PLATE HOLDERS | 


e Fits any bumper 


hardtop, 





4-dr. hardtop, 


e Hardened aluminum end clips. 190*; Coronet (8) 4-dr, hardto 
Pp, $1,- 
Will not spread open or rust. 025*, $960; 4-dr., $850*, $775*; Sub- 
e H.D, steel wire springs, urban (8) 2-dr., $910*. 
tempered for long life. EDSEL—’'58 Citation 4-dr. hardtop, §$1,- 
e Simple and easy to attach 060* (ps), $1,000* (ps); Ranger 4-dr. 
to remove hardtop, $975*. 
» see “ FORD—’'60 Galaxie (8) starliner, $2,525* 
Zine plated for rust protection. (ps); Faleon (6) 2-dr., $1,750. 
e Immediate as as am a= a — ’59 Thunderbird (8) . hardtop, $3,- 
delivery 030* (ps); Country uire (8) 4-dr., 
SANDEE PRODUCTS CO. $2,250* (ps), $2,170*; Galaxie (8) 2- 


P.O. BOX 455 dr. Victoria, $2,125* (ps); Galaxie (6) 














Dept. A 4-dr., $1,510; Fairlane (6) 2-dr., $1,- 
DERBY, CONN. 610. 
R ’58 Thunderbird (8) 2-dr. hardtop, §$2,- 
ORDER NOW! Please rech penesinene eg ° 535* (ps), $2,450* (ps); Fairlane (8) 
CHECK/M.O. for $_____enclosed. 2-dr. Victoria, $1,515* (ps), $1,460*, 
{ $1,400*; 4-dr., $1,200; Fairlane (6) 
Siendie 4-dr., $1,200*, $1,160°; 2-dr., $1,150; 
Country Sedan (8) 4-dr., $1,350; 
peters, ‘ l Address Ranch Wagon (6) 2-dr., $1,120, §$1,- 
Agents Inquiries : 100*; Custom (6) 2-dr., $1,030*. 
invited. City Zone State ‘57 Fairlane (8) 2-dr, Victoria, $1,310* 














Used-Car Auction Prices 





(Continued from Page 51) 


$1,165*, $945*, $860*, $835* 

4-dr. Victoria, $900* (ps); Coun- 
try Sedan (8) 4-dr., $1,190*; Ranch 
Wagon (8) 2-dr., $990*; Custom (8) 
4-dr., $990*, $890*; Custom (6) 2-dr., 
$795, $735*. 

’56 Country Sedan (8) 4-dr., $905* (ps); 
Main (8) 4-dr., $800*; Country Squire 
(6) 4-dr., $750*, $600*; Custom (6) 
2-dr., $640*. 

‘55 Thunderbird (8) 2-dr. hardtop, $1,- 
595*; Country Sedan (8) 4-dr., $575, 
$550*, $480; Custom (8) 4-dr., $495; 
Custom (6) 4-dr., $310; Ranch Wagon 
(8) 2-dr., $475. 

'54 Country Sedan (8) 4-dr., $540* (ps). 

’53 Fairlane (8) 2-dr. Victoria, $395*; 


Used Imported 


Cars 


(ps), 
(Pps) ; 





ALBANY 
MG—’57 roadster, $1,21u. 
Renault—’59 4-dr., $685. 


BORDENTOWN, N. J. 
Fiat—’58 4-dr., $710. 


Ford (English)—’59 Anglia 2-dr., $680. 
Mercedes—’59 2-dr. hardtop, $3,075; 4-dr., 
$2,600. 


Morris—’59 station wagon 2-dr., $800. 
Volkswagen—’59 2-dr., $1,450, $1,400. 
’58 2-dr., $1,390, $1,150. 
"56 2-dr., $580. 


CALDWELL, N. J. 
Lloyd—’59 Alex 2-dr., $780. 


Renault—’57 Dauphine 4-dr., $600. 
Sunbeam—’56 Rapier 2-dr. hardtop, $540. 
CHICAGO 
Hillman—’58 4-dr., $805. 
Lloyd—’59 conv., $415. 


MG—’58 MGA conv., $1,250. 


Volkswagen—’56 sunroof 2-dr., $585. 


Volvo—’58 2-dr., $1,000, $930. 
DANVILLE, VA. 
Volvo—’58 2-dr., $1,085. 


DAYTONA BEACH, FLA, 
Ford (English)—’59 4-dr., $950; Anglia 2- 
r., $850. 
Renault—’60 Dauphine 4-dr., $1,390. 
Volkswagen—’60 2-dr., $1,650, $1,610. 
’57 Karmann-Ghia 2-dr., $1,400. 


DETROIT 
Fiat—’'59 600 2-dr., $650. 
Ford (English)—’'58 Consul 
Anglia 2-dr., $810. 
Isetta—’57 sunroof, $260. 
MG—’57, $1,000. 
Metropolitan—'58 2-dr., 
Volkswagen—'60 2-dr., 
550. 
’59 station wagon, $760. 
'56 sunroof 2-dr., $675. 


DYER, IND. 
Ford (English)-—'59 Anglia, $695, $605. 
MG—’56, $815. 


LOS ANGELES 


4-dr., $840; 


$900. 
$1,560, 2 at $1,- 





Fiat—’57 1100 4-dr., $650. 
Hillman—’53 conv., $210. 

MG—’58 MGA 2-dr., $1,550. 
Renault—’58 Dauphine 4-dr., $990. 
Simea—’58 Aronde 4-dr., $650, $525. 


’57 Aronde 4-dr., $650. 
Volkswagen—’'56 2-dr., $795. 
Volvo—' 59 station wagon, $1,385. 


MANHEIM, PA. 
Alfa-Romeo—’59 Giulietta 2-dr., $1,725. 
Borgward—’'59 station wagon, $1,750; TF 

2-dr., $1,600. 

DKW—’58 4-dr., $785. 

Fiat—’'59 1100, $910. 

Hillman-—’58 station wagon, $775. 

Jaguar—’56 XK 140M 2-dr., $1,250; 2-dr. 

hardtop, $1,000. 

Lancia—’59 4-dr., $1,510. 

MG—’'60 MGA, $2,200. 
57 Magnette 4-dr., 
’55 TF 1500 roadster, $975. 

Mercedes—'57 190, $2,650, $2,410. 

Metropolitan—’'58 2-dr., $815. 

Opel—’59 2-dr., $1,100. 

’58 2-dr., $1,070. 


$1,180; conv., $700. 


"56 2-dr., $360. 
Renault—’59 4-dr., $1,000, $980, $515. 
"58 4-dr., $810, $620; Dauphine 4-dr., 


$590. 
Triumph—’59 station wagon 4-dr., $810. 
Volkswagen—’'59 2-dr., $1,585, $1,435. 
"54 2-dr., $550. 
Wartburg—'59 station wagon 2-dr., 


MASON CITY, IA, 
Volkswagen—'59 conv., $1,700; 
$1,645. 
’56 2-dr., $905. 


PORTLAND, ORE. 
(English)—’'59 Anglia 2-dr., $930. 
$1,060. 


$860. 


Microbus, 


Ford 
Renault—’'59 Dauphine 4-dr., 
Simea—’58 2-dr. hardtop, $840. 


SALT LAKE CITY, UTAH 
Volkswagen—’59 2-dr., $1,555. 








— 


Custom (8) 4-dr., $265; Custom (6) 4. 


dr., $1 

IMPERIAL—’ 58 Imperial 2-dr. harc'top, 
$2,250° (ps). 

LINCOLN — '58 Premiere 4-dr. harctop, 
$2,330* (ps); Capri 4-dr. hardtop, §2,. 
280* (ps). 

MERCURY—’58 Commuter 4-dr., $1,725* 
(ps); Monterey 4-dr., $1,220* (ps 

’57 Turnpike Cruiser 2-dr. hardtop, §$1,-. 
240* (ps), $1,140* (ps); Montclair 4. 
r., $800* (ps). 

"56 Monterey 4-dr, hardtop, $770*; Cus. 
tom 4-dr., $475*. 


"55 Montclair 2-dr. hardtop, $650*, $597*; 
Monterey 2-dr. hardtop, $450* (ps). 
NASH—’53 Ambassador (6) 4-dr., $145*. 

OLDSMOBILE—’59 (88) Super 4-dr. Holi- 


day, $2,480* (ps), $2,310* (ps), §$2,- 
230* (ps). 

’57 (98) conv., $1,375* (ps); (88) Super 
2-dr. Holiday, $1,300* (ps); 4-dr., $1,- 
150* (ps); Fiesta 4-dr., $1,225* (ps). 

’56 (88) 2-dr. Holiday, $1,050* (ps), 
$920* (ps). 

’55 (88) 2-dr. Holiday, $625* (ps), $440*; 
(98) 4-dr., $530*. 

PACKARD—’54 Clipper 4-dr., $265*. 


’53 Clipper 4-dr., $140*. 
PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $1,350* (ps); Belvedere (6) 4-dr., 
$1,060*; Suburban (8) Custom 4-dr., 
$1,280*; Suburban (6) 2-dr., $900. 
"57 Savoy (8) 2-dr. hardtop, $775*; 2- 
dr., $765*; 4-dr., $750, $730*, $710", 
$625*; Savoy (6) 2-dr., $585; Plaza 
(6) 2-dr., $665, $640. 
’56 Belvedere (8) 4-dr., 
2-dr, hardtop, $670*. 
PONTIAC—’'58_ Chieftain 


$700*, $690"; 


4-dr., $1,405* 


(ps). 

’57 Star Chief 4-dr. Catalina, $1,150* 
(ps); 2-dr, Catalina, $1,000*. 

'56 Chieftain 4-dr. Catalina, $825*; 4- 

dr., $800*; 2-dr. Catalina, $630*. 

’55 Star Chief conv., $575* (ps); 2-dr. 

Catalina, $575*; Chieftain 4-dr., $480*. 

’53 Chieftain 4-dr., $285*, $100*. 

’51 Chieftain 2-dr. Catalina, $160*. 
RAMBLER—’59 Ambassador (8) Cross 

Country, $1,885*. 
’58 Ambassador (8) Cross Country, §1,- 
575*; Super (6) 2-dr., $1,115*. 

57 Custom (8) 4-dr., $1,150* (ps). 

’54 Custom Cross Country, $525. 
STUDEBAKER—’52 2-dr. hardtop, $120*. 
MISCELLANEOUS—’57 Willys Jeep sta- 

tion wagon, $850. 


DYER, IND. 





Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Jan, 29, Sold 207 
cars from 318 consignments. 

BUICK—’55 Special 2-dr. Riviera, $700*, 
$495; 2-dr., $400*, $315*, $285*, $270*, 
$150; Century Estate Wagon, $670*; 
Super conv., $430* (ps). 

’54 Super conv., $300*; 4-dr., $205*. 

53 Super 4-dr., $115*. 

’50 Special 2-dr., $110. 

CADILLAC—'56 (62) 4-dr., $800* (ps). 

'55 (62) 2-dr., $1,115* (ps); 4-dr., $1,- 

O75* (ps). 

"53 (62) 2-dr., $320* (ps). 

’51 (62) conv., $185*. 

"50 (62) 4-dr., $300*. 

CHEVROLET—’'59 Biscayne (6) 2-dr., $1,- 
620*. 

’58 Brookwood (8) 4-dr., $1,470*; Bel 


Air (8) 2-dr., $1,340*; Biscayne (6) 
2-dr., $1,025*; 4-dr., $980. 

’56 Bel Air (6) 4-dr., $645; Two-ten (6) 
2-dr., $550. 

’55 Bel Air (8) 2-dr., $660*; Bel Air (6) 
4-dr., $575*, $370*; Two-ten (6) 2- 
dr., $520*; 4-dr., $510*, $450*; Two- 
ten (8) 2-dr., $510*. 

’54 Bel Air 4-dr., $195; 2-dr., $185. 

’53 Bel Air 4-dr., $255. 

CHRYSLER—’58 NY 4-dr., $1,630* (ps). 

’56 NY conv., $710* (ps). 

"55 Windsor 4-dr., $415* (ps). 

’54 NY 4-dr., $315*. 

DeSOTO—’55 Firedome 2-dr. hardtop, 
$340". 

’53 Firedome 4-dr., $195*. 

DODGE—’56 Coronet (6) 4-dr., $495*. 

’54 Coronet (6) 4-dr., $250. 

’53 Meadowbrook (6) 4-dr., $100. 

FORD—’59 Galaxie (8) skyliner, $1,815*; 
Custom 300 (8) 4-dr., $1,510*; Custom 
300 (6) 2-dr., $1,185. 

’58 Fairlane (8) 4-dr. Victoria, $1,295* 
(ps). 

’57 Fairlane 500 (8) skyliner, $1,015*; 
Custom 300 (6) 2-dr., $780*; Fairlane 
(8) 4-dr., $630*. 

’56 Ranch Wagon (8) 2-dr., $755*, $710*; 


Ranch Wagon (6) 2-dr., $370; Country 
Sedan (8) 4-dr., $590*; Fairlane (8) 
2-dr. Victoria, $575*; Main (8) 4-dr., 
$570*; Custom (8) 2-dr., $445. 

’55 Custom (8) 4-dr., $450*, $405; 2-dr., 
$300. 
’54 Custom (8) 2-dr., 
7 Custom (8) 2-dr., 
4-dr., $125; Custom (6) 4-dr., 
"52 Crest (8) 2-dr, Victoria, $150*; 
(6) 2-dr., $115. 
HUDSON—’56 Hornet 4-dr., $385*. 
LINCOLN—’55 Capri 2-dr., $340*. 
’54 Capri 4-dr., $275* (ps). 
’52 Capri 2-dr., $225* (ps); 4-dr., $105*. 
$1,005*. 
4-dr., 


$320. 

$300, $140, $100°; 
$190. 
Main 


MERCURY—’'57 Monterey 2-dr., 
’56 Monterey 2-dr. hardtop, $640*; 
$535*. 
55 Monterey 4-dr., $410*, $235*; 
$300*; conv., $290*. 
’54 Monterey 4-dr., $265*. 
'53 Monterey 2-dr., $130, $125. 
NASH—’56 Statesman (6) 4-dr., 
’54 Statesman (6) 2-dr., $170*. 
OLDSMOBILE—’'56 (88) Super 2-dr, Holi- 
day, $790* (ps); (88) 2-dr, Holiday, 
$735*; 4-dr., $580*; (98) 2-dr., $705* 
(Continued on Page 53, Col, 1) 


2-dr., 





New Home for Import Dealer— 


This is the new plant of International 


Sacramento, Calif. The building contains 12,000 square feet, 


Sports Cars, Ltd., at 2430 Fulton Ave. in 
housing the service 


and parts departments and the glassed-in showroom. The firm handles MG, Jaguar, 


Porsche, Renault and Peugeot. 
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Used-Car Auction Prices 


(Continued from Page 52) 


*53 Deluxe 4-dr., $305*. 
DODGE—’'56 Coronet (8) 4-dr., $505*. 
'55 Royal (8) 2-dr., $615*. 
’53 Coronet 2-dr., $195*. 
FORD—’'58 Custom 300 (8) 2-dr., $1,505* 
(ps), $1,310; 4-dr., $1,350*, 
‘58 Fairlane (8) 2-dr., $1,260*, $1,250*; 


(ps). 
"5S 138) 4-dr., $510°*. 
153 «S8) 4-dr., $140, $125*; 2-dr., $110*. 
PACKARD—’53 conv., $100*. 
PLYMOUTH — '58 Belvedere (8) 
$so0*. 
’57 Belvedere (8) 4-dr. hardtop, $730*. 


2-dr., 


56 Plaza (6) 2-dr., $465; 4-dr., $450. Custom (8) 4-dr., $710, 

55 Plaza (6) 2-dr., $170. "57 Fairlane (8) 2-dr., $1,240*, $1,185", 
*54 Belvedere 4-dr., $215. $880*; 4-dr., $1,110*, $810*; Country 
'53 Suburban 2-dr., $175; Savoy 2-dr., Sedan (8) 4-dr., $1,085* (ps); Custom 


(8) 2-dr., $785*, $760*, $680*, 
‘56 Fairlane (8) 2-dr., $900*%, $635*, 
$485; Custom (8) 4-dr., $510*; 2-dr., 
10 


$110. 
PONTIAC—’55 Star Chief 2-dr., $400. 
‘54 Star Chief 2-dr., $135*, $110*. 
’ in 2-dr., $150*, $125; 4-dr., ; 
a ae wr ‘55 Fairlane (8) 2-dr. Victoria, $805*, 
$755*, $585*; 4-dr., $630*; Country 
$590. Sedan (8) 4-dr., $580*; Ranch Wagon 
’56 Commander (8) 4-dr., $505*. (8) 2-dr., $455* (ps); Custom (8) 4- 
55 Champion (6) 4-dr., $300*. dr., $395*. 
’52 Champion (6) 2-dr., $115*. *54 Custom (8) 2-dr., $430*, $170*. 


$115. 
STUDEBAKER—’57 Champion (6) 4-dr., 


MISCELLANEOUS—’59 Chevrolet %-ton,| MERCURY — ’56 Monterey 2-dr., $510* 
$1,365. (ps). 
58 Ford %-ton, $1,075; Chevrolet %-ton, ’55 Monterey 2-dr., $730*. 
$965. OLDSMOBILE—’57 (88) 4-dr., $1,310*. 


’57 Dodge pickup, $525. '55 (88) 2-dr., $615* (ps), $545* (ps); 


*56 GMC %-ton, $560; International 4-dr., $595*: (98) 2-dr., $560* (ps). 
al pesa’ %4.400 $480; %-ton pickup oS Oe) Se, eee 
$470. : ciel) "| PLYMOUTH—'58 Belvedere (8) 2-dr., $1,- 


660*; Savoy (8) 4-dr., $1,090*, $710*. 
’57 Fury (8) 2-dr., $1,155*; Savoy (8) 
4-dr., $845*, 
‘55 Belvedere (8) 4-dr., 
2-dr., $495*; Plaza (6) 
’54 Belvedere 2-dr., $380*, 
PONTIAC—’'57 Chieftain 2-dr., $985*. 
’55 Chieftain 2-dr., $535*; 4-dr., $495*. 
’53 Chieftain 2-dr., $255*, 
STUDEBAKER—’'55 Commander (8) 4-dr., 
$525*. 
MISCELLANEOUS—’58 Ford (6) Delivery, 
> 


5°. 
’54 Ford (8) %-ton pickup, $470. 


CHICAGO 


’54 Chevrolet %-ton, $420; Ford %-ton, 
$380. 

53 GMC %-ton, $310. 

’52 Chevrolet pickup, $315; Ford %-ton, 
$120; “%-ton panel, $105. 


'47 Dodge 1%-ton, $120. 


MASON CITY, IOWA 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan. 27. 
Miserable weather but what a hot sale. 81 
percent of consignments sold. 

BUICK—’59 LeSabre 4-dr. hardtop, §$2,- 
210* (ps). 
58 Century 4-dr. Riviera, $1,450* (ps); 
Special 2-dr. Riviera, $1,410* (ps). 
’57 Special 4-dr. Riviera, $1,115*. 


$570*, 
2-dr., 


$475*; 
$485°*. 


’56 Super 4-dr., $730* (ps); Century 4- Arena Auto Auction. Sale every Tuesday. 
dr., $605. Prices are for sale of Jan. 23, All sharp 
‘55 Special 4-dr, Riviera, $580*; 2-dr.| cars were sold. We have the buyers—buy- 


ing and demanding more sharp cars regard- 
less of year or models. Sold 409 cars from 
603 consignments. 
BUICK—’59 Electra conv., 
LeSabre conv., $2,375* (ps); 2-dr., 
$2,115* (ps); 4-dr., $2,050* (ps); In- 
victa 4-dr. hardtop, $2,350* (ps). 

’58 Special Estate Wagon 4-dr., $1,750* 
(ps); 4-dr. Riviera, $1,625* (ps), $1,- 
615* (ps), $1,550* (ps). 

57 Century conv., $1,335 (ps); Special 
4-dr. Riviera,, $1,320* (ps), $1,130* 
(ps); RM 4-dr. Riviera, $1,310* (ps); 
Super 4-dr. Riviera, $1,060* (ps). 

"56 Special 4-dr., $695*; Century 4-dr. 
Riviera, $685* (ps). 

"55 Century 4-dr. Riviera, $650* 
$600* (ps). 

’54 Century 2-dr. Riviera, $445*. 

CADILLAC—’60 (62) 4-dr., $4,950* 
2-dr. hardtop, $4,775* (ps), 


(ps). 
"59 (62) Sedan de Ville, $4,200* (ps); 
conv., $3,900* (ps); (60) Special 4-dr. 


Riviera, $540*, 
’53 Special 2-dr. Riviera, $135*. 
CADILLAC—'59 (62) 2-dr., $4,200* 
'58 (62) Sedan de Ville, $3,075*; 
$2,675* (ps). 
’56 (62) Sedan de Ville, $1,490* 
°55 (62) 4-dr., $1,025* (ps). 
'54 (62) 4-dr., $860* (ps). 
53 (62) 4-dr., $490* (ps). 
CHEVROLET—’60 Corvair (6) 2-dr., $1,- 
840*. 
’59 Bel Air (8) 4-dr., $1,805*; Biscayne 
(8) 4-dr., $1,625*. 
’58 Bel Air (8) 4-dr., $1,515* (ps); sport 
coupe, $1,360*; Brookwood (8) 4-dr., 
$1,350*; Biscayne (8) 4-dr., $1,230*; 
Delray (8) 4-dr., $890*. 
’57 Bel Air (8) 4-dr., $1,190* (ps). 
56 Two-ten (8) 2-dr. hardtop, $925*; 
Two-ten (6) 4-dr., $915; Bel Air (6) 2- 
dr., $530. 
’55 Two-ten (8) station wagon, $680*; 
Two-ten (6) 4-dr., $615*; 2-dr., $460*. 
’54 Two-ten 4-dr., $345. 
’51 Two-ten 4-dr., $130*. hardtop, $1,100* (ps). 
"50 2-dr., $155. ’58 (62) 4-dr. hardtop, $2,805* 
OHRYSLER—’57 NY 4-dr., $1,150* (ps). conv., $2,755* (ps), $2,725*. 
’56 Windsor 4-dr., $650* (ps). "57 (62) Sedan de Ville, $2,045* (ps). 
*55 Windsor 4-dr., $575* (ps). ’56 (62) 2-dr. hardtop, $1,535* (ps); 
’54 Windsor 4-dr., $310*. Sedan de Ville, $1,325* (ps). 
DeSOTO—’'57 Firesweep 4-dr., $900*. "54 (62) 4-dr., $700* (ps). 
’55 Firedome 4-dr., $520*. CHEVROLET—’59 Nomad (8) 4-dr., $2,- 
DODGE—’57 Coronet (8) 4-dr., $890*. 250* (ps); Impala (8) conv., $2,235* 
’56 Royal (8) 4-dr., $650*. (ps), $2,230* (ps), $2,080* (ps), $1,- 
*55 Coronet (8) 4-dr., $475*. 950*; 4-dr. hardtop, $2,110* (ps), $2,- 
54 Royal (8) 4-dr., $350*. 000* (ps); 2-dr. hardtop, $2,075* (ps), 
FORD—’60 Ranch Wagon (8) 4-dr., $2,- $1,975*; 2-dr., $1,825*; Impala (6) 2- 
550*; Galaxie (8) starliner, $2,525*. dr. hardtop, $2,170* (ps); Parkwood 
’59 Galaxie (8) 4-dr., $1,885*; Fairlane (8) 4-dr., $2,100* (ps); Bel Air (8) 
(8) 4-dr., $1,650*; Custom 300 (8) 4- 4-dr. hardtop, $1,805* (ps); 4-dr., $1,- 
dr., $1,600*, 700*; Bel Air (6) 4-dr., $1,790; 2-dr., 
"58 Fairlane (8) 4-dr., $1,195*; 2-dr., $1,690*; Biscayne (6) 2-dr., $1,435. 
$1,125*, $950; Ranch Wagon (8) 4-dr., *58 Impala (8) conv., $1,650* (ps), $1,- 
$1,000. 600* (ps), $1,550* (ps); 2-dr. hardtop, 


(ps). 


4-dr., $2,650* (ps); 


(ps). 


(ps), 


(ps) ; 
$4,675* 


(ps) ; 


’57 Fairlane 500 (8) 4-dr., $1,165*, $1,- $1,450* (ps); Brookwood (8) 4-dr., 
100* (ps); Country Sedan (8) 4-dr., $1,605*, $1,420* (ps), $1,295*; Bel Air 
$1,080*; Custom 300 (8) 4-dr., $975*. (8) 4-dr. hardtop, $1,430*, $1,375* 


(ps), $1,350*; 4-dr., $1,380* (ps), §$1,- 
320* (ps); 2-dr. hardtop, $1,405*, $1,- 
325* (ps); 2-dr., $1,275*, $1,250*; Bis- 
cayne (6) 2-dr., $1,170*, $1,110; Del- 
ray (8) 2-dr., $1,020. 
’57 Corvette (8) conv., $2,175*; Bel Air 
$1,310*. (8) 4-dr. hardtop, $1,215*, $1,175*, 
$2,025* 


’56 Fairlane (8) 2-dr., $650*. 
55 Fairlane (8) 2-dr., $650*; 
Sedan (8) 4-dr., $505*. 

*54 Main (6) 4-dr., $345. 

*53 Custom (8) 4-dr., $225*. 
HUDSON—’55 Wasp 4-dr., $300. 
MERCURY—’58 Commuter 4-dr., 
OLDSMOBILE — ’59 (88) 4-dr., 

(ps). 

"58 (88) 4-dr., $1,600* (ps). 

*57 (88) Super 4-dr., $1,120* (ps), 

*56 (88) Super 4-dr., $785* (ps). 

54 (98) 4-dr., $375* (ps). 
PLYMOUTH—’58 Savoy (8) 4-dr., $1,240*; 
Belvedere (8) 4-dr., $1,220*. 

"57 Savoy (8) 4-dr., $735*. 

‘56 Suburban (8) Custom 4-dr., 

Belvedere (8) 4-dr., $510* (ps), 
54 Plaza 4-dr., $330. 
PONTIAC—’59 Bonneville 4-dr., $2,450* 
(ps); Star Chief 4-dr., $2,250* (ps). 
*58 Super Chief 4-dr., $1,360* (ps). 
*57 Star Chief 2-dr. Catalina, $1,175* 
(ps); Chieftain 4-dr., $1,030*. 

56 Chieftain 2-dr. Catalina, $820* (ps). 

55 Star Chief 2-dr. Catalina, $665* (ps). 

54 Chieftain 4-dr., $285*. 
RAMBLER—’59 Super (6) 4-dr., $1,525*. 

‘58 Custom (6) Cross Country, $1,450*. 

56 Super 4-dr., $705*. 
SEUDESARER—'s0 Lark $1,- 

55 President (6) 4-dr., $410. 


DANVILLE 


Danville Auto Auction, Sale every Thurs- 
day, Prices are for sale of Jan, 28, Clean 
used cars in high demand. Not much de- 
Mand for new cars or junk. 

BUICK—'57 Special 4-dr., $1,050* (ps). 

55 Special Estate Wagon 4-dr., $755* 

(ps); 2-dr., $455*; Century 2-dr., 
$705*. 

"54 Super 4-dr., $425* (ps); 2-dr., $365*; 

Special 2-dr., $385*. 
CHEV ROLET—'60 Impala (8) 4-dr., $2,- 
0 
impale (8) 2-dr., $2,150* (ps), $1,- 


Country 


$700; 


(6) 4-dr., 


Sales Prediction— 


Rocketing sales aimed to go beyond all 
previous records was predicted by officials 
of the automotive paint division, Martin- 
Senour Co., Chicago, at its annual sales 
meeting. William M. Stuart, left, presi- 
dent, and J. R. Degnan, sales vice-presi- 
dent, stand beside a rocket which was 
built in stages as the two-day meeting 
progressed. Nose cone and pay load for 
missile represents the potential selling 
power in each salesman, Degnan told the 
conference. 


"58 Impala (8) 2-dr., $1,570* (ps), $1,- 
600* (ps); Delray (8) 2-dr., $1,180; 

, Biscayne (8) 4-dr., $895*. 

57 Two-ten (8) 4-dr., $1,170*, $1,020*; 
Two-ten (6) 2-dr., $875*. 


"56 Bel Air (8) 4-dr., $935*; 2-dr., $660*, 

, 2630"; Two-ten (6) 2-dr., $820*. 

55 Bel Air (8) 2-dr., $805*, $500; Two- 
ten (8) 4-dr., $450*. 





$1,165*, $1,160*, $1,085*, $1,070", 
$940*; 4-dr., $1,050*; 2-dr., $1,200; 
Two-ten (8) station wagon 4-dr., $1,- 
100* (ps), $1,020; 2-dr. hardtop, $1,- 
060*; 2-dr., $865; 4-dr., $830*. 

’56 Bel Air (8) 4-dr., $965*, $805*; 4- 
dr. hardtop, $945*, $800*; Bel Air (6) 
4-dr., $845; 4-dr. hardtop, $750*; 2-dr. 
hardtop, $790; Two-ten (8) station 
wagon 4-dr., $885*, $785*; 4-dr. hard- 
top, $855*; Two-ten (6) 4-dr., $870*. 

'55 Two-ten (8) station wagon 4-dr., 
$600*; Two-ten (6) 4-dr., $545. 

CHRYSLER—’58 Windsor 4-dr. hardtop, 
$1,430. 

’57 Saratoga 4-dr. hardtop, $1,300* (ps); 
NY 4-dr. hardtop, $1,140* (ps); Wind- 


Most pleasant place in 
CHICAGO...nicest, too 






































sor 4-dr, hardtop, $900* (ps); 4-dr., 
$890* (ps). 
’56 NY 4-dr., $875* (ps), $810* (ps); 
Windsor 4-dr., $790* (ps). 
DeSOTO—’'53 Firedome 4-dr., $395* (ps), 
$215°*. 
DODGE—’59 Custom Royal (8) 4-dr., $2,- 
075* (ps). 
’57 Coronet (8) 4-dr. hardtop, $1,105*. 
*56 Coronet (8) 4-dr. hardtop, $730*; 
4-dr., $385". 
55 Coronet (8) 4-dr., $400*; Coronet 
(6) 4-dr., $265*, 
FORD—’60 Thunderbird (8) conv., §$3,- 


705* (ps). 
’59 Thunderbird (8) conv., $3,140* (ps); 
Galaxie (8) 4-dr., $1,975* (ps); 4-dr. 
Victoria, $1,950* (ps); 2-dr., $1,810°; 
Ranch Wagon (8) 2-dr., $1,950* (ps); 
Fairlane (8) 2-dr., $1,550*, $1,500*; 
Fairlane 500 (8) 2-dr., $1,500°, 

’58 Country Squire (8) 4-dr., $1,565*, 
$1,435* (ps); Fairlane 500 (8) conv., 
$1,300*; Custom 300 (8) 4-dr., $1,- 
205*; 2-dr., $1,110*; Ranch Wagon (8) 
2-dr., $1,170*. 

’57 Fairlane (8) 2-dr. Victoria, $1,050* 
(ps), $1,000* (ps), $835*, $830* (ps), 
$815*; skyliner, $1,040* (ps); conv., 
$1,020*; 4-dr., $835*; Custom 300 (8) 
4-dr., $780*; 2-dr., $730*%, $720*; 4- 
dr., $680*. 

LINCOLN — ’'56 Premiere 2-dr. 





the perfect setting for 


your next convention 


hardtop, 


. ; Capri 4-dr., $930* (ps). tone : . 
ee, Se gee Everything is arranged for your convenience in the color- 
haze, 1.200%, Sate on): SS. ful quiet of The Drake. Breakfast in bed, the charming 
d Pps); “ar. aratop, ’ e 
$075°. decor, the thoughtful service . . . and of course, complete 


OLDSMOBILE—'59 (98) 4-dr. Holiday, $2,- air conditioning and your own TV set. No hotel in the 


715* (ps); (88) Super 4-dr, Holiday, 7 
$2,410* (ps). midwest can match The Drake for unsurpassed - 
58 (98) 4-dr. Holiday, $1,950* (ps), rpa conven 


ience, location and facilities. ‘Luxury at the Lake,” some 
of our friends call it. And your company will be pleased to 
discover it costs no more than good hotel service. Try it 
for your next meeting, large or small. The Drake takes 
good care of you... 

Facilities? 4 major meeting rooms accommodating up 
to 800 © 16 committee rooms for functions of 12 to 300 
* 700 guest rooms ¢ 100% air conditioned * Superb restau- 
rants and banquet facilities. May we tell you more? 
Phone or write for brochure. 


THE DRAKE atthe Lake 


$1,890* (ps), $1,795* (ps); 2-dr. Holi- 
day, $1,800* (ps); (88) 4-dr., $1,805", 
$1,585* (ps); 4-dr. Holiday, $1,765* 
(ps), $1,645* (ps); conv., $1,705* 
(ps); (88) Super 4-dr., $1,680* (ps). 

’57 (88) 4-dr. Holiday, $1,435* (ps), $1,- 
005* (ps); (88) Super 4-dr. Holiday, 
$1,360* (ps), $1,330* (ps), $1,295*; 
(98) 2-dr. Holiday, $1,230* (ps). 

PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
695* (ps). 

58 Suburban (8) 4-dr., $1,130* (ps); 
Savoy (8) 4-dr., $900*, $895*, $870*; 
Plaza (6) 4-dr., $895*. 

’57 Suburban (8) 4-dr., $1,110* (ps); 
Fury (8) 2-dr. hardtop, $1,045* (ps); 
Belvedere (6) 4-dr., $1,010*; Belve- 
dere (8) 4-dr. hardtop, $855*; 4-dr., 
$850*; Savoy (8) 2-dr., $695*. 

PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 
815* (ps), $2,650* (ps), $2,630* (ps), 
$2,625* (ps), $2,600* (ps); Catalina 4- 
dr. Vista, $2,550* (ps), $2,355* (ps), 
$2,325* (ps); Star Chief 4-dr., $2,325* 
(ps); Safari 4-dr., $2,300* (ps), $2,- 
150* (ps). 

*58 Chieftain 4-dr., $1,100*. 

’57 Chieftain 4-dr. Catalina, $1,110*, $1,- 
010* (ps), $975* (ps); 2-dr., $920*. 

’56 Star Chief 4-dr., $825. 

RAMBLER—’58 Custom (6) Cross Coun- 
try 4-dr., $1,500*, $1,440* (ps), $1,- 
300; Custom (8) 4-dr., $1,080. 

’57 Custom (6) 4-dr., $925*, $740. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Sale every 
Friday, Prices are for sale of Jan. 29. A 
red hot sale. Sold a high 78 percent of 190 
consignments. 

BUICK—’58 Special 4-dr., $1,540* 

’56 Special 4-dr. station wagon, 
2-dr., $580*. 

CADILLAC—’56 (62) 2-dr., 

CHEVROLET—’60 Impala (8) 
807* (ps), $2,680* (ps); 
4-dr., $1,750. 

59 Impala (8) 4-dr., $2,000* (ps); Bis- 
cayne (8) 4-dr., $1,800*. 

’57 Bel Air (8) 4-dr., $1,205. 

’56 Bel Air (8) 2-dr., $865*; 
(6) 2-dr., $480*. 

DeSOTO—’59 Firesweep 4-dr., $2,100* (ps). 
FORD—’59 Ranch Wagon (8) 4-dr., $2,- 
000* (ps); Galaxie (8) 4-dr., $1,900* 
(ps); Fairlane 500 (8) 4-dr., $1,790*. 

*58 Custom 300 (6) 2-dr., $905. 

’57 Fairlane 500 (8) 4-dr., $1,130* (ps), 
$900* (ps); 2-dr., $850*; Custom (8) 
2-dr., $790*; 4-dr., $725; Custom 300 
(8) 4-dr., $750*, 

’56 Fairlane (8) 4-dr., 2 at $685*; Cus- 
tom (8) 2-dr., $585. 

’55 Fairlane (8) 4-dr., $600* 
tom (6) 2-dr., $400. 

’53 Custom (8) 4-dr., $325; Custom (6) 
4-dr., $235. 

MERCURY—’58 Monterey 2-dr., $1,200*. 
’55 Monterey 2-dr., $615*; 4-dr., $500. 
°54 Monterey 2-dr., $300. 
OLDSMOBILE — ’57 (98) $1,490* 

(ps). 

’56 (98) 4-dr., $1,025* (ps). 
’55 (98) 4-dr., $825* (ps). 
PLYMOUTH—’59 Suburban 4-dr., 
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(ps). 
$830* ; 


$1,415* (ps). 
4-dr., $2,- 
Corvair (6) 


Two-ten 


(ps); Cus- 















The Brake Parts Line is now 


4-dr., 
more complete than ever! 


$1,690" | ‘It's packaged, catalogued 


(ps). 
57 Belvedere, ©) 7 at» $890; Savoy (8)! and merchandised to save 


56 Belvedere (8) 2-dr., Plaza 
(6) 2-dr., $315. 
MISCELLANEOUS—’58 Ford 


up, $900. 


$575°; time, speed work and to 


%-ton pick- produce a better profit! - 


* * * 
— Auctions in Brief — 
CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day (Jan. 28). Market showed signs of 
perking up here this week despite light 
consignment, Sales percentage on good, 
clean cars was high, Sold 146 cars from 
201 consignments. 


EBENSBURG, PA. 
Ebensburg Auto Auction, Sale every 
Thursday (Jan. 28). Market fair, Sold 45 
cars from 65 consignments, 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (Jan. 29), Weather: Cloudy, Sold 80 
percent of 686 consignments, 


NASHVILLE, TENN. 
Nashville Auto Auction, Sale every 
Wednesday (Jan. 27). Late models con- 
tinued to weaken a few dollars, Clean old 
cars have disappeared, Sold 130 cars from 
245 consignments. 


a 
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Bad Service, Misqualifying Are Villains ... 
How Two Dealers Lost a Sale 


By L. H. Houck 
Travelling Correspondent 

JEFFERSON CITY, Mo. — Many 
have thought that a lot of the stor- 
ies about salesmen and dealers mis- 
qualifying a prospect and losing a 
sale were fables built of purest 
fantasy. Some of them may have 
had a basis of fact in the distant 
— but they have gained in retell- 
ng. 

The old reliables concern the 
man with the overalls carrying 
a sack which held the cash for 
the downpayment and the poorly 

man who was given 
short shrift in a dealer’s place 
when he wanted to buy a truck 
and then paid cash in the store 
of a rival. 


You always save on the cost of paint 
with this Acme mix’n’ match color team 


It’s easy to figure out — just take the cost of factory-packaged 
paints and compare it to the savings you get using Acme inter- 





But here’s the bonafide case his- 
tory of Mr. X on this subject: 

The details have been obtained 
by interviews with the persons in- 
volved. The story charts the loss of 
a customer by one dealer, the at- 
tempt to buy from a second dealer 
who didn’t properly qualify him, 
and the eventual purchase from a 
third dealer. 

Mr. X is a man with a family, 
three cars at home, two cars in the 
company of which he is president, 
and 20 cars among employes in his 
main office. He is president of a 
large company and owns the con- 
trolling stock. His salary is $18,000 
a year, tax paid. 

The names of the cars involved 
are not being revealed because 





what happened was not particu- 
larly the fault of the cars. It was 
that “ol debble,” the human ele- 
ment, 

The cars involved will be referred 
to as A, B and C. The price class 
is $5,000 and up. 

Mr. X owned Car A bought in 
1957, his second car of that make. 
He had trouble from the very be- 
ginning, although he had not had 
any trouble with the first one. 


His new car was delivered on a 
Saturday. He took his family for 
a ride on Sunday. The windshield 
started to crack. By the time they 
got back, it had cracked all the 
way across. The dealer replaced it. 

Mr. X told me that his service 
bills were extra high, he thought. 





He had it in the shop for one ail- 
ment or another at the rate of 
once a month. 

One of the service bills which 
was itemized was shown to an- 
other dealer. The second dealer 
was asked for an estimate with- 
out being shown the paid bill. 
Mr. X’s $75 bill proved to be $20 
too high. 

He made no complaint. One of 
the mechanics usually serviced his 
car and he took a liking to him 
and asked for him by name. During 
the latter part of the second year, 
the car developed a lot of noise 
underneath. He left it at the deal- 
er’s on the way to work and asked 

them to take it home for his wife 
to use when it was repaired. 

The drained the oil, made the re- 
pairs and delivered the car about 
1 o’clock. At 2 o’clock, Mrs. X call- 
ed and said that she started the 
car but it made a clattering noise, 
something dropped out and it 
wouldn’t go. Mr. X called the 







COLOR-STIR 


—— 


dealer. The car had to be towed 
back to the shop after it had been 
pronounced in perfect condition, 

The car worked reasonably wel] 
after this incident and the owner 
decided that he had been given a 
hard way to go. But he said he 
figured that must happen now and 
then, so he decided to trade it on 
a car of the same make with the 
same dealer. 

The dealer said he would be 
glad to make a deal with him 
and offered him a ridiculously 
low price for the tradein. It was 
lower than his son had gotten a 
few weeks before on one of the 
low-priced-three units. 

Mr. X asked the dealer 

price wasn’t below the market 
value and the dealer admitted that 
it was. He said that they had had 
so much trouble with that par- 
ticular year’s cars that he didn't 
want to take it in at any price. He 
said he felt that all he could do 
was to take it to an auction where 
he said it would not bring its book 
or mortgage value. 

In the meantime, one of Mr. X's 
friends had bought Car B. When 
the friend was visiting Mr. X, he 
took the Mr. X for a ride and let 
him drive the car. The friend ex- 
tolled the merits of Car B over Car 
A. When Mr. X got home, he was 
quite enthusiastic about Car B. 

He talked it over with his son, 
who is in the business with him, 
and, in sport shirts and slacks, they 
called on the dealer in their town 
who sold Car B. 

Mr. X and his son asked the 
dealer of Car B if he had a cer- 
tain model in stock. The dealer 
replied that he didn’t have one 
and didn’t know if he could get 
one. This correspondent investi- 
gated the situation that existed 
on that date and this dealer had 
several of these cars available in 
his zone warehouse. 

The dealer told the father and 
son that the big Car B was not 
the car to buy, anyway, but they 
should buy this cheaper and small- 
er car which he had on the floor, 
which would give them ever s0 
much more service for less money. 

Car B dealer was following Sales 
Rule 906 which states that the 
dealer should always sell what he’s 


talk him out of it. 


but he uses his car in business and 
he must have the symbol of his 
rank. In order to have one he 
must buy one of possibly four 
makes. 

The buyer mentioned that he 
had Car A to trade, thinking that 
would be a symbol that could be 
established in the mind of the 
dealer for Car B, but this dealer 
said: “It’s a dog and hard for 
me to sell.” 


“be backs.” 

After a week or so, Mr. X took 
his Car A to a third dealer and 
asked for a deal. This dealer, con- 
fronted with a walkin customer 
whom he didn’t know, made him 


an offer which was acceptable. Mr. § 


X offered to deliver his trade to 
the dealer until he could deliver 
the new Car C, if he’d offer a little 


more and give him anything to | 


use until the new car arrived. 


if the 








got and if the customer wants an- | 
other color or a different car to j 


Incidentally, Mr. X knows as | 
much about economy as anybody | 


The father and son turned into | 





mixing colors mixed ‘n’ matched with the Color Eye and Color- 
Stir. You get accuracy and simplicity, too — your painter has 
4,000 colors at his fingertips, yet you stock only the base colors. 


The dealer accepted. He loaned 
Mr. X a car that had already de- 
preciated about as much as it 
could but it was satisfactory. 


A few days ago, Mr. X got his 
new car. He was kind enough to 
show this correspondent the new- 
car price sticker and to give de- 
tails of his part of the trans- 
action. 

I visited the dealer to check on 
his end and, without going into all 
the details, it is sufficient to say 
that he sold the trade and the 


MAKE US PROVE IT—Call your nearest Acme supplier — or 
write to Acme Quality Paints, Inc. — let us show you by actual 
demonstration in your shop how you can even save up to 60% 
on those touch-up jobs that call for only 4 ounces of enamel, 
lacquer or acrylic lacquer. 


58-A9 





on the two sales. The new car was 
paid in cash but he sold the trade 
on time. It was financed on re 
course paper and 


See us at Booths 2713, 2715, and 2717 
1. A. S. 1. Show © New York Coliseum ¢ Feb. 10-13. é 


ACK : AUTOMOTIVE FINISHES 


DETROIT 11, MICHIGAN 


Dealer B made a mistake in qualifi- 


almost $1,200 because he was too 
lazy to call his zone and get one 
of these cars to show the customer. 





The AUTOMOTIVE NEWS ALMANAC is 
a@ year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 


ACME QUALITY PAINTS, INC. ¢ 8250 ST. AUBIN e 


washout showed a gross of $1,190 § 


it could come 5 
back but he doesn’t expect it will. 7 

Dealer of Car A couldn’t hold his 7 
customer because of bad service. | 


cation and the opportunity to make ‘a 
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Turbocharger Is Eyed 
As Auto Weight-Cutter 


By Joseph M. Callahan 


Engineering Editor 
LEVELAND.—Turbocharging, a method of increasing an 
engine’s horsepower by as much as 40 percent without 
increasing its size, is getting consideration by at least a 
renee 


dozen car makers. 


Long used by truckers and 
others, the turbocharger is getting 
this intensive scrutiny because of 
the increased em- 
phasis that car 
weight reduction 
is receiving at the 
factories. 

One leading 
automotive and 
electronic sup- 
plier, Thompson 
Ramo Wool- 
dridge, thinks so 
much of turbo- 

Zz charging’s future 

J. M. Callahan that it currently 
is conducting two completely inde- 
pendent turbocharger development 
and research programs. 

These programs are essentially 
aimed at the development of turbo- 
chargers for gas and diesel truck 
and stationary engines, but the 
high-volume auto market is in the 
back of the minds of all parties 
concerned. 

A turbocharger is similar to a 
supercharger in that it’s basically 
a device for pumping large addi- 
tional amounts of air into an 
engine, thereby increasing the 
fuel combustion. 

The turbocharger is more effici- 
ent than a supercharger because its 
air pump is powered by the exhaust 
gases as they escape from the en- 


gine. 
* * * 


How Turbocharger Works 


A SUPERCHARGER’S air pump 
is generally belt-driven from 
the crankshaft, although a gear 
drive is sometimes employed. Thus, 
a supercharger’s efficiency is re- 
duced because it takes power di- 
rectly from the engine. 

However, the turbocharger is not 
100 percent efficient, since it ob- 
structs the exhaust flow, increasing 
the back pressure and causing a 
slight power loss. 

In operation, the hot exhaust 
passes from the exhaust manifold 
to the turbocharger where it 
strikes a turbine wheel which has 
a dozen or more nozzles, 

The velocity of the gases, and to 
a lesser extent the high tempera- 
ture of the gases, causes the turbine 
to rotate at high speed—up to 110,- 
000 r.p.m. In the process, the ex- 
haust temperature drops about 200 
degrees. 

The delicately balanced turbine 
wheel often develops a speed equal 
to that of the exhaust gases—es- 
caping sometimes at the speed of 
sound. At the other end of the 
turbine shaft is a compressor im- 
peller that pumps air through 
heavy-duty hoses across the en- 
gine, to the intake manifold and 
into the carburetor. 


a 
Basic to this 



































system is the fact 

that the internal combustion 
engine is largely a breathing ma- 
chine. The more air that is forced 
into it, the greater the power it 
will produce, 

The Thompson Ramo Wool- 
dridge turbocharger that appears 
to have the most automotive po- 
tential is being developed by the 
company’s valve division because 
its product is more cheaply and 
simply made. 

Max J. Tauschek, chief engineer 
of the division, said, “Our device 
was engineered for a car. The main 
concern was cost. We compromised 
almost all decisions in favor of 
cost. We believe we can produce 
this unit in volume for less than 
$100, or about 20 percent of what 
Some others cost. 

“I think it will give more horse- 
Power per dollar than you can buy 
by taking any other route. It would 
cost $250 to $300 for a truck and 
would be very worthwhile for a 
boat.” 


* *x * 
Horsepower Increased 


E SAID this turbocharger will 
increase the horsepower of 





many engines by 29 percent, while 
adding only 20 pounds of weight. 
Fuel economy on some engines is 
improved 5 percent, he added. 
Costs were held to a minimum 
by (1) using valve steel instead of 
cobalt-based steel for the turbine 
wheel that must withstand the ex- 
treme temperatures, (2) engineer- 
ing the components for production 
with as few cuts as possible, (3) 
having it air-cooled instead of 
water-cooled and (4) building the 
turbocharger so that it comes apart 
with the removal of two nuts. 
Summing up _turbocharging’s 


BRAKE ASSEMBLIES * POWER BRAKES ¢ 


merits, Tauschek said that it’s a 
way of getting energy out of all 
the wasted exhaust gas that goes 
out the tailpipe. 

The other unit is being developed 
by a separate turbocharger section 
that is attached to the automotive 
divisions group. 

* * * 

Hoo MacINESS, senior proj- 

ect engineer in this section, 
said his group has developed three 
turbochargers in the past few 
years. They’re for light vehicles, 
heavy vehicles and stationary en- 
gines. 

He said the smaller unit, which 
wasn’t necessarily designed for 
mass production, is somewhat more 
costly than the valve division’s 
turbocharger. It will increase a 
light engine’s horsepower 30 to 40 
percent, even though it weighs only 
12% pounds. 

Although considerable progress 
in the design of turbochargers 
has been made since 1956, Mac- 
Innes said the greatest surge of 
interest in them occurred about 
three years ago, shortly before 
the horsepower race ended. 

He commented that his section’s 
unit is being tested in about a 
dozen auto plants, although many 





¥ ee 


Turbocharger Parts— 


Paul Terrano, a Thompson Ramo Wool- 
dridge engineer, shows the simplified con- 
struction of the turbocharger developed 
by his company's valve division. 

* * * 
engine engineers feel that a turbo- 
charger is of somewhat limited 
value because it is primarily help- 
ful in high-speed operation. 
* *~ * 
| JN ADDITION, this turbocharger 
is being field tested by several 
companies which produce both gas 
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and diesel engines for trucks, boats 
and off-the-road equipment. 

MacInnes said that essentially a 
turbocharger is more adaptable to 
a diesel engine than to a gas engine 
because the diesels can handle the 
excess air more easily, while a gas 
engine needs a relatively precise 
mixture of fuel and air. 

He said a standard engine can 
increase its power 30 percent 
through turbocharging without 
adjustment, but when power 
hikes above 30 percent are de- 
sired it’s usually necessary to use 
a larger fuel pump and to beef 
up the engine. 

The principle of turbocharging 
was discovered about 1900 by 
Alfred J. Bucchi, a Swiss inventor 
who died recently. However, most 
progress has been made since 
World War II as the improved 
materials—stainless steels and 
super alloys—became available and 
practical costwise. 

After turbocharging, the next 
step in getting energy from the 
exhaust gas is “compounding”—a 
technique whereby gas that passes 
through the turbocharger is routed 
through a gear-reduction device 
that is hooked up to the crank- 
shaft, thereby delivering some 
power back to the engine, 
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Report on Exposure ... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

The results of a national study 
on how many exposures people get 
to an advertising page in each of 
four leading magazines has been 
announced by the cosponsors, the 
Saturday Evening Post and Read- 
er’s Digest. Also measured in the 
study were Life and Look. 

This study, “Advertising Page 
Exposure in Four Magazines,” 
shows that an advertising page 
in each of the four magazines is 
exposed 152,620,000 times to 67,- 
802,000 people age 10 or Over, or 
51.2 percent of the U. S. popula- 
tion. 

The cosponsors said that an ad- 
vertiser placing an advertising page 
in one issue of each magazine for 
$190,000 obtained 152,620,000 expos- 
ures at a cost of about 70 cents per 
1,000 exposures of the advertising. 

* * * 


M-E Adds 2 Divisions 


tive events, Renault will provide 75 
Dauphines and 10 Peugeot station 
wagons to transport both officials 
and contestants around the 2,000 
acre area in the snow-covered re- 
gion where the Olympics will be 
held. 


* * * 


Petersen Moves Detroit Office 


The Detroit office of Petersen 
Publishing, formerly located at 738 
Book Building, has been moved to 
a larger space at 3337 Book Build- 
ing. 


x * * 


Applegate Gets 2 Accounts 


Two divisions of Borg-Warner 
Corp. have named Applegate Ad- 
vertising Agency, Inc., Muncie, Ind., 
as advertising and publicity coun- 
sel. 

They are Warner Automotive di- 
vision, Auburn (Ind.), manufactur- 
er of transmission gears for pas- 
senger cars, trucks and tractors, 
and Wooster division, specializing 





Formation of two divisions, Mc- 
Cann-Erickson Advertising (USA) 
and McCann-Marschalk Co., has 
been announced by Marion Harper 
jr. board chairman of McCann- 
Erickson, Inc., the parent company. 

Robert E. Healey has been named 
chairman of McCann-Erickson Ad- 
vertising (USA) and C. Terence 
Clyne, vice-chairman. Emerson 
Foote has been named president. 

Paul Foley has been appointed 
executive vice-president of the 
Eastern region of McCann-Erickson 
Advertising (USA), and Phipps L. 
Rasmussen is executive vice-presi- 
dent of the Western region. 

McCann-Marschalk Co., formerly 
Marschalk and Pratt, is organized 
on a traditional basis with self-con- 
tained departments. It specializes 
in the marketing needs of “growth” 
companies. 

Stuart Watson is board chairman 
of McCann-Marschalk and S. L. 
Meulendyke, vice-chairman. Wil- 
liam E. McKeachie has been named 
president. Harry C. Marschalk is 
honorary chairman. 

t * a 


Subject for Rodgers Award 


Highway development, progress 
and use . . . the important role of 
highways in the present and future 
growth and economy of communi- 
ties and the nations, has been an- 
nounced as the subject area for the 
1960 Ted V. Rodgers journalism 
awards. 

The Rodgers Awards, made an- 
nually to authors of outstanding 
daily and weekly newspaper and 
magazine articles, are offered by 
Trailmobile, Inc., manufacturers of 
truck-trailers, through a grant to 
the ATA Foundation, public infor- 
mation, education and research or- 
ganization for supplier support of 
the American trucking industry. 

* * + 


Renault to Air Olympics 


Renault, Inc., will sponsor the 
nationwide television broadcasts of 
the Eighth Winter Olympics at 
Squaw Valley, Calif., Feb. 18-28 over 
the CBS television network. 

Scheduled are broadcasts of 
each day’s highlight events, plus | 
extensive coverage of week-end 
events Feb. 20-21 and Feb. 27-28. 

To assist the Eighth Winter 
Olympic Committee in staging and 
supervising the numerous competi- 





in industrial hydraulics, at Woos- 
ter, O. 
* * * 


Renault Ups TV Usage 

Renault will become cosponsor of 
the CBS Television Network show 
“Markham,” starring Ray Milland. 

The start of Renault’s sponsor- 
ship coincided with the shifting of 
the Milland show to Thursday eve- 
nings. 

* * 


Hartford Courant Picks Rep 


The Hartford Courant has se- 
lected Maloney, Regan & Schmitt, 
Inc., as its advertising representa- 
tive. 

The Courant previously was rep- 
resented by Gilman, Nicoll & Ruth- 
man. — 

* * * 


Guide to Donnelly Markets 


Rates and data for 1960 coverage 
of the John Donnelly & Sons net- 
work of markets along the eastern 
seaboard from Maine to Florida 
have been released nationally to 
advertisers and agencies. 

Detailed information on 51 prin- 
cipal markets comprising 588 cities 
and towns in 10 states is contained 
in a 36-page brochure, “Advertising 
in Outdoor Space.” The markets 
range from under 2,500 to over 2% 
million population, 

+ . * 


Williams & Kemper Merge 


Williams Advertising Agency, 
Inc., New York, has merged with 
Don Kemper Co., New York. The 
combined operations now is lo- 
cated at 655 Madison Ave., New 
York. 


* * * 


Sales Magazine Picks Rep 
American Salesman has appoint- 
ed Walter & Fisher Co., Detroit, as 
advertising representative for the 
magazine in Michigan and Ohio. 
* * * 


GM Magazine for Youth 


A new magazine, “American 
Youth,” edited especially for teen- 
agers with particular emphasis on 
safe driving practices, has been 
announced by General Motors. It 
will be sent free every other 
month to newly-licensed drivers 
at their homes. 

Each issue wil contain articles 








Ford Dealers Name Ad 


Leaders— 





New officers and directors of the Davenport Ford Dealers Advertising Fund, seated, 


from left, are C. Bortell, Havana, Iil.; W. 


ford, \ll., secretary-treasurer; T. McConkey, 
J. Walter Thompson Co., Chicago; J. McDo: 


Dunn, Columbus Jct., la.; Gene Strode, | 


- Maquon, Ill., president; T. Chapman, Danville, Iil., vice-president;G. Browning, Brad-| Joseph M. MacDougall, with the 


Farmer City, Ill. Standing, N. A. Grant, | 
nald, Cedar Rapids, ia.; lL. Velde, Pekin, 





il.; W. Sexton, Moline, Ill; W. Farr, Peoria, ill.; E. Lenthe, lowa City, la.; R. Shafer, | 


Amboy, Ill., and T. F. Buchanan, Ford Davenport district sales manager. 
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| Glass Co. 






on hobbies, sports, school activi- 
ties, vocational guidance, out- 
standing teen-agers and other 
stories of general interest to 
youngsters as well as at least one 
article designed to promote safe 
driving habits among the nation’s 
young motorists. Initial circula- 
tion will be approximately one 
million. 























* * * 


Sterling Picks Rep. 


Sterling Motors, Inc. (Renault- 
Peugeot), Dallas, has announced 
the appointment of Nahas-Blum- 
berg Corp., Houston, to handle its 
advertising, public relations and 
marketing. 

In addition to representing Ster- 
ling Motors, Inc., Nahas-Blumberg 
has been retained to handle adver- 
tising and public relations for two 
Sterling-owned Renault and Peu- 
geot dealerships, Sterling Motors of 
Houston, Inc., and Sterling Motor, 
Inc., Dallas. 








N. Y. Lark Dealers Sponsor TV Series— 


The Studebaker Dealers Advertising Assn., Inc., of the New York zone launched, 
part of its current Lark sales campaign, a new television program called ‘‘The Four J 
Men." Using five primary marketing areas to cover dealer-members, the series is bei 
telecast weekly from New York, Schenectady, Plattsburgh, Watertown. and Syracu: 
Shown here welcoming Dan Dailey, center, one of the show's stars, are John R. Wallac 
New York zone sales manager, and Jack Kelley, right, representing Independent T 
vision Corp., producer of the series. 


Nissan Claims Leadership 
Of Japan’s Auto Industry 


YOKOHAMA, Japan.— Japan’s 
first gasoline-driven vehicle was 
built 50 years ago. Only 10 years 
ago, autos were unusual sights on 
Japan’s streets. Even today, the 
aristocratic Japanese refuses to 
learn to drive. 

Yet in 1959, Japan was the 
fourth largest producer of trucks 
in the world and began to make 
serious inroads into the passen- 
ger-car field. 

Claiming leadership of the com- 
paratively new industry is Nissan 
Motors Co., Ltd., maker of the 
Datsun automobile and the Datsun 
truck. 

Founded in 1933, Nissan has been 
running neck and neck with the 
Toyota Motor Co. for leadership 
in the automotive field. Last year, 
Nissan pulled decisively ahead in 
production and sales, says Katsuji 
Kawamata, Nissan president. 

In the six-month period from 
April to September, 1959, the com- 
pany produced 38,728 Datsun cars. 
According to Kawamata, this repre- 
sents an increase of 24 percent over 
the preceding period and resulted 
in a net profit for the six-month 
period of $6.25 million. 

Kawamata announced a new 
policy for 1960. In the past, two- 
thirds of production was devoted 
to trucks and other commercial 
vehicles. Beginning in 1960; added 
emphasis will be given to pas- 
senger-car production, he said, 

The reason for this decision is 
twofold, Kawamata said. Japan it- 
self is becoming much more “auto 
conscious” and consequently, the 
domestic market is expanding. In 


* * * 


Dealers Honor Maloy 
Harry J. Maloy, manager of the 
Cleveland Plain Dealer’s national 
automotive advertising depar t- 
ment and veteran of 50 years with 
the paper, was honored recently 
by the Cleveland Automobile 
Dealers Assn. for his long serv- 


ice to the auto industry. 
* ok + 


Personnel Changes 


William E. Farragher jr., from 
assistant advertising manager to 
advertising manager of Youngstown 
Sheet & Tubing Co., succeeding Roy 
A. Curl, who was named sales pro- 
motion manager ... Harry E. Grady 
from Fred M. Randall Co., Detroit, 
to copy staff of MacManus, John & 
Adams, Inc., Bloomfield Hills, Mich. 


Raymond F. Burke from assistant 
advertising manager to advertising 
manager of the Alemite & Instru- 
ment division of 
Stewart - Warner 
Corp., succeeding 
F. R. Cross, who 
retired . . . Elihu 
Robinson from 
Topics Publishing 
Co. to sales pro- 
motion director 
of American 
Weekly. 

Thomas J. Alli- 
son, with the com- 
pany since 1952, 
to assistant public relations man- 
ager of Goodyear Tire & Rubber 
Co., succeeding Clyde E. Schetter, 
who has been named Western pub- 
lic relations manager with head- 
quarters in Los Angeles .. . Donald 
V. Koenig from assistant public 
relations director of International 
Shoe Co, to product publicity man- 
ager for Carter Carburetor division 
of ACF Industries, Inc. 

Harry J. Straw from account ex- 
ecutive and senior copy writer at 
Edward H. Weiss & Co., Chicago, to 
vice-president and creative director 
of Applegate Advertising Agency, 
Inc., Muncie, Ind . . . Richard J. 
Farricker from service director of 
McCann-Erickson, Inc., to executive 
vice-president and board member 
of Geyer, Morey, Madden & Ballard, 
Inc. 

©. Norman Fry from national 
sales manager to general sales man- 
ager and Michael K. Buda from De- 
troit production manager to general 
production manager for the direct 
mail division of R. L. Polk & Co. 
... C. H. Dykeman from managing 
editor of the Ford Times to publica- 
tions manager of Ford Motor Co. 
public relations and advertising 
staff and editor-in-chief of the Ford 
Times, succeeding W..D. Kennedy, 
who retired. 

Other Ford appointments includ- 
ed J. L. Naylon to manager of the 
dealer publications department, suc- 
ceeding Dykeman, and Walter Mur- 
phy to manager of the newly or- 
ganized program development 
department .. . John S. Frazer from 
Battery & Starter Co., Buffalo, to 
merchandising manager of replace- 
ment fuel pumps for Carter Carbur- 
etor division of ACF Industries, Inc. 

Charles F. Hoffman from account 
supervisor at Erwin Wasey, Ruth- 
rauff & Ryan, Inc., to advertising 
manager of the industrial division 
of Joy Mfg. Co., Pittsburgh . . 
































addition, the export prospects for 
Datsun cars have become extremely 
favorable, he said. 

The trend. to small cars in th 
U. S. set the stage for the Datsun’ 
appearance in that market in 195 
Exports of Datsun increased ten 
fold in 1958 over 1957, while 195 
saw another sharp upward trend 
he said. 

The Datsun 1000, by winning 
the 1958 Mobilgas Run in Austra- 
lia, has put itself in the forefront 
of the small-car field, Kawamata 
said. 

Kawamata predicts that 1960 will 
be a record-breaking period for the 
Japanese automotive industry gen 
erally and for Datsun products 
particular. Saleswise, he said, Jap 
anese cars will come closer to th 
European competition in sales vol- 
ume in. every overseas market. 


10 New Dealers 
Signed by S-P 


SOUTH BEND. — Studebaker- 
Packard has signed 10 new dealer- 
ships, They are as follows: 

Bob Brackeen Motor Co., Shaw- 
nee, Okla.; Briar Hill Motors, Ince., 
New Rochelle, N. Y.; Auto Sales, 
Inc., Bethlehem, Pa.; Carter Bros. 
Equipment Co., Inc., Fort Smith, 
Ark.; Globe Studebaker-Packard, 
Globe, Ariz.; Guider & Panaro 
Motors, Buffalo; Hanssen Motors, 
River Grove, Ill.; Close Buick, Inc. 
Bowling Green, O.; Carmichael 
Studebaker, Carmichael, Calif., and 
Harry Vincent Motors, Glendive, 
Mont. 






















































R, F. Burke 
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Renault Dealers Form Ad Council— 


: New York area Renault dealers form a cooperative advertising council and sigt 
company since 1958, to assistant ad-|to sponsor the New York Giant Quarterback show on WPIX:TV. From left are Robert 
vertising manager of the Paint &| Dillon, Ruckle Motors, Ltd., Yonkers, N. Y.; James Jodgett, WPIX-TV; James Fishel, 
Brush division of Pittsburgh Plate | Fairfax, Inc.; Sidney Greenberg, Maple Motors, Maplewood, N. J. Seated is Emi 
Bishop, Tri-Color Motors, New York, council chairman. 
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Autolite will team up with Dave Garroway and the TODAY 
] show to bring car owners all over America the top news of 1960— 
the presidential conventions and the election. Presented from 
coast to coast on network TV will be highlights and numerous 
features from April through November 9, the day after election. 
This top coverage will include profiles of candidates, interviews, 
important state primaries, the conventions, and election returns. 


Garroway will be working for Autolite Dealers across the country 
on the TODAY show and in person in connection with Autolite’s 
participation at NASCAR Speed Weeks and in powerful promo- 
tions designed to help dealers sell more Autolite Spark Plugs, 
Batteries, Service Parts, and Wire and Cable. 


Throughout 1960, Autolite will also be on the entire NBC 
RADIO network with “NEWS ON THE HOUR” and “MONITOR.” 







SPARK PLUGS + BATTERIES + SERVICE PARTS + WIRE & CABLE 
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Shuns Politics, Blasts Big 3 Compact ‘Snubs’ .. . 


Romney Sees Growth for AMC 


would not accept a draft. He re-| dealers, although he did not make 


(Continued from Page 8) 


which AMC is now engaged—autos 
and appliances—and that industries 
outside of the consumer durables 
class are being investigated. 

Another stockholder asked about 
chances of producing a truck. Rom- 
ney said AMC had produced proto- 
types of trucks but indicated that 
the company is not likely to enter 
this field. He said that trucks are 
a@ separate business from cars and 
many AMC dealers were not inter- 
ested in the truck field. 

Romney took pains to assure 
stockholders that AMC is no “one- 
man show.” He paid tribute to 
Jack J. Timpy, AMC vice-presi- 
dent who died in January, and 
went on to point out that the 
company had a qualified replace- 
ment, Donald Else, within its 
ranks. 

Other AMC executives were then 
introduced by Romney, who praised 
their work, 

Detroit newspapers had been 
booming Romney as a Republican 
nominee for governor, senator or 
vice-president. He had announced 
four days before the annual meet- 
ing that he would not be a candi- 
date for any office in 1960 and 


peated his views at the meeting. 

The stockholders voted to split 
AMC’s common stock three for one, 
with the record date expected to be 
Wednesday (Feb. 10). The action 
had been urged by the board late 
in 1959. 

In other action, the holders re- 
elected all present directors. 

In his talk at. the meeting, Roy 
D. Chapin jr., general manager of 

the automotive division, said AMC 

was upping its production to 

50,000 units in March with fur- 
ther expansion scheduled to be 

completed by the beginning of 
the 1961 model run, 

Each car the company sells pro- 
duces a profit, Chapin said. 

The company is continuing its 
program of dealer expansion on a 
selective basis, adding 234 dealers 
in 1959 to reach a total of 2,977 on 
Dec, 31, Chapin said. He said AMC 
dealers earned a 34 percent return 
on their investment in 1959 and 
their profits on sales were 55 per- 
cent higher than the industry aver- 
age. 

The text of Chapin’s talk con- 
tained some remarks on dualled 


Dealer Forum By Robert M. Finlay 





(Continued from Page 3) 


1. Develop the proper attitudes. 

2. Develop the proper opportuni- 
ties. 

8. Develop the sheer determina- 
tion to succeed. 

4. Develop the environment. 

5. Develop the abilities. 


ARIEPY said that all of us have 

these three subconscious desires 
—to become more adequate, to be 
recognized and to earn more money 
(in the sense of being in a position 
to enjoy better living). The sales- 
man should frame his approach 
with the idea of penetrating one of 
these subconscious desires. 

In any approach, he should give 
thought to determining the prob- 
lem, determining how benefits and 
advantages apply to the prospect 
and the skills and techniques he 
will use to communicate the value 
of the proposed investment. 

He must keep in mind questions 
about the prospect: Does he want 
to make a name for himself, is he 
thinking of saving his employer 
money, does he want to impress 
his neighbors? 

He must ask his presentation, not 
tell it. en 


Ten story of China was 
told by Congressman Walter 
Judd (Minnesota Republican), who 
was the layman speaker at the in- 
terdenominational services which 
are a part of the convention each 
year. In discussing the role which 
America plays in the world, Rep. 
Judd recalled a story which he 
heard while a medical missionary 
in China: 

There was a refugee in a strange 
land who was offered food by a dis- 
dainful giver, and he said: “Am I 
so poor in spirit that I must accept 
food offered in disdain.” And he 





wandered off and died. 
Congressman Judd recalled that 
when Christ was asked by the law- 
yer what was the greatest com- 
mandment, he replied: 
“You shall love the Lord thy 
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God with all your heart, and all 
your mind, and all your soul and 
all your strength. 

“And very close to this is the com- 
mandment that you shall love your 
neighbor as yourself.” 

The Congressman said that we 
must love God with our hearts, so 
we may care; our minds, so we may 
understand; our souls, so we may be 
committed, and our strength, so 
that we may act. 

And, in relation to the second 
commandment, we must not only 
love our neighbor, but we must min- 
ister unto him. 


Factory Relations 


Best in Years, Says 
New NADA Boss 


(Continued from Page 1) 


21,000 members and hopes to in- 
crease that number this year. 


He said that NADA’s member- 
ship committee, headed by Ray 
Wilson (Chevrolet), Los Angeles, 
has stopped the decline in NADA 
membership and plans increased 
campaigns this year, 

Williams expects no undue pres- 
sure from the factories for dealers 
to stock new cars in 1960. If a deal- 
er Over-orders, it’s his own fault, 
he declared. 

* * ok 
ILLIAMS has been active in 
NADA for many years. 

Seventy years of age last Friday, 
Williams, served as the associ- 
ation’s first vice- 
president for two 
years and was re- 
elected to the 
NADA board of 
directors last fall 
for a new three- 
year term. 

He was gradu- 
ated from Oua- 
chita College, 
Arkadelphia, Ark., 
where a campus 
hall bearing his 
name was recently dedicated. He 
attended the University of Virginia | 
Law School, and entered the auto- 
mobile industry in 1915. 


B. L. Williams 
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the comments at the meeting. 

The text said AMC dealers who 
also have franchises from Gen- 
eral Motors, Ford or Chrysler 
lines number 937. They account 
for 31.5 percent of total dealers 
and 17.6 percent of sales poten- 
tial. 

“Recently, we are finding that in 
those cases where a dealer has to 
choose between his Rambler fran- 
chise and that of a competitive 
make, the majority are keeping 
Rambler and dropping the competi- 
tive make,” the text said. 

Just before the annual meeting, 
AMC announced earnings of $12.2 
million in the October-December 
quarter, the first quarter of the 
company’s fiscal year. The company 
paid $14.9 million in taxes on the 
quarter’s earnings. Sales in the 





Columbus Dealers Take Office— 


New officers of the Columbus (O.) Auto Dealers Assn. are sworn into office by Lt.-Goy, 
John W. Donahey, right, of Ohio. From left are John Hebebrand (Dodge), director; 
Herman Beck (Rambler), vice-president; Les Fishinger (Ford), treasurer; Charles W., 
Medick (Ford), director; Jack Schmidt (Oldsmobile), director; Edgar G. Planck (Dodge. 
Plymouth), secretary, and Herman Marte (Pontiac), who succeeds George Krieger 
(Lincoln-Mercury) as president. Holdover directors include Neil Rush (Lincoln-Mercury), 
Willard Ewart (Pontiac), L. A. McPherson jr. (Foreign), and Edward Hutchins. John E, 
Barton was reappointed executive secretary. 


































During his long career, Williams 
has served as president of the Ohio 
Automobile Dealers Assn., president 
of the Cleveland Automotive Trade 
Assn., director of the Automotive 
Old Timers and president of the 
Ohio Council of Automotive Old 
Timers. 

In 1952-53, Williams was Cleve- 
land’s police and fire commissioner. 


quarter totalled $261.3 million. 

The first quarter of the last 
fiscal year showed a profit of 
$21.1 million on sales of $193.7 
million but the company paid no 
income taxes on that profit due 
to its loss carryforward. 


In the July-September quarter of 
the last fiscal year, earnings were 
income taxes were 
$9.1 million and sales were $181.1 


$10.7 million, 


million, 


GM, Ford Report 
2nd Best Years; 
Slip in 4th Quarter 


(Continued from Page 1) 


General Motors, this can be 
traced to the steel strike which 
shut assembly lines during the 
quarter. At Ford the cause is less 
evident since the company’s 
fourth quarter unit sales ran 
ahead of those in the like quarter 
of 1958. 


General Motors’ figures, all of 
which are preliminary, list sales in 
1959 at $11.2 billion and the profit 
at $873 million. In 1958, the company 
earned $634 million on sales of $9.5 
billion. The sales gain from 1958 to 
1959 was put at 18 percent, 


The fourth quarter showed a 
profit for GM of $148 million on 
sales of $2.3 billion. Third quarter 
sales reached the same total but the 
profit was $135 million. In the fourth 
quarter of 1958, the company earned 
$235 million on sales of $2.8 billion. 


Ford put 1959 sales at $5,356.9 
million, up from the $4,130.3 million 
in 1958. Profit for the year was 
$451.4 million, almost four times the 
$116.2 million earned in 1958. 

* “ * 


FrOURTH-QUARTER results for 

last year were a profit of $112.3 
million on sales of $1,365.7 million. 
Earnings in the third quarter were 
$53.2 million while sales totalled 
$1,036.9 million. 

In the fourth quarter of 1958, 
the company earned $115 million 
on sales of $1,447.4 million. 


The record for annual profit was 
set in 1955, when the company 
earned $454 million. The sales rec- 
ord of $5.7 billion was set in 1957. 


Indicated factory sales of cars 
and trucks to dealers in the fourth 
quarter showed an increase over 
the fourth-quarter total for 1958. 
The figures were 560,920 units sold 
in the last quarter of 1959, com- 
pared to 532,748 in the like period 
of 1958. 

* *K * 
proRD therefore increased unit 
sales while dollar sales and prof- 
its slipped. This was traced to the 
fact that fourth-quarter sales in 
1959 included the new Falcon, a line 
which carries a lower price tag. 

Ford said sales of cars and 
trucks to dealers in 1959 totalled 
2,091,106 units, compared with 
1,466,302 in the preceding year. 
The company said its car sales 
represented 31.2 percent of total 
industry factory sales in 1959 and 
placed its 1958 showing at 28.7 
percent of the industry figure. 

Ford spent $75 million for expan- 


He served in the AEF as major} sion, modernization and _ replace- 
in the Field Artillery with the 39th | ment of facilities in 1959, compared 


Division in World War I. 


to $89 million in the previous year. 










big-city dealers. 


lumbus, O., 
treasurer was John 
Atlanta, 


H. 


* * * 


of Commerce. 
“There is evidence that the home 


may have supplanted the automo- 
bile as the status symbol currently 
Oechsle 


favored by Americans,” 
said. 

Speaking on “The Impact of 
Compact Cars on New and Used- 
Car Selling,” Publisher Phil F. 
DeBeaubien, of the Detroit Times, 
declared that “the simple truth is 
that the American compact car is 
not an economy car—it is not 
economical to buy—it is not eco- 
nomical to operate.” 

Since the compact-car buyer is 


naturally inclined to believe the 


wild economy claims made, De- 
Beaubien warned that “this big de- 
lusion will be back to haunt you, 
the dealer.” He praised the late 


George Mason, former president of 


American Motors, as “the man who 
got the compact car started in this 
country.” 
ae a” + 

HE customer “once again will 

be seated on his rightful throne 
in 1960,” Dr. Kenneth McFarland, 
educational consultant for General 
Motors, told the 30-Year Club 


Draper Named 


To Head NADA 
30-Year Club 


WASHINGTON.—Harold D. Dra- 
per sr., Chevrolet dealer of Sag- 
inaw, Mich., is the new president 
of NADA’s 30-Year Club. 

Other new officers are Earl C. 
Dahlem, on the staff of a San 
Francisco Ford dealership, vice- 
president; and Carl E. Fribley, 
Norwich (N. Y.) Cadillac-Pontiac- 
GMC dealer, secretary. 

Last week’s event honored Wil- 
liam L. Mallon, NADA director for 
New Jersey since 1938. Mallon, a 
Pontiac dealer, was president of 
NADA in 1945 and 1946, and was 
the first president of the 30-Year 
Club. 

Mallon was presented a portrait 
of himself, plus a testimonial from 
the Automotive Trade Assn. Man- 
agers. 


cities (Fort Collins and Orange- 
burg have populations of 15,000 and 
Beloit has 30,000). The association 
has been stung by charges that it 
reflects the interest primarily of 















Galles, Williams’ predecessor, is 
an Oldsmobile-C a dillac-Chevrolet 
dealer in Albuquerque, N. M., pop- 
ulation 152,000. The previous secre- 
tary was A. E. (Bob) White, Co- 
and the previous 
Lander, 


i’ SEEKING new business, “don’t 
forget the young, educated con- 
sumers — those particularly with 
annual incomes under $6,000,” the 
convention was advised by Carl F. 
Oechsle, U. S. Assistant Secretary 


NADA to Continue Fight 


For Territory Bonus 


(Continued from Page 1) 


breakfast which honored William 
L. Mallon, NADA director from 
New Jersey and past president of 
the national association. 

Seven “capital sins’ that tear 
down customer loyalty were listed 
by Frank P. Tighe, editor of Motor 
Age, at a service session of the 
convention. These are, he said: 
Doing a slipshod repair job; failure 
to keep a promise; unskilled di- 
plomacy; thinking the customer is 
always wrong; failure to write 
everything down; uncleanliness, 
and failure to appreciate the busi- 
ness your customer brings into 
your shop. 

The closing session of the con- 
vention was climaxed by the ap- 
pearance of Vice-President Richard 
M. Nixon, who saluted the dealers 
in a short address. He was preced- 
ed by Richard Harkness, news com- 
mentator speaking about behind- 
the-scenes in Washington. 


UAW Prepares 
For ’61 Talks, 
Rips ‘Speedups’ 


(Continued from Page 2) 


finding board studies the situation 
and makes recommendations. 

. + of 
Dealers Win Elections 


ON THE dealership front, unions 
were defeated in three repre- 
sentation elections conducted by 
the National Relations Board. 

In Chicopee Falls, Mass., all 
salesmen at Harold Ford Kent, 
Inc., voted 7-to-1 against repre- 
sentation by Teamsters Local 404. 
In Boston, all service employes 

at Luby Chevrolet Co., Inc., voted 
21-to-4 against union representa- 
tion by Teamsters Local 841, 

In North Miami Beach, Fila, 
Local 1010, Retail, Wholesale & 
Dept. Store Union, AFL-CIO, lost 
its bid to represent all truck and 
new and used-car salesmen at Cecil 
Holland Ford, Inc. The salesmen 
voted 15-to-14 against union repre- 
sentation, 


The NLRB also held an election 
among all service department em- 
ployes at Stanfrank, Inc., Seaford, 
N. Y., to determine whether they 
wish to withdraw the authority of 
Machinists Local 447 and Team- 
sters Local 868 to require, under its 
agreement with the firm, that mem- 
bership in such union be a condi- 
tion of employment. 

The workers voted 10-to-1 in 
favor of the proposition, according 
to the NLRB. 


Volkswagen in Saginaw 


SAGINAW, Mich.—Autohaus Sag- 
inaw, Inc., 5645 State St., opens this 
month as a Volkswagen dealership. 
The firm has 1,200 square feet of 
showroom space and 4,800 square 
feet for its service department. 
Gene Lomas is sales manager. 
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DETROIT —The recently an- 
nounced “National New Car Dealer 
Week” promotion has gained strong 
support from individual newspapers 
in the U. S. and Canada, and indi- 
eations are that dealers also are 
planning to participate heavily, the 
Bureau of Advertising of the 
American Newspaper Publishers 
Assn. said last week. 

As of Feb. 1, the bureau said, 
2176 newspapers in 207 markets 
had announced their intention to 
stage the promotion in their mar- 
kets. Many of these newspapers, 
it was said, are already calling 
on dealers and formulating cam- 
paign plans. 

The theme of the promotion is 
t's National New Car Dealer 
Week—Buy Now!” Campaign dates 
are March 28 through Apr. 9. How- 
ever, the bureau of advertising is 
pointing out that the date is flex- 
ible so that newspapers may time 
the campaign to meet individual 
market conditions. 

In a letter to bureau members, 
Edward A. Falasca, creative vice- 


Willys Steps Up 
Production, Adds 
Second Line 


TOLEDO.—Willys is activating a 
second assembly line to meet in- 
creased sales demand for Jeep four- 
wheel drive vehicles, according to 
E. C. McCleary, manufacturing vice- 
president. 

The increase in production follows 
the announcement by C. W. Moss, 
sales vice-president, that orders for 
Jeep vehicles from U. S. dealers are 
300 percent ahead of a year ago. 


Domestic vehicle sales during 1959 
were 29 percent above the previous 
year, and a further increase is fore- 
cast for 1960, Moss said. 

Export sales in 1959 were approxi- 
mately 40 percent ahead of 1958 and 
are continuing substantially above 
a year ago, according to W. S. 
Pickett, sales vice-president for 
Willys-Overland Export Corp. 








Dates Are March 28-Apr. 9 


60 ‘Buy-Now’ Drive 
Is Gaining Momentum 


president, said: “The manufacturers 
are in agreement on this period and 
indications are that most members 
will run their promotions on the 
official dates. 

“If an individual market presents 
a special timing problem, the pro- 
motion can be run during any two- 
week period in March or April.” 

As in the case of last year’s 
“Live Better by Far with a Brand 
New Car” promotion, the bureau 
of advertising is making available 
to the newspapers a kit of pro- 
motional materials for use by the 
dailies and their local dealers and 
dealer associations. 

Included in the kit are promotion 
ads in various sizes designed to be 
run by the newspapers themselves 
and dealers or dealer groups before 
and during the campaign, large and 
small dealer ads, logotypes with the 
theme and campaign symbol, tie-in 
ads for service stations, finance 
companies, insurance companies, 
etc.; suggested mailing pieces, open 
house parties and other promotion 
ideas, an easel presentation for use 
by the newspaper in developing the 
promotion with dealers and many 
other materials. 

The campaign plan also provides 
helps for used-car promotion. A 
subordinate theme has been adopted 
for this purpose: “National Car 
Dealer Week! ... Used Cars Were 
Never Better!” 

Also, the bureau has included 
in the kit a folder of logos, drop- 
in ads, eight-column streamers 
and other materials for used-car 
promotion, as well as classified 
promotion material. 

Full endorsement of the promo- 
tion has come from all the auto 
manufacturers and NADA. For use 

in promoting the campaign to deal- 
ers and getting their full support, 
the newspapers have in their kits 
reproductions of letters to the bu- 
reau from the factories. 

The letters give the promotion 
full approval and contain factory 
pledges to alert ali their. dealers 
and to urge full dealer participa- 





tion in the campaign. 
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Taunus 12-M on Sale in U. S.— 


The Taunus 12-M Super, a smaller and lower-priced version of the Taunus 17-M, 
now is on sale at some 200 U. S. dealerships. New York port-of-entry prices are $1,701 
for the two-door sedan and $1,875 for the two-door station wagon. Built by Ford of 
Germany, the Taunus 12-M has a 98-inch wheelbase and is 160 inches long. It has a 
three-speed transmission and a 60-horsepower, four-cylinder engine that displaces 


91.4 cubic inches. 


Obituaries 


E. C. Bull, 87, Headed 


Pierce-Arrow Sales 


BUFFALO.—Edward C. Bull, 87, 
former president of the old Pierce- 
Arrow Sales Co. and a director of 
the national Pierce-Arrow Sales 
Co., died Jan. 30 in Buffalo General 
Hospital. 

An outstanding automobile sales 
executive in his day, Mr. Bull hark- 
ed back to the early automobile 
days. From 1913 to 1932, he served 
in Pierce-Arrow sales capacities. 
He was president for seven years 
of the Buffalo Automobile Dealers 
Assn. 

* * * 
William L. Popp 

EAST HARTFORD, Conn.—William L. 
Popp, 63, vice-president of Dennet and 
Popp Dodge, Inc., here, died Jan, 28. 

* * * 
Samuel C. Pandolfo Sr. 

ST. CLOUD, Minn.— Samuel C, Pan- 
dolfo sr., 85, who once promised to make 
this city the motor capital of the world 
and went to jail in the attempt, died Jan. 
27 at Fairbanks, Alaska. He came here in 
1917 with plans to build ‘‘the ideal car,’’ 
featuring a reclining seat. The Pan Auto- 
mobile Co., which he founded here that 
year, turned out 737 cars before it was 
closed in 1919. Its downfall came when 
Mr. Pandolfo was indicted for mail fraud 
in connection with the sale of stock in the 


firm. 
* * * 


Worth H. Calfee 
BELHAVEN, N. C.—Worth H, Calfee, 





Be Realistic on Volume—Pressler 


WASHINGTON. — Successful au- 
tomobile dealers first are realistic 
about the volume they can sell 
profitably, and then they set their 
sights and control their costs ac- 
cordingly, delegates to the NADA 
convention were told. 

Stanley Pressler, president of 
the Automobile Dealers Assn, of 
Indiana and owner of Harry 
Stephens & Co, (Oldsmobile-Stu- 
debaker), Bloomington, Ind., gave 
&@ seven-step formula for success- 
ful planning and profitable sell- 


Here is Pressler’s formula: 

“1. Determine the volume of busi- 
ness you should do profitably in 
your trading area. This is not so 
difficult as it may sound. If your 
new car is getting 6 percent of the 
market nationally, any plans you 
have to deviate widely from this 
are apt to prove unsound. 

“2. Provide the necessary organi- 
zation to handle this business, This 
means good people, They don’t have 
to be the smartest in the world, 
but they must be conscientious, 
loyal and willing to learn your ap- 
Proach to the business and under- 
stand your objectives. 

“3. Get rid of misconceptions 
about the business, such as the old 
bugaboos of “service absorption” 
and “washout.” Think of one deal 
at a time and try to make each 
deal stand alone, without subsidy 
from another department of the 
business or from a subsequent deal. 

“4, Educate your salesmen to 
the cost of selling a car, all cests, 
Break this cost down by items. 
Ask them what particular items 
they would like to eliminate. 
Don’t worry, You’ve been work- 
ing for years on reducing costs, 





and when those left are examined 
carefully, each one makes an im- 
portant contribution to helping 
the salesman do his job. Telling 
them it costs $200 to sell a car 
makes little impression, but item- 
ized it makes sense. Don’t apolo- 
gize for these costs, They are rea- 
sonable. 

“5. Constantly analyze and con- 
trol all expenses. Keep an open 
mind and carefully consider all the 
ingenious methods devised and em- 
ployed by other dealers in their 
dealerships. Remember that cost 
control is not cost reduction, but 
rather spending the right amount. 
Don’t forget that there has never 
been a good substitute where ex- 
penses are concerned. 

“6. Seek to eliminate all loss 
transactions from the business, 
whether on cars, parts, or service. 
A loss transaction is one which fails 
to provide sufficient gross profit to 





cover its proper share of operating 
expense. 

“7. Tie your compensation plans 
to profits, and I don’t mean profit 
sharing. I do mean compensation 
in relation to the contribution of 
the employe to the profits of your 
business. As recently as 1954 we 
were told from this convention plat- 
form that the best way to pay a 
salesman was salary plus a com- 


Inspection Date Delayed 





ALBANY.—The State has post- 
poned until March the effective 
date on which windshield wipers, 
windshields and tires must be in- 
cluded among items requiring safe- 
ty inspection. A delay in getting 
printed regulations to inspection 
stations was blamed for the post- 
ponement. 


mission on the cash difference 
drawn, 

“Those of us doing it that way 
felt well satisfied our method had 
this stamp of approval, even 
though we were often paying men 
more on loss deals than we were 
paying on profit deals. During 
1956 we had a rash of moving to 
paying on a percentage of gross 
profit, a step in the right direc- 
tion. 


“More recently, the inclusion of 
a cost factor to be recovered before 
commission or a variable percent- 
age on various amounts of gross 
has been employed, This is an ef- 
fective means of relating the com- 
pensation to net profit. The same 
thinking can be applied to other 
personnel pay plans involving parts 
sales and service sales.” 


“These are things all of us can 
do,” Pressler said. “For the dealers 
who feel they can deviate widely 
from the average by achieving large 
volume, let me remind you that the 
average cost per unit comes down 
very slowly with volume. 

“Referring to NADA averages, 
the 100-car dealer had expenses 
of 13.2 percent of sales and the 
700-car dealer had expenses of 

12.7 percent of sales. You may 

beat the averages in periods of 

short duration, but like the 
horses, they’re awfully hard to 
beat in the long run. 

“Fixed costs are not as big a pro- 
portion of the total as generally 
thought. If you are getting nation- 
al average market penetration with 
a well-balanced organization, you 
probably can not reduce the cost 
per unit in your new-car depart- 
ment by more than $60 to $75 by 
doubling your volume. 

“What price concession would 
you have to grant to accomplish 
this?” 





owner of Beaufort-Hyde Motor Co., died 
Jan. 28, 
* * * 
Floyd Bradley 
SIOUX FALLS, 8S. D.—Floyd Bradley 
(Ford), of Redfield, S, D., and his wife 
were killed Jan. 25 in an auto accident 
near York, Neb. He owned Service Motor 
Co. and was a member of the South Da- 
kota Automobile Dealers Assn. 
* * 


* 
G. A. Holmes 
CONRAD, Mont.—G. A, Holmes, former 
Dodge dealer here, died of a heart attack 
Jan. 20. He served two terms as mayor of 
Conrad. 
* * * 


V. H. Onderdonk 
ALBANY, N. Y.—Harry Van Houten 


Onderdonk, 73, an auto dealer here in re- 
cent years, died Jan. 25. 
* * 


a 
H. Don McLean 
LENOIR, N. C.—H. Don McLean, 
formerly operated an automobile dealer- 


who 


ship here, died Jan, 24 at his home in 
Sarasota, Fla. 
* * * 
Joseph N. o 


DETROIT.—Joseph N. Garbarino, a for- 
mer dealer and longtime sales manager for 
Lewis F. Brown, Inc, (Ford), died Jan. 
30. He was a member of the Detroit Civil 
Service Commission. 

* * * 
John W. Witten 

OKLAHOMA CITY. — John W. Witten, 

70, retired auto dealer, died Jan. 25. 
* * * 
Joseph Jacobs 

MARENGO, Ia.—Joseph Jacobs, 69, who 
operated a garage and auto dealership here 
for 40 years, died Jan. 18. He had been 
ill six years. 

* * * 
Merritt J. Osborn 

ST. PAUL. — Merritt J. Osborn, 80, 
founder and chairman of Economics Lab- 
oratory, Inc., died Jan. 16 after a long 
illness. He operated truck and auto deal- 
erships before starting a detergent com- 
pany in 1923. 

* * * 
Leo J. Randall 

DETROIT.—Leo J. Randall, 68, an auto 
dealer here for 35 years, died Jan, 24 in 
an Ann Arbor (Mich.) hospital. 

- * * 


John Lubotsky 
MILWAUKEE.—John Lubotsky, 55, an 
auto dealer here for 32 years, died Jan. 31 
while vacationing in Miami Beach, Fia. 
He had been president of John Lubotsky 
Motor Sales, Inc, for 22 years and pre- 
viously had operated Community Motors 
Co. 
* * * 
Charles Kugle 
REEDSVILLE, Wis.—Charles Kugle, 59, 
an auto dealer and fire chief from 1927 
to 1952, is dead. 
* * 
Joseph L. 


* 


Benning 
DALLAS.—Joseph L, Benning, 69, a 
former auto dealer in Odessa, Mo., and 
Higginsville, Mo., died here Feb. 1. 
* * * 


Arthur John Schpenberg 
SPOKANE. — Arthur John Schpenberg, 
56, a Spokane auto parts executive, died 
after a heart attack. 
* + * 
Thomas Roland English Sr. | 
HIGH POINT, N. C.—Thomas Roland 
English sr., 58, president of English Motor 
Co, here for 21 years, died Jan, 31 after 
a heart attack. 


* * * 
Clark Edward Embum 
TILLAMOOK, Ore.—Clark Edward Em- 
bum, 62, a Ford dealer here, died at his 


home after a heart attack. 


Displayed in Milwaukee 


MILWAUKEE, — The Brooks 
Stevens Automotive Museum has 
on display a rear-engine auto built 
in Detroit in 1935. The four-door, 
179-inch car is powered by an X-8 
engine. It was the only one of its 
kind built. 

The car was developed by R. C. 
Hoffman, an automotive engineer 
hired by a Boston syndicate with 
the hope that three of the major 
auto companies would combine and 
produce it. 
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New Sports Coupe 
Unveiled by Volvo 


Sept. Output Slated 
For 100-H.P. Entry 
By George Lewis 


Staff Correspondent 

STOCKHOLM, Sweden. — The 
P-1800 sports car, latest addition 
to the Volvo line, was exhibited for 
the first time at the Automobile 
Salon in Brussels, Belgium. It will 
be previewed in the U. S. at the 
International Automobile Show in 
April at New York’s Coliseum. 

Other Volvo innovations pre- 
sented at the show were two new 
features on a B-655 bus chassis 

—air suspension and a fully auto- 
matic hydraulic gear box called 
Volvomatic. 

The new sports car is based on 
standard Volvo units, but it has a 
new 1.78-litre, 100-horsepower en- 
gine. 

The gear box is similar to the 
four-speed box of the 122-S and the 











°35 Rear-Engine Auto | 


PV-544, but it has been redesigned 
and specially dimensioned for the 
sports car, Electrically operated 
overdrive is available at extra cost. 

The car has power brakes with 
conventional drum-type brakes on 
the rear wheels and disk brakes 
on the front wheels. 

The body was designed by Per 
Pettersson and is being produced 
by Pressed Steel, Ltd., in England. 
It will be assembled in England 
since all assembly capacity in 
Sweden is utilized by existing Volvo 
programs. 

Production will begin next Sep- 
tember and is expected to reach 
100 cars per week by the end of 
the year. The car will be sold in 
Sweden and in the export market. 

The new suspension system for 
buses is based on a combination of 
leaf springs and air suspension. 
The leaf springs are used to locate 
the axles and absorb reaction dur- 
ing braking and acceleration at the 
same time as they accept a con- 
stant proportion of the loading. 

The level is maintained by the 
air-suspension units by the use of 
valves linked to the axles. When 
loading increases, the valves open 
and permit more air to the bellows. 
When it decreases, the valves re- 
lease a corresponding amount of 
air. 

The rear axle is fitted with two 
valves regulating the air pressure 
in the left and right sides respec- 
tively, This means increased anti- 
roll characteristics in long road 
curves since the increased air pres- 
sure counteracts the rolling ten- 
dency. A torsional stabilizer bar is 
also fitted on the rear axle. 

The Volvomatic gearbox on the 
bus chassis consists of a hydraulic 
torque converter of the turbine 
type and a set of planetary gears, 
combined to obtain three forward 
speeds and one reverse. 

The gearbox is fully hydraulic. 
It selects the most suitable gear 
depending on the speed of the 
_ and the position of the throt- 

le. 

In all gear ratios, with the ex- 
ception of the purely mechanical 
top gear, power transmission is 
carried out through the hydraulic 
turbine system. 

* * * 


Mass. Firm Appointed 


Ist Volvo Truck Outlet 


BRIGHTON, Mass.—Truck Sales 
& Service Co., 320 N. Beacon St., 
has been appointed the first U. S. 
dealership for Volvo diesel trucks. 
The 34-year-old 
firm has handled 
Diamond T since 
1932 and Dodge 
trucks since 1955. 

Paul Ousback 
is general man- 
ager of the deal- 
ership, and his 
brother, Walter, 
is service man- 
ager. The com- 
pany was founded 
by their father, 
Alfred Ousback, now 79. The elder 
Ousback entered the truck business 
in Boston in 1908. 

Volvo’s ’60 truck line consists of 
three medium and heavy-duty 
models, They range from 90 to 185 
horsepower and have GCW ratings 
from 40,000 to 68,000 pounds, All 
are driven by six-cylinder, four- 
cycle, direct-injection Volvo diesel 
engines. 
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But Rambler Leads in Economy jw 


Valiant Unbeatable at Daytona 


(Continued from Page 6) 
pounded after runs were completed. 
Last year’s winner, Gene Stokes, 
Sumter, S. C., who averaged over 
51 m.p.g. in a Rambler American, 
found his run disallowed on techni- 
cal grounds. 

Women drivers, in compact 
cars, were given a two-lap trip 
around the sports car course. 
Barbara Bundy, of Fort Lauder- 
dale, won the event averaging 
79.432 miles an hour in a Valiant. 

Television cameras were off when 
the major excitement of the day 
found four Valiants mixing paint on 
the high east bank of the Speedway. 
Sports car driver Paul O’Shea was 
bumped by a following car and 
tossed toward the upper guard rail. 

As he slid, another Valiant driven 

by Richard Petty was knocked side- 
ways and began sliding as O’Shea’s 
car was struck again by a third 
Valiant driven by Larry Frank, An- 
other Valiant, herded by Jeff Stev- 
ens, also was in the mixup. Petty’s 
and O’Shea’s cars were damaged 
severely and dropped out of the 
race. 
Those few spectators who braved 
a shivering Florida day were for- 
tunate in seeing the beginning of 
what appears to be a new era in 
stock car racing, according to car 
owners and drivers. Men deepest 
in the sport are surprised with com- 
pact speeds and durability—and 
happy with low cost of operation 
in racing a small Six versus a big 
V-8. 

Many drivers are now scurry- 
ing madly to unload old ’58 and ’59 
stockers, to be replaced with a 
compact for short track racing. 
The new compact cars lend them- 
selves to small tracks, and lack 
the brute power and size which 
broke up so much expensive 
equipment in previous years. 
Beneath gloom of AMA’s existing 


Pontiac, Rambler 
Report Gains in 


Janu Sales 


DETROIT.—Rambler retail sales 
tecalled 34,949 units during Janu- 
ary, an increase of 76 percent over 
the 19,818 sold during the same 
month last year, according to Roy 
Abernethy, American Motors Corp. 
automotive distribution and mar- 
keting vice-president. 

Abernethy said dealers sold 15,176 
units during the last 10-day period 
in January. 

Dealers have delivered 127,889 
cars since the fiscal-model year 
started Oct. 1, compared with 95,611 
in the like period of the year earlier, 
Abernethy said, for an increase of 
34 percent. 

Pontiac dealers in January deliv- 
ered 30,254 new cars, with the daily 
rate in the final period showing a 
substantial increase over the like 
period of 1959, S. E. Knudsen, gen- 
eral manager, said last week. 

Pontiac sales for the 1960 model 
year—October through January— 
showed more than a 12 percent gain 
over the corresponding 1959 period, 
he said. 


Jobber Network 
Set for Dowgard 


MIDLAND, Mich.—A nationwide 
automotive jobber-service dealer or- 
ganization has been chosen by Dow 
Chemical Co. to introduce its new 
cooling system fluid. 

The product, Dowgard, will re- 
ceive its initial push to consumers 
during the spring drainout period. 
A heavy program of promotion and 
sales effort has been planned. 

Dowgard will be sold to service 
dealers only through jobber agents. 
Distribution is intended to reach 
every vehicle owner. 


Chrysler Graduates 252 


Into Skilled Trades 

DETROIT.—A record number of 
Chrysler Corp. employes completed 
apprenticeship training in the skill- 
ed trades of their choice during 
1959. Certificates have been given 
to 252 graduates. 

More than 1,200 men have been 
graduated from the Chrysler ap- 
prenticeship training program since 
it was established in 1945. 


recommendation that Detroit take 


no official notice of stock car rac- 
ing, hovers a determined group of 
engineers and factory men eager 





over 2.5-mile speedway course. 
Time: 24:32. Average speed: 
122.282 m.p.h. 


Marvin Panch, Valiant; Roy 


for every bit of knowledge the| Schechter, Valiant; Larry Frank, 


track provides. 

One top ranking engineer told 
Automotive News, “I’ve learned 
more about my compact here today 
than we could learn in a month at 
the proving grounds.” 

Nor was he alone. Every Ameri- 
can auto builder had a team of 
observers at Daytona, evaluating 
performance and trying to solve 
problems as they show up. 

A few men huddled in hotel 
rooms, saw the race from the 
grandstand, and could seldom be 
reached by telephone. Others 
openly toured pits and visited 
with drivers. Interviews were out 
with factory men stoutly main- 
taining they were on “vacations.” 

One thing for sure, none was 
going to violate AMA recommenda- 
tion, but every individual was going 
to carry back to Detroit all the 
development information he could 
collect on compact car perform- 
ance. 

In the compact mechanical de- 
partment, Valiant’s Hyper-Pac took 
everyone by surprise. The option, 
which boosts horsepower from 101 
to 148, includes a tuned intake 
manifold, high compression head, 
four-throat carburetor and other 
performance and safety options. 


Corvair’s 95-horsepower option, 
with four-speed gearbox, proved 
much too weak to challenge the 
Valiant powerhouse. 


Though Ford offers no factory 
pack for Falcon, Holman and 
Moody, of Charlotte, N. C., have 
produced a three-carburetor setup. 
With. a camshaft and other modi- 
fications, Falcon’s pack was con- 
sidered the “hot one” until Valiant 
blew the whistle with 148-horse- 
power. 


Mechanics believe a junior horse- 
power race is shaping up, with Ford 
and Chevrolet ready to throw the 
book at Chrysler as soon as they 
can figure an inexpensive way to 
boost their compact’s output. 

Results of the compact races fol- 
low: 

First race—10 laps—38.10 miles 
over 3.81-mile combined speedway 
and infield course. Time: 23:20.63. 
Average speed: 88.134 m.p.h. 

Marvin Panch, Valiant; Larry 
Frank, Valiant; Jeff Stevens, Val- 
iant; Paul O’Shea, Valiant; Roy 
Schechter, Valiant; Lee Petty, Val- 


iant; Jack Smith, Valiant; Joe! 


Weatherly, Falcon; Ricardo Rod- 
riguez, Corvair; Jim Reed, Corvair; 
Denise McCluggage, ’60 Volvo; 
Chuck Deitrich, ’60 Volvo; Art 
Riley, 60 Volvo; Pedro Rodriguez, 
’60 Volvo; Harry Atkinson, Falcon; 
John Hill, 59 Volvo; Corky Blair, 
’58 Volvo; Speedy Thompson, ’60 
Simca; Eddie Hugus, Corvair; Gene 
Stokes, ’60 Volvo; James Clear, ’58 
Volvo; Bill Reidal, ’60 Lark; Herb 
Byrne, ’58 Morris; Moe Clark, ’59 
Rambler; Fireball Roberts, Corvair. 

Second race—20 laps, 50 miles 


\ 


| Valiant; 


Joe Weatherly, Falcon; 
Curtis Turner, Falcon; Jim Reed, 
Corvair; Harry Atkinson, Falcon; 
Fireball Roberts, Corvair; Denise 
McCluggage, 60 Volvo; Pedro Rod- 
riguez, ’60 Volvo; Chuck Deitrich, 
’60 Volvo; Eddie Hugus, Corvair; 
Art Riley, ’60 Volvo; Ricardo Rod- 
riguez, Corvair; John Hill, 59 Vol- 
vo; Speedy Thompson, ’60 Simca; 
Bill Reidel, ’60 Lark; Herb Byrne, 
58 Morris; Corky Blair, ’58 Volvo; 
Jeff Stevens, Valiant; James Clear, 
58 Volvo; Richard Petty, Valiant; 
Paul O’Shea, Valiant; Gene Stokes, 
’59 Volvo. 





Dealers Elect Leader— 


Dick Keller, left, 1960 president of the 
Kern County Used Car Dealers Assn., 
Bakersfield, Calif., accepts the gavel from 
Joe Copeland, retiring president. A. J. 
Veglia, state registrar of motor vehicles, 
was the installing officer. 


Traffic Deaths Rise 800; 
1.4 Million Are Injured 


CHICAGO.—Traffic deaths across 
the nation increased by 800 in 1959 
as travel zoomed to an alltime high, 
the National Safety Council re- 
ported, 


The 1959 toll was 37,800 deaths 
and 1,400,000 disabling injuries. The 
1958 toll was 37,000 deaths and 
1,350,000 disabling injuries. 

Cost of traffic accidents in 1959 
was estimated by the Council at 
$5.8 billion. Property damage 

alone was $2 billion. 

Acknowledging concern over the 
size of the traffic toll, the Council 
pointed out several encouraging 
aspects of the highway accident 
situation: 

1. Despite the increased toll in 
1959, traffic deaths were 900 below 
1957 and almost 2,000 fewer than 
in 1956. 

2. The 2 percent rise in traffic 
deaths in 1959 was less than half 


L-O-F Denies 
Camera Trickery 


In TV Glass Ads 


WASHINGTON. — Libbey-Owens- 
Ford Glass Co. has denied Federal 
Trade Commission charges of using 
camera trickery in television adver- 
tising to exaggerate the qualities 
of its auto safety plate glass and 
to disparage the auto safety sheet 
glass of competitors. 

Requesting dismissal of the FTC’s 
complaint, the company denied 
making or using “any false, mis- 
leading or deceptive representations 
or statements whatever.” 

In addition, it asserted “its adver- 
tisements were in all respects true 
and accurate statements, portrayals 
and demonstrations of the facts” 
presented in the challenged adver- 
tising. 

General Motors, which also was 
named as a respondent by the FTC, 
previously filed an answer denying 
the charges and asking that the 
complaint be dismissed. 





Chevrolet's Forward Development Board— 


The Chevrolet owner relations program, inaugurated a few months ago, is designed to strengthen the ties between the company 
and almost 17 million Chevrolet owners. The third forward development board of the program included, from left, M. W. Worden, 


of a 5 percent increase in motor 
vehicle mileage—an increase which 
sent highway travel to a record- 
breaking 695 billion miles in 1959 as 
compared with 665 billion miles in 
1958. 

3. The toll and travel figures 
produced a mileage death rate in 
1959 of 5.4—lowest in the nation’s 
history. The 1958 rate was 5.6. 
(Mileage death rate is the num- 
ber of deaths per 100 million ve- 
hicle miles.) 

4. All but about 60 of the 800 
extra traffic deaths in 1959 came in 
the first seven months of the year, 
when the toll rose alarmingly. 
From August through November 
deaths were unchanged or down 
from the same month of the pre- 
ceding year. In December they 
went up 2 percent. 

The Council said it is reasonable 
to assume that the steel strike in- 
fluenced the improvement in the 
accident toll in the latter months 
of the year, since it undoubtedly 
curtailed travel in certain areas of 
the country. 

“But since the rising trend of 
travel was slowed only slightly 
during those months,” said How- 
ard Pyle, Council president, “we 
feel credit for the improvement 
in the toll during that period 
must go largely to traffic enforce- 
ment agencies and to the driving 
public.” 

Of 47 states reporting for De- 
cember, 26 showed increased tolls, 
20 had decreases and one had no 
change, 

For the entire year 17 states had 
decreases. They were Maine, off 33 
percent; Idaho, off 18 percent; 
Louisiana, Minnesota, South Da- 
kota, Illinois, Kentucky, Massachu- 
setts, Washington, Oklahoma, 
Florida, Virginia, Alabama, Connec- 
ticut, Nebraska, Delaware and Wis- 
consin. 

For 12 months, 273 cities had 
decreases, 147 showed no change 
and 301 reported increases, 

Rochester, N. Y. had a 46 per- 
cent decrease, 





manager, owner relations department; D. D. McPhee, Detroit district manager; N. B. Burt, dealer, Englewood, Colo.; J. L. Lynch, Great 
Lakes regional P & A merchandising manager; L. B. Welch, dealer, Texas City, Tex.; J. W. Banks, Salt Lake City district manager; J. J. 


Whalin, Philadelphia district manager; R. C. Porter, Dallas zone business manager; J. A. Thornton jr., Memphis district manager; 
R. P. Murphy, Atlantic Coast regional manager; K. E. Staley, general sales manager; John H. Meisch, parts merchandising manager; 
A. K. Dearing, dealer, Savannah, Ga.; K. J. Parish, Minneapolis zone manager; W. T. Conner, dealer, Muncie, Ind.; V. P. Whetstone, 


Oakland city manager; Arthur M. Casey, dealer, Newport News, Va.; |. W. Thompson, assistant general sales manager for parts and 


accessories. 
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Cornell, N.C. Join 
In Accident Study 


Data on All Accidents 
To Get Scrutiny 


ITHACA, N. Y.—A broad pro. 
gram of research aimed at redue- 
ing excessive and needless injuries 
in auto accidents has been initiated 
in 10 North Carolina counties by 
Cornell University and cooperating 
health and law enforcement agen- 
cies. 

During the next six months, 
the university said, police and 
health officials will provide Cor. 
nell’s automotive crash-injury re- 
search staff with reports concern- 
ing every auto accident in the 10 
counties in which passengers suf- 
fer injuries or cars are damaged. 

A study of this data is expected 
to provide the designers of autos, 
health authorities and police with 
information which ultimately will 
mean greater protection against in- 
jury for motorists, a Cornell spokes- 
man said. 

The 10-county research program 
is the outgrowth of a number of 
lesser studies Cornell has made in 
North Carolina during the past six 
years, whose primary objective has 
been the study of the relationship 
between car design and injuries 
sustained by occupants in highway 
accidents. 

It has been estimated, the 
spokesman added, that thousands 
of motorists already have been 
saved from injury or death by 
the application of data obtained 
in North Carolina and in other 
participating states in recent en- 
gineering designs aimed at in- 
creasing passenger protection. 

Groups cooperating with Cornell 
are the North Carolina Highway 
Patrol, the North Carolina Board 
of Health, the Medical Society of 
the State of North Carolina and 
North Carolina Hospital Assn. 

Physicians and Highway Patrol 
officers will report on special forms 
provided by Cornell the nature and 
extent of injuries suffered by mo- 
torists and the causes of injuries. 

Completed case histories, includ- 
ing accident reports, medical re- 
ports and photographs, are being 
forwarded to the New York City 
headquarters of the Cornel! Re- 
search program. 

The spokesman said prelimi- 
nary studies made by Cornell have 
shown that the 1956 cars, and 
later models, have doors which 
are less apt to open, by 27 per- 
cent, than the doors of older cars. 

The chances of being thrown 

from these late models are reduced 
by 50 percent and the risk of suf- 
fering dangerous to fatal accidents 
is less by 30 percent, he said. 

It is estimated that up to 5,500 
lives may be saved each year be- 
cause of this reduction in the pos- 
sibility of being thrown out of an 
auto during an accident, he added. 


Burglars Crack 
Dealer’s Safe, 


Take $25,000 


YOUNGSTOWN, O. — Burglars 
used the firm’s acetylene torch to 
open a safe at Buick Youngstown 
Co. and made off with $25,000 and 
an undetermined amount in cash, 
according to Eugene Hopper, pres- 
ident. 

Hopper said the safe was looted 
on a Saturday between 4:05 p.m, 
when the firm closed, and 6 p.m, 
when an employe returned with 4 
truck. 

Dealers here have closed at 4 on 
Saturday for the past year, police 
said, and the burglars’ timing indi- 
cated they were acquainted with 
the firm’s operations, A watchman 
had been scheduled to report for 
work at 9 p.m. 

The burglars used a sharp in- 
strument to dislodge a bar on the 
inside of a rear door. 

Hopper said the firm doesn’t or- 
dinarily keep so much money on 
hand. The firm delivered six neW 
cars and 10 used vehicles on the 


day of the burglary and the money | 
was placed in the safe because | 


banks are not open on Saturdays, 
Hopper added. 
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output on record, The previous 
peak for January came in 1955 
when 659,508 cars were built, 

The combined total of 811,453 
cars and trucks built in January 
marked an alltime high for the 
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Beats Record Pace 





month, and was the largest total 
vehicle output since November, 





Week Week dan. 1 dan. 1 

E Same 1955, when 866,052 cars and trucks 

Feb. 8 — Jan, 30, cutout, Feb. 1, Feb’ 6, were built. The previous high for 
jan 959* 1960 when 

pro- 8 AMERICAN MOTORS ‘ase (Continued from Page 1) since 1951, when 126,852 trucks were calles omaha” ao 

duc: B Rambler ....----ccccceseeeseee 10,500 6,532 10,457 40,836 © 42,716 ~—«51,336| With its Wixom operation on six| built. Se Individual peaks were set in Jan- 

ries CHECKER MOTORS .. 100 171 380 80 7135 130 | days. AR output in January totalled|U@tY, by Chevrolet, Corvair, Ford 
ated § CHRYSLER CORP. ...... 27,600 82,240 §= 26,976 106,866 53,411 134,466; Ford Motor, however, announced C 688,991 units, the highest level|“ivision, Falcon, Valiant and the 
by Chrysler 969 2,540 9,886 6,610 12,386| last week it is placing the Wixom car assemblies had reached since compacts as a group. 

i i + * 

ting DeSoto 545 1,535 5,662 4,919 7,162 | assembly plant on a two-shift basis November, 1955, when 749,003 units ” 

SA TOO ones enrecseees 84 8440 34,319 11,440 42,919 this month. It will hire an addi-| wore built, and the largest January | (“NADIAN assembly operations 
Imperial 548 729 = 2,894 2,113 3,494| tional 800 employes, bringing total : Beales é declined last week as Ford 
Plymouth Total 94 13,732 54,105 28,329  68,505| employment to about 4,100, accord- : ss Motor stopped car output to adjust 

ha, Plymouth ........0.-000 8,900 94 8,823 36,429 28,329  45,329|/ing to W. D. Singleton, plant man- AMC Field Officials field inventories. 

nd See ee 4,909 17,676 _.......... 23,176 | ager. The plant is currently produc-| Meeting in Detroit Output totalled 5,970 cars and 

or FFORD MOTOR** .......... 46,470 37,057 48,852 200,009 198,194 246,479|ing an average of 460 Lincolns and & : g 1,927 trucks last week, compared 

re- B Ford Division ............. 41,505 31,026 42,888 173,931 165,200 215,436| Thunderbirds a day. DETROIT.—A three-day meeting} with 8,353 cars and 1,968 trucks 
= ati iacenin Re. . codes 11,509 45,038 .......... 56,268 + * # of American Motors’ automotive; turned out a week earlier, Last 

10 Ford (Standard) .... 28,470 29,443 29,541 121,583 157,573 150,053 HEVROLET’S drop resulted di- divisional managers, zone man-| week’s output also compared with 

af- Thunderbird ............ 1,805 1,583 1,838 7,310 1,627 9,115 rectly from a strike in the divi- | 28°™ and assistant zone managers| the 9,272 cars and trucks built 

IE MOON, csecccscieecrsorre 965 731 (857 3480 4423 4.295] sion’s manufacturing plant at Flint, | Pins today (Feb. 8). by Canadian makers during the 

ted Mercury. «........:cccss0ese- 4,100 3,958 5,107 22,648 21,281 26,748| which produces crankshafts, six.|_C°™P@"y executives who will) week ended Feb. 7 a year ago. 

tos, § GENERAL MOTORS .. 78,160 64,814 83,753 328,188 348,690 406,348 cylinder engines and other compo- participate include George Rom-| The Canadian makers accounted 
rith ee a sche 7,085 7,809 33,316 42,624 41,178|/ nents for cars and trucks ney, president; Roy D. Chapin jr.,|for 41,661 cars and trucks in Janu- 
will Cadillac 3,813 4,310 16,589 20,303 20,577 Alth i : automotive executive vice-president | ary, marking the highest level auto 
inf Chevrolet Division ... 44,300 35,460 51,004 195,584 187,763 239,884| -,\ithough the strike resulted |and Roy Abernethy, automotive |output that country has reached 
eg I ae 8,138 33,190 _.......... 40,916 ge Se ee oe the amount | distribution and marketing vice-|since June, 1959, when 44,603 ve- 

Chevrolet (Stand.).. 36,700 35,460 42,956 162,304 187,763 199,094 Crankshaft erinding department, | President. hicles were built. 

am Oldsmobile .................... 11,110 9,080 10,374 41,226 49,695 52,336 10,000 members of UAW Local 

. ———— 10,900 9,376 10,166 41,473 48,305 52,373 659 walked off their jobs. AMC Export Chief Irked ... 

six} Studebaker .................. 3,295 3,663 3,193 13,012 19,526 16,307) Not knowing how long the strike 

nas might continue, division officials de- 9 

hip} Total Cars, U. S.** ....166,125 114,477 173,311 688,991 663,272 _855,116| Cided to curtail overtime operations One-Way Trade Street? 

Nes | “Revised. atten, ‘The Stillen peerenliy ur 

‘AY | s+Totals for 1959 include Edsel production. : 

scheduled to work seven car and! pprROIT.—While reporting rec-| formation, in the latter part of 
ne COMMERCIAL CARS Some truck plants six days last| 47q Rambler exports in 1959, W. H.| 1959, of the Outer Seven Free Trade 
is = Thoreson, director of automotive} Area, which includes Great Britain, 

n (U, 8S. PRODUCTION ONLY) The order cut Chevrolet big-car| export for American Motors Corp.,| Switzerland, Norway, Sweden, Aus- 

ry \... Week rotate} Jan.1 |output from 42,956 assemblies @| lashed out at “discriminatory prac-/tria, Denmark and Portugal with 

d Feb.6, Week, Jan. 30, Output, Feb.7, Fen 6, | Week earlier to an estimated 36,700/ tices” involving the shipment of | similar objectives. 

or 1960 1959* 1960* January*  1959* i969 | Units last week, and Corvair out-| U. S.-built cars to Europe. “Shipping charges established 

- | CHEVROLET ............... 9,800 8,216 11,877 43,042 42,994 52,842 ot from 8,136 to 7,600 units. Com-| “Not only are duty and taxes | py international ocean shipping 

- | DIAMOND T .................. 15 130 67 293 662 368 | bined output of the two cars gave! in European countries set at al- | conferences also work to the dis- 

a als 80 37 108 370 305 459| Chevrolet an estimated 44,300 as-| most prohibitive levels, but ship- | advantage of U. S. auto manufac- 

I na eaccscncessceees 1,800 1,932 1,978 7,675 9270  9,475|Semblies and enabled the division) ping charges from East Coast | turers,” he said, For example, a 

ay PFORD onic. 9,125 6,132 9,106 36,599 34,577  45,724| © lead the industry again in indi-| ports to Europe are double those | Rambler shipped from New York 

IID crccsrercosseonsosscreonsonene 2,950 1,723 2,534 9,178 9,821 12,12g| Vidual output. for the same car coming back to | to Germany has a freight bill of 

of } INTERNATIONAL. ...... 2,984 3,165 3,192 11,616 8,527  14,600| Elsewhere in the General Motors; the U. S.” Thoreson said. $328, but if the same car is 

sc csacesasascbioes 350 352 340 §=:1,279 1,821 1,629 | Production setup, Buick, Oldsmobile| These barriers contributed to the| shipped back to New York the 
STUDEBAKER. .............. 170 315 157 630 = 1,710 800|and Pontiac showed output gains,|reduction of total shipments of| charge is only $158. 

EE cccsssconcosovessosseonssses 425 328 424 1,622 1,845  2,047| while Cadillac was off slightly from | U. S. cars in 1959 to a ote nt “This illogical and unfair meth- 

UN oncccenesconsoconesssnsese 2,450 2,303 2,730 9,759 11,337 12,209/4 week earlier. of 116,520 cars, he said. The peak| ., of determining ocean rates 

nd § MISCELLANEOUS ...... 100 70 100 399 370 499} Buick was up from 7,809 to 7,862|export year in the 1950s was 1955) . ve. to discourage the purchase 

0- —— ———_| assemblies; Oldsmobile from 10,374| When 252,000 cars were shipped, he! (¢ american-built cars in Europe, 
Total Trucks, U. S. .... 30,309 24,703 32,613 122,462 123,239 152,771| to 11,110, and Pontiac from 10,166 to | Said. . : and to encourage the importation 

d- | Total Cars, Trucks, 10,900. —— into — ——. aoe tn of European cars into this coun- 

e- iil arcknniell 196,434 139,180 205,924 811,453 786,511 1,007,887| Cadillac, dropping back from 5% cond a gd Pe pn he| ttY,” Thoreson said. 

1g Total Cars, Trucks, ~~ |to 5 days, declined from 4,310 to ai” i 7 ; “Certain car-producing countries 

ty i ES 7,897 9,272 10,316 41,661 43,535 49,558 | 3,988. ae to “The about-face in the auto-im-|in Europe, which now have a great 

. Grand Total, ‘ ..| port-export picture has adversely|Stake in the U. S. market, claim 

Cars and Trucks, PRRBAsEs in output at Corvair| i auenced the foreign-trade bal-|they have eased restrictions against 

° U. S. and Canada....204,331 148,452 216,240 853,114 830,046 1,057,445|___ 2nd Valiant, plus slight gains at| 10. in excess of half billion dol-|0Ur cars, but these steps have been 

2 7. Rambler and Studebaker, offset the lars in 1950.” Thoreson said mostly meaningless, We feel that 

1 Movised. Falcon decline and gave the com-|** Whil other makes were declin- |other automobile - manufacturing 

, pacts a high of 38,125 assemblies ing eine exports rose to a |nations who enjoy relatively free 

- ® & é e 9 last week, peak of 5,180 units in 1959, up 58 | 2ccess to the U. S. auto market 

. Ed itor L l St Ss Seven Ss “ws Last week’s compact share | percent over 1958 shipments, he | Should give our automobiles rea- 

m amounted to 22.9 percent of total | caid The total included 423 Ram- | Sonably similar treatment. 

d C « ey oe ae > with | plers for U. S. Government use. Fee ne oe eae 

f- b C £ L ry lty i percent & week cariler, Rambler shipments in the last Ge 

ts ur ing us omer O a Lark schedules rose from 3,193 to/three months of 1959 were more Grawemeyer ts 

3,295 assemblies last week; Ram-|than double those in the compar- 

0 WASHINGTON. — Seven “capital| dle his problem without letting him sed 10,457 to 10,500, and Valiant] able quarter of vy suaneoee said. Pr esident S Job m 

o- | Sins” that tear down customer loy-| know he’s wrong. rom 4,909 to 5,500. “Rambler sales abroad have con- * * 

y- | alty were enumerated at the 43rd; 5, Oral misrepresentation — Ayrton gains in compact out tinued to climb potent of . - Indianapolis Assn. 

n | annual NADA convention and ex- ryth put are likely next week when|tinually increasing eman or 

i. | hibition. eat eum tein con Comet starts up at Lorain, O., and|compact cars with a good balance AS oe ae a 
Speaking before the convention’s| you understand, but be certain he | Falcon at Metuchen, N. J. between size, power and economy,” age . i 7 z h Seatams 

service session, Frank P. Tighe,| knows, too. _ Studebaker begins production of/Thoreson said. “Many of the cars pe r ler, Mek an See Ad 
editor of Motor Age, listed these| 6. Uncleanliness—is next to un-|its Hawk series this week. Checker | built abroad are too small for aver-| Of the American cae hone 
“sing”: 7 Godliness. has resumed Superba output after| age family use, and are underpow- aan oes dia oll Y doe 
1, Expedience—doing the easi- 7, Failure to appreciate the busi-|# two-week shutdown for inventor-| ered.” : : ret ager a ae anapolis 
ness your customer brings into] és, but output is curtailed by steel] Thoreson pointed out “that duty |; mo . 
est, slipshod way to get rid of car your died shortages. rates and taxes imposed on U. S.| Grawemeyer succeeds Homer L. 
and customer. In his 25-year experience with ie cars by European countries which| Archer, president of Harry A. Sharp 

3 2. Failure to keep promise—leav-| dealers, Tighe said he had reached DECLINE from 32,613 truck} have their own auto-making facil-|Company (Ford). The new dealer 

o f ing the customer standing and|“one solemn conclusion about the assemblies the previous week |ities range from 35 to 69 percent,| head formerly was vice-president of 

n § waiting at the altar of loyalty. service business: to an estimated 30,309 units last| based on landed cost price, includ-| the association. p 

d 3. Unskilled diplomacy — impati-| _ “You are married to your service week resulted from curtailment of | ing ocean freight and marine insur-| David N. Johnson, vice-president 

b Bence grum dhe the old canine department—yes, married, for bet-| overtime schedules at Chevro-| ance, on engine cubic-inch displace- | of Johnson Chevrolet Co. was 

r E of cnivieiiieame ter or worse, in sickness and in let and declines in assemblies at} ment and/or weight.” named vice-president. He formerly 
4.Th , health, ’til debts do you part. Your| Dodge, Ford, International, Divco By contrast, he added, the U. S. | was treasurer, R. F. Dellen, presi- 

G0 situa’ customer’s-always-wrong-| service department is your mer-| 4nd Willys. charges a flat import duty on all | dent of Ogle-Dellen Buick, Inc., was 

ude—he’s not always right ei- chandising wife The 32,613 trucks turned out | cars of 8.5 percent of the price, | selected secretary, and Clifford J. 

i ther, but the smart thing is to han- “You married her for money— | the previous week marked the | excluding ocean freight, plus the | Hart, president of Hatfield Motors, 

4 let’s face it. If you are true to | highest level commercial-car out- | Federal excise of 10 percent. Inc. (Ford), treasurer. 

m her you can have a lot of that | Put had reached since the week “And the situation is not improv- Three new directors elected are 

2 400 Firms to Cut money. Yet, there are those who | ended June 30, 1951, when 34,003 | ing,” he said. “Six countries—West | Jerry Alderman, president of Jerry 

: are flirting with her and the | units were built. Germany, France, Italy, the Neth-| Alderman Ford Sales, Inc,; Eldon 

= Sm ll. R money the service department The previous week’s upsurge gave|erlands, Luxembourg and Belgium| Palmer, president of Palmer Dodge, 

: a -Car ates makes, the industry a total of 122,462 truck |—a year ago formed the European |Inc., and Virgil Snider, president of 

; NEW YORK—A “i “Best thing to do is to treat her| assemblies for January—the high-| Economic Community (Common Snider Auto Service, Inc. (Stude- 

tf count o en eh aigpees we right—particularly, if she’s as well-| est monthly output for the truck| Market) to arrive at common im-| baker). Retiring directors include 

- cated 5 gan Do ; grant equipped as most merchandising| Producers since May, 1955, when| port duties. Archer, Bernard T. Gates sr., presi- 
oe dace b 8 aoe on compact | wives are. Don’t keep her in the/| 129,852 units were built. It also| “]ts formation called for the| dent of Gates Motors, Inc. (Plym- 
oa Gimp A aan on back room like a kitchen drudge all| marked the highest January output | eventual averaging of an import|outh-Valiant), and James D. — 
tional Bureau of Underwrit e aad the time. Spruce her up and show | | dutty rrate of 31 percent for automo-| land, president of Strickland Mo- 
ie: Natieas ‘dadinen bile or 4 her off every once-in-a-while. Fire Hits Atchi Deal biles imported from nonmember | tors, Inc. (Mercury). 

ff writers As utomobile \inder-| “Be faithful to her always and tre mts Atchison We nations, plus taxes established sep-| Besides the officers and the newly 

1 sn. your fidelity will be well rewarded. ATCHISON, Kans.—Fire damag-|arately by each of the member| elected directors, members of the 

v The economy-car discount will Divorce her from your other mer-|ed H. & M. Buick-Pontiac Motor] countries. At the same time, duties| board also include James R. Nan- 

e | Not be eliminated where a 25 per- chandising activities and you’re|Co, here to the extent of $35,000.) are being reduced on EEC members | kivell, president of Nankivell Olds- 

y | cent credit already is available| done for. Because, as I have said,|C. B. McDonald, manager, said the products and by 1970 there will be| mobile, Inc., and David Rodocker, 

e ‘ ause of two or more cars in the| there are many, many others who| loss included three new and several | no duties levied against any prod-| president of Rodocker Motors, Inc. 

, a » the rating organizations | can—and will—profit by your mis-| used cars. Cause of the blaze was| ucts of these countries. (Plymouth-Valiant). Thomas E. 





take.” 





not determined. 





“This move was followed by the 


Hanika is executive vice-president. 
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Vermont Dealers 
Urge Defeat of 
Excise-Tax Bill 


MONTPELIER, Vt.—A group of 
members of the Vermont Automo- 
bile Dealers Assn. met with four 
State senators and appealed for de- 
feat of the proposed 2 percent au- 
tomobile excise tax recommended 
by Gov. Robert T. Stafford. 

The excise tax measure has been 
approved by the House of Repre- 
sentatives and was before the State 
Senate when the dealers conferred 
with Senators John J. O’Brien, 
South Burlington; Russell F. Ni- 
quette, Winooski; Robert C. Spen- 
cer, Jericho, and Chester C. Martel, 
South Hero. 

Senator O’Brien reported that the 
auto dealers “want us to vote 
against the levy,” and added that 
“we are all opposed to it, anyway.” 

Peter Val Preda, of Burlington, 
president of the dealer association, 
said after the meeting that “the 
great majority, if not all members, 
are now vehemently opposed to the 
present auto tax bill.” 

“It has come to the attention of 
this group,” he declared, “that the 
money requirements of the High- 
way Department, as earlier indi- 





cated, are no longer necessary for 
the coming fiscal year. 

“Also, the bill in its present form 
is discriminatory and is only an- 
other splinter tax which will serve 
no long-range purpose.” 


Alcoa to Supply 
‘Hot? Aluminum to 


GM in Indiana 


DETROIT.—Aluminum Co. of 
America and General Motors Corp. 
have signed an agreement for Al- 
coa’s Evansville (Ind,.) reduction 
plant to supply GM’s Bedford 
(Ind.) manufacturing plant with 
molten aluminum. 

The GM unit, about 100 miles 
from Evansville, makes transmis- 
sion castings and brake compon- 
ents for the corporation’s middle- 
price car lines. 

Though neither company would 
disclose details of the contract, it 
is believed about 25,000 tons of hot 
metal are involved in the first year 
of the pact, beginning in July. The 
metal will be transported by in- 
sulated trucks to the GM plant, it 
was disclosed. 

GM and Ford Motor Co. both 
have “hot metal” contracts with 
Reynolds Metals Co., but neither 
involve long-distance hauling over 
public roads. GM’s contract with 
Reynolds, which supplies aluminum 
for Corvair engines, is in New York 
State. The Ford contract is in Ala- 
bama. 


S.D. Sets Parley 
At Sioux Falls 


SIOUX FALLS, S. D. — Dean 
Bailey, manager of Ray Quinn Co. 
(Plymouth-DeSoto-Valiant), will be 
general chairman of the South 
Dakota Automobile Dealer Assn.’s 
42nd annual convention. 

The convention will be held May 
21-23 at the Sheraton-Cataract 
Hotel here. 


Colo. Assn. Names Irvin 


To Head Insurance Trust 

DENVER.—George Irvin jr., 
George Irvin Chevrolet, has been 
named chairman of the Colorado 
Automobile Dealers Assn. insurance 
trust, which administers a group 
benefits plan for dealers and their 
employes. 

Reed Miller, Grand Junction, is 
vice-chairman, and Harold Pullen, 
Fort Morgan, is secretary-treasurer. 








HELP WANTED 





USED CAR MANAGER—Aggressive per- 
son with knowledge of the value of used 
cars and ability to handle sales person- 
nel, Ford dealership handling 250 to 300 
used cars monthly. Located in the Phil- 
adelphia area. Salary plus percentage of 
profit. Send complete resume and recent 
photo. Box 1124, c/o Automotive News, 
Detroit 7. 


AUTOMOBILE DIRECT MAIL CONCERN: 
Sales representatives — $7,000 plus to 
start. Several openings, car necessary, 
exclusive territory. Excellent future, Box 
1101, c/o Automotive News, Detroit 7. 


GENERAL 


AUTOMOTIVE NEWS, FEBRUARY 8, 1960 


















HELP WANTED 


FINANCE 
MANAGEMENT 
and 
SALES 
PERSONNEL 


Large national automobile instalment sales 
finance company operating throughout the 
United States has openings at the Man- 
ager ey and Automotive Finance 


Sales Levels. opportunity of advance- 
ment in present job is limited, the posi- 
tion will present a challenge to a man 
with managerial ability. 


Applicants must have proven records as 
Managers or supervisors, or experience in 
the automotive finance field which would 
qualify them for these positions, Can offer 
choice of locations from Midwest to West 
Coast. Compensation commensurate with 
experience; excellent fringe benefits, Sub- 
mit resume of your education and experi- 
ence with complete details of present posi- 
tion. All replies confidential. Box 1138, 
c/o Automotive News, Detroit 7. 





MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 
onstrate and sell simple device that stops 
shimmy and shake in cars, eliminates all 
wheel balancing and most front end 
work, Requires less than 30 minutes per 
car. Instrument costs dealer $159.00 
complete, Write for details to: J, Lavin- 
ger, B & B Manufacturing Company, 
Box 816, Sioux City, Iowa, 


SALES MANAGER WANTED — Unusual 
opportunity for an aggressive young man 
with a challenge in mind, Owner wishes 
to be relieved of some of his responsibil- 
ities. Must be capable of assuming re- 
sponsibility, able to hire and handle men 
and know how to close deals. Rignt man 
with good sales ideas could easily in- 
crease sales. We are an Oldsmobile deal- 
er in the Philadelphia zone and have ex- 
cellent potential. Reply in full detail to 
as 1149, c/o Automotive News, Detroit 


BRITISH DISTRIBUTING ORGANIZA- 
TIONS. Young office man with manager- 
ial experience spare parts and warranty 
at factory, zone and field levels, Little 
accounting and new/used car sales. Com- 
mencing June-July with organization 
handling British makes. Coast immater- 
ial, Box 1150, c/o Automotive News, 
Detroit 7. 





GOLDEN OPPORTUNITY 

TRUCK SALES MANAGER AND 

ASSISTANT NEW CAR MANAGER 
Must be top flight closer and be able to meet 
people, direct and train salesmen. Successful 
agency |6 years, ns sake dealership midwest 
a town of 125, nd growing. Submit 
qualifications with recent photo, compensation 
sont etc, Box 1161, c/o Automotive News, 
etror . 





FUTURE DEALER—Wonderful opportun- 
ity for sales minded individual having 
managerial abilities who desires own 
dealership. Can now secure up to quarter 
interest in Oldsmobile-Lark Jealership 
with opportunity for additional interest 
upon proof of capabilities. Approximately 
150 car potential. Send resume. Box 1151, 
c/o Automotive News, Detroit 7, 


WELL ESTABLISHED southern Indiana 


automobile dealership has excellent op- 
portunity for aggressive man with auto- 
motive experience, sales or service, or 
both, This opportunity presents chance 
of a lifetime for the right person, privi- 
lege of buying into corporation if desired. 
Ample salary while becoming established. 
Advancement limited only by your own 
ability, effort, initiative. Box 1152, c/o 
Automotive News, Detroit 7. 


EXPERIENCED, EDUCATED, ambitious 
automobile men who will work for op- 
portunity and future security. We need 
‘“‘Indians’’ and ‘‘Chiefs’’ in all depart- 
ments of our automobile businesses and 
our daily rental and lease business. Earl 
Hayes Enterprises, Inc., P. O. Box 23005, 
Dallas 3, Texas. 


SERVICE MANAGER—Assume fuli re- 
sponsibility in dealership selling 1,600 
new and used units annually, Philadel- 
phia vicinity. Present customer labor 
about $5,000 per month, Are you the 
man to build this up to a highly profit- 
able service department? Top salary if 
you can do the job. Box 1125, c/o Auto- 
motive News, Detroit 7. 


BUSINESS MANAGER — ACCOUNTANT 
for Ford-Mercury dealership in Florida. 
Send complete resume, photo and refer- 
ences. Box 1164, c/o Automotive News, 
Detroit 7. 

MANAGER — Imported car 

Jersey. Busy opera- 


dealership central 
News, 


tion. Box 1165, c/o Automotive 
Detroit 7. 





FOR QUICK RESULTS 
TRY AUTOMOTIVE NEWS 
CLASSIFIED ADS 





SERVICE MANAGER: 24 years’ 


HELP WANTED 


WANT EXPERIENCED SALES MAN- 
AGER for volume General Motors deal- 
ership located in metropolitan Denver, 
Colorado. A challenging opportunity for 
a man with a proven sales manager 
producing record. Good salary and profit 
sharing plan, limited only by your capa- 
bility. Only deeply interested, experienced 
sales managers reply with complete 
qualifications: Age, education, experience, 
references, a recent photograph, Replies 
handled in strictest confidence. Material 
returned. Box 1146, c/o Automotive 
News, Detroit 7. 


ONE OF LARGEST DEALERS in San 
Francisco Bay area requires top man as 
office manager. Must be excellent ac- 
countant and able to supervise installa- 
tion of machine accounting system. Cali- 
fornia man, familiar with various state 
tax reports preferred. Responsible and 
permanent position with attractive salary 
for qualified individual. In replying, en- 
close recent photo and resume, Also state 
availability and anticipated salary. Our 
employes know of this ad, Box 1128, 
c/o Automotive News, Detroit 7. 


SALES MANAGER—Ford dealer in north- 
eastern Great Lakes (3,000 units new 
and used) desires man with knowledge 
of high gross systems. This position can 


be filled by a man who is presently a 
sales manager, or by a well trained 
assistant sales manager. Salary plus 
percentage of profit will provide our 


sales manager an extremely high income 
potential. Company car furnished along 
with other company benefits. Send res- 
ume and photo. Box 1166, c/o Automo- 
tive News, Detroit 7. 








GENERAL MANAGER 
REQUIRED 


By Rambler Dealer in Southwestern On- 
tario. Annual sales volume 300-350 new 
units. Attractive salary with opportunity 
for part ownership for qualified man. Send 
complete resume. Replies treated in con- 
fidence. Box 1173, c/o Automotive News, 


Detroit 7. 





SERVICE MANAGER. Immediate opening 
for experienced service manager with 
leading import distributor. Executive 
caliber man required, thoroughly experi- 
enced in wholesale service administra- 
tion. Will be responsible for program of 
progressive and proficient service depart- 
ment operation for distributor and dealer 
network. Excellent future for aggressive 
man. Liberal salary. ‘‘Big 3’’ experience 
desired. Send recent photograph and 
resume to Box 1169, c/o Automotive 


News, Detroit 7. 


EXPERIENCED AUTOMOBILE FIELD 
REPRESENTATIVE, preferably 25 to 
40 years old, to represent Renault dis- 
tributor in Virginia, West Virginia and 
the Carolinas. Excellent future for ag- 
gressive man, Liberal salary. Send res- 
ume to Box 1131, c/o Automotive News, 
Detroit 7. 





GENERAL OR USED CAR MANAGER— 
Former new car dealer, fully experienced 


all phases of operation: Selling, recon- 
ditioning, buying, displaying, advertis- 
ing, using daily control system. More in- 
terested in successful operation than sal- 
ary. Banking and character references— 
available for interview. Prefer south or 
southeast. Box 1170, c/o Automotive 
News, Detroit 7. 


experi- 
ence General Motors servicing, past 14 
years as service manager, 43 years of 
age—excellent customer and factory re- 
lations, Best of references. Will relocate. 
Box 1153, c/o Automotive News, De- 
troit 7, 


LEASING MANAGER. Thoroughly experi- 


enced in all phases: Purchasing, account- 
ing, operations, distribution, sales. Both 
national and local experience, Can or- 
ganize leasing program from the ground 
floor up—or fit into established business. 
7 1154, c/o Automotive News, Detroit 


YOUNG MAN with General Motors factory 


claims and service management experi- 
ence desires position with automobile 
manufacturer as service representative 
or warranty claims adjuster. Presently 
employed as assistant service manager 
with GM dealer, Age 27, married, excel- 
lent references. Box 1155, c/o Automo- 
tive News, Detroit 7. 


nse 


POSITION WANTED 


GENERAL MANAGER—18 years’ success- 
ful experience retailing 500-800 new, 700- 
1,000 used. Can supervise all depart- 
ments profitably, understand daily con- 
trol and budget forecasts. Currently 
eral manager dealership with two 
and two used locations in large city. 
sire change with eventual buy-in, if 


sible. Best relations with present em- 
ployer. Box 1141, c/o Automotive News, 
Detroit 7. 


GENERAL MANAGERSHIP — distributor- 
ship/dealership, factory or finance com- 
pany sales—-staff—finance management. 
Fifteen years’ automotive retail, whole- 
sale field and office sales management 
levels. College degree law, excellent ref- 
erences. Write Box 1167, c/o Automo- 
tive News, Detroit 7. 

AM LOOKING for a responsible position. 
Female, 30, married, two years college, 
11 years in supervision and training de- 
partment well known hospitalization 
company. Well versed in office manage- 
ment and procedures—no shorthand. Sal- 
ary open. LA 7-5634, Detroit, Mrs, Don- 
ovan. 

BUSINESS MANAGER - ACCOUNTANT. 
Highly trained and thoroughly experienc- 
ed manager able to handle the largest 
and most difficult position; able to give 
the dealer the operating statements he 
wants and the departmental control he 
desires. Age 38. Want position in Califor- 
nia or Oregon. Box 1156, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS AVAILABLE 


SOUTHERN CALIFORNIA dealership han- 
dling one of the leading imports. 350,000 
trading area, 5 million drawing area. 
$10,000 will handle inventory. Box 1157, 
c/o Automotive News, Detroit 7. 


WELL ESTABLISHED DEALERSHIP 
handling Pontiac and Rambler, midwest 
city 10,000. Excellent farm area, Finest 
sales and service building in city. Terms. 
Write: Broker, Box 1158, c/o Automotive 
News, Detroit 7. 


AGENCY HANDLING FORD—Prime Phil- 
adelphia dealership, 300-500 cars per 
year, Currently making money. No Blue 
Sky, Owner retiring, Principals only—no 
triflers, $100,000 investment returns your 
money in two years, You can be in busi- 
ness within the next 60 days. Box 1159, 
c/o Automotive News, Detroit 7. 


FRANCHISE HANDLING CHEVROLET- 
Oldsmobile-Buick, Average sales past 10 
years 250 new cars. No Blue Sky, The 
west’s finest climate—Dude Ranch capi- 
tal of the U. S. A. Must have factory 
approval, Call MUtual 4-5436 or write 
P. O. Box 848, Wickenburg, Arizona. 





DEALERSHIP HANDLING FORD for sale 
in small rural community. Successful 
° . profitable business for years. Owner 
retiring. For details write: Bob Deal, 
Hoeschler Realty Company, 117 N. 4th 
Street, La Crosse, Wisconsin. 





AUTO AUCTION 
FOR SALE OR LEASE 


to qualified persons. One of the nation’s 
oldest and finest. Over 700-car capacity. 
Dual lanes—third lane available. Ultra- 
modern facilities. Present owner (last 16 
years) now past 60 wishes to retire. Sale 
will pay 10% to 20% on investment plus 
owner-executive salary. For full informa- 
tion write Box 1162, c/o Automotive News, 
Detroit 7. 





SMALL TOWN—Deal handling Ford in 
rapidly expanding deep South town with 
unusual development prospects, Will sell 
all or substantial interest to man capable 
assuming all responsibility within one 
year. Box 1145, c/o Automotive News, 
Detroit 7. 


AGENCY HANDLING RAMBLER for 


sale, long established, excellent service 
business. Located in resort city in New 
Jersey. Box 1142, c/o Automotive News, 
Detroit 7. 


HANDLING FORD NEAR DETROIT — 


Large, modern facilities leased—-360 po- 
tential. Would sell half interest. Box 
1143, c/o Automotive News, Detroit 7. 





Dealership Handling 
Studebaker and 
Rootes Line 
FOR SALE 


Old established business. Excellent location 
in town of 12,000, San Joaquin Valley of 
California. Long term lease. About a six- 


man operation. A money-maker if properly 


handled. Principals only—no agents. Write: 
Box 1148, c/o Automotive News, Detroit 7. 





DEALERSHIPS AVAILABLE 










Foreign Car 


Distributorships 
Available 


Protected distributorships are 
available for states east of 
the Mississippi River. This low 
priced economy import has 
a tremendous sales potential, 
is backed by a large scale, 
national promotional program, 
and a full warranty. Car very 
successful in key sales test 
areas. Internationally repu- 
table manufacturer. Address 
letterhead to: Box 1163, c/o 
Automotive News, Detroit 7, 
Michigan. 

















TEXAS—HANDLING CHEVROLET — 15% 
car dealership for immediate sale—We} 
located in small city in oil area—Exeel. 
lent lease facilities, equipment, part 
stock and personnel — Approximately 
$40,000—Retiring owner will consider 
financing small portion—Please send par. 


ticulars of yourself and your curren} 


financial standing. Village Hotel, Suit 


210, Eastland, Texas. 





EARLY BIRDS!) 
Make the Money!! 


A few valuable factory franchises! 


open for VESPA automobiles in 


CONNECTICUT, NEW YORK, 

NEW JERSEY, PENNSYLVANIA, 

MARYLAND, DELAWARE AND 
WASHINGTON, D. C. 


Finest performing, most comfortable 
economy car on the road. Up to 6 
miles per gallon. Lowest priced car 
with the largest dealer profit! 


Write 
DAN MARCONI 


or 


Come by and see us at: 


1741 Broadway New York 19, N. Y, 
Circle 77-4455 


DEALERSHIP FOR SALE—Imported auto 
agency eastern Ohio, multiple line deal- 
ership, Handling Triumph, Hillman, Sun- 
beam, Austin, Austin-Healey, Austin 
Sprite, Riley, Jaguar, Borgward, Alfa 
Romeo and Lancia. Box 1136, c/o Auto 
motive News, Detroit 7. 


DEALERSHIP AVAILABLE — South Ala- 
bama, handling a ‘‘Big Two’’ line in 
prosperous area, will sell 150-200 units 
this year. Inventory and tools will bh 
under $17,000. Write Box 1120, c/o Auto 
motive News, Detroit 7. 


FOR SALE—Garage, modern 60’ x Tl 
building, handling Ford franchise within 
25 miles of Fort Wayne, Indiana, Bor 
1096, c/o Automotive News, Detroit 7. 


EAST TENNESSEE—One of ‘‘Big 2’’ deal- 
erships, old, established and profitable, 
Qualified personnel will remain if de 
sired. Sell all or part. Modern equipment, 
special tools, fast moving parts. $20,000 
required. Box 1171, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS WANTED 


CADILLAC, CHEVROLET, FORD or GM 
dual, Would also purchase interest in @ 
well established and successful dealer 
ship, with privilege of increasing hold- 
ings over a period. Have capital, experi- 
ence, health and youth to add to present 
assets of a going dealership, Box 1137, 
c/o Automotive News, Detroit 7. 


WILL PAY TOP CASH PRICE for Gen 
eral Motors, Ford or Chrysler dealership 
of 500 or more new car potential. Have 
sufficient operating experience to assure 
factory approval. Please send details it 
confidence. Box 1174, c/o Automotive 
News, Detroit 7. 


WANTED: A GM _ dealership within 15 
miles of Newark, New Jersey. About 1580 
units. Box 1172, c/o Automotive News, 


Detroit 7. 


APPROXIMATELY 200 CAR dealership— 
prefer Chevrolet or Ford—in midwest 
southwest. Approval assured, Have capi 
tal, Sen 1160, c/o Automotive News, De 
troit 7. 











—— 


DEALER SERVICES 


Let Military Acceptance 
Help You SELL 








MORE MILITARY PERSONNEL| 


Military Acceptance Corporation wil! 
you make more auto sales to Military orl 
sonnel . because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or tt} 
finance, anywhere in the world, at low 
| -saving rates, for fa ‘and nom 

Jesloned officers of ve 
toa oo plified 


. + On a sim 
recourse basis. 


ROLITARY ACCEPTANCE CORP. 
Dept. P. O. Box 2166, 800 Broadway 
San Siento, Texas—Telephone CApito! 5-6 
"Worldwide Financing for Military Person 
(USAA Insurance available 

to qualified officers) 
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| 1h ices of a highly successful senior auto- 
y'! mobile executive whose merchandising 
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DEALER SERVICES CARS FOR SALE 


__DEALER SERVICES __ 
HAVE CREW, WILL TRAVEL! 1960 





accessories and equipment. 
j Rete" your rena for obsolescence| 2=DANS AND SUNROOFS h 
ae a comin ae new model parts. $1 yal5 S arp 
@ Reports for dealer terminations. DELIVERED 


e —" reports for tax, insurance and! inciyding cost, insurance and freight to 


Any East or Gulf Coast port. Add 
$50 for West Coast deliveries. 
fe. Cornell Age, re EQUIPPED AS FOLLOWS 

7508 So. C ve. cago 49, illinois | Leatherette interior . . . tool kits 
a - « « mile speedometers . . . ASI 

windshields, heaters and defrosters 

+ « » turn signals . . . bumper rails 

- « » outside mirrors. 


1960 Auto Costs! Wired for Sealed Beam Headlights 
. ALSO COMMERCIALS 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives GHIAS—CONVERTIBLES 


you the factory invoice prices of all 1960 Write, Phone or Wire 
American cars, 25 foreign cars, 4 American 4 


trucks, and all their equipment. Used by CIRCLE DISCOUNT 
dealers and banks nationwide. Order your CORPORATION 


‘9 edition today for only $10—three year 

subscription $18 (including all supplements). Waban tae He, 0, W. seen 

UTO COSTS, ifery” eee Company, U. S. A. AGENTS FOR 

RUDI-ARONS International 
Agencies GMBH 


HAMBURG, GERMANY 


The Service That Counts 


used 
cars! 


HERTZ 


has ’em! 


ae 

















































Improve Your 
Profit Position 


| B Take advantage of the consultant serv- 






















"Seeing Is Believing" 


You'd Never Expect Such 
Top Quality at Such 
Amazing Prices 


"58 Fords & Plymouths 


$275 to $450 
For the Ist time: Act Fast 
1959 CHEVS. 

BISCAYNES $795 
None of our cars requires body 
work, All in A-1 mech. condition— 
clean inside & out, If you don’t 


agree that these are your TOP 
BUYS, your expenses are on us! 


UNIVERSAL AUTO 
WHOLESALERS 


885 Communipaw Ave, Jersey City 
HEnderson 5-8400 Larry Shandel 
On U.S. Truck Rt. #1, 4 miles 
from Newark Airport, and 2 miles 
from Exit 15, Jersey Turnpike, 


experience includes factory distributor 
and all phases of dealer operation. No 
| B factory, bank or finance connection. 
Results assured or no fee. Pacific states 
only. 


1958 and ’59 models are 
now available at Hertz 
offices across the coun- 
try. All cars in top 
shape, clean and sharp! 


Dealer's Consulting Service, Box 1139, 
c/o Automotive News, Detroit 7. 





Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts — you name it, 
we've got it! 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 





Good colors — power 










































1000 Freeland Waieler one” a7, Michigan _memene eee ee ee ee steering, R& H, auto- 
B BR matic transmission, 
FLEETS WANTED é 1960 ' many with power 
oneneen i Volkswage e brakes —the works! 
i ns : 
CAR LEASING | | CALL 
E MMEDIATE DELIVERY é YOUR LOCAL 
COMPANIES ' 1 
1 call, wire or write ED HOGAN 1 HERTZ OFFICE 
With 100 Cars or More in the New England 
and New York Areas. B CURRY CHEVROLET é TODAY 
We are interested in buying all or part of |g 3300 Broadway New York City g 
ee All replies in strictest confi- 1 ADirondack 4-6000 1 or contact: Mr. I. E. Spatig 
; pai at omumu nee ess = = = Hertz Car Leasing Division 
FLEET TRANSPORTATION, INC. eo os reg sales 
573 E, Fordham Rd. Bronx 58, N. Y. 1960 , 
CARS FOR SALE . VOLKSWAGENS 








Immediate Delivery 















AVIS OF TEXAS America's Largest 
gy 7" VOLKSWAGENS '60 
vrolets, 
and ie, i TOD-O-CAR, INC. Latest Models, Serials #2,800,000/and up. Im- 
Sait Care—Lowedt Prices ALL AMERICANIZED mediate delivery, attractive prices, all colors. 
& 
DON HOUSEWRIGHT On Hand at Two Locations: ALL COMMERCE & TRADING CORP. 
Dallas WH 2-441| | 1415 HAINES STREET, PHILADELPHIA 26, PA. 120 Wall St., New York 5, N. Y. 





PHONE: WaAverly 7-3500 


DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 


SEE PAGE 49 PHONE: EXpress 3-2861 


for the nation's 
oe as 


BOwling Green 9-0636, TWX-NY 1-12I1 

















CARS WANTED 
WANTED—ROLLS-ROYCE and BENT- 
LEY motor cars—Any year or type 
“Largest official retailer in USA."’ 
Messrs. Schaler & Waters, WA 6-1334, 
2000 N. Meridian St., Indianapolis, Ind. 


PARTS FOR SALE 


AUTOMOTIVE BULB #1034, price $14.00 
per hundred; 67 bulb $7.00 per hundred; 
57 bulb $5.50 per hundred——packed 10 
to box. Postage prepaid. Acme Sales Co., 
Box 949, Camden 5, New Jersey. 


LLOYD PARTS—Orders shipped ~ promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

BALL JOINT REPAIR KITS §138.00 per 
dozen sets (24)—-For all late model cars. 
Order now for prepaid shipment, Acme 
Sales Co., Box 949, Camden 5, New 
Jersey. Buick, Chevrolet, Ford are hot. 
100% satisfaction guaranteed, 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


Buying, selling, trading miscellaneous auto- 
motive items? Get quick results through 
Automotive News’ Want) Ads. 










































CARS FOR SALE 


VOLKSWAGENS 


1960 


IMMEDIATE DELIVERY 
NEW YORK AND NEW ORLEANS 


FOR BEST PRICES 
Wire, write, phone 


U. N. COMMERCIAL CORP. 
277 Clinton Ave. ESsex 1-2880 Newark, New Jersey 


In North Carolina call: E. M. Stafford Auto Auction, 2615 Wilkinson Ave., 
harlotte, N. c.. EX 9-0921 — Ask for Jimmy Allison 
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coer ere ee ee 


This glass is all in the original factory 


211 Ontario St. Toledo, Ohio 











PARTS FOR SALE 


WE HAVE 600 
REAR WINDOWS 


to fit '57 through ‘59 models of 
CHRYSLER, DESOTO & PLYMOUTH 
to sell. 
Unit price $2.00 each for complete lot. 
















The NEW and 
SUPERIOR 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 

















crates and ready for shipment. 
Call or write: 


Downtown Studebaker 












CHerry 1-3151 








Full length—i959—Ford and Plymouth—Remov- 
ed from 2-door station wagons. Will fit all 
1955 to 1960 models, including pleasure cars. 
Front seats have split back rest. Excellent for 
truck replacements. $12.50 each plus packing 
and shipping. Will ship in small or large 
quantities. Con-Field Motors Export Co., Inc., 
52 Broadway, New York 4, or call BOwling 
Green 9-4050. 


Think It's Next to Impossible 


To Train Them? Action 
Then get down to simplicities, stick to 8 Four Clamp Hook- 
fundamentals, harp on them 52 weeks yearly! neaiers’ List a. . me 80 


forever. We salesmen get so wound up in 
the flourishes, we forget the basics; need 
constant reminders, These 8 principles would 
be understood by, and make a master sales- 
man of Mortimer Snerd, but aren't beneath 
your pros. (Its concentration on salesmanship, 
not on specific products.) Use 8 Spotlight 
pages (one a week), plus 8 visual reminders, 
plus condensed 44 page text that contains 
every important thing ever written about 
salesmanship, Make each fundamental the 
uppermost sales technique of the week, one 
weekly for 8 weeks, start over again and 
again, ad infinitum, and watch your sales 
curve go up off the board. NOT a tangible 
$4 value, but if you feel ideas are important, 
mail $4.00 for sample set to: Edward Fiske 
Co., 2 Depot Plaza, White Plains, New York. 


LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price..........+. $69.80 
Dealers’ Special Discount 25%. 17.45 











ACCESSORIES FOR SALE 






New Station Wagon Seats 
























Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax Included 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 











IDEAS 


























To Stimulate Salesmen? 








Dealers’ Special Discount 25%. 14.95 


























Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $44.85 
Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 

































Soolieestinetianetienstenstaestanstenstenstenmtenteetantaeteton| 






























MISCELLANEOUS Since 1939" 
Canadian Distributors 
Eastern: Western 
The “ORIGINAL BRAKE BAR” fe Wea a. 0 five ne 
599 Yonge St. (Western) oa 
Toronto, tario 525 Main St. 





Automatic BraKinG 


Only Bar Manufactured Today 
WITH THE UNIVERSAL ¢ $5145 


wate 


1,000 EMBOSSED BUSINESS CARDS, 
$3.49. Free delivery, L-D Press, 534 
State St., Hammond, Indiana. 
















“WRIST ACTION" 
Incldg. BRAKE HOOK-UP 
Assures Full Floating Tow 
No Strain on Bumpers or Car 


TowKinG 020, $45°° 
KING vecazy $3750 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles quan 


BROWNIE CARRY-ALL Only 
BAG Mounted ON 13 
Rubber-Tired WHEELS 913.95 
SAFETY CHAINS, set of 2, only...... $2.95 
CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 
WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 


Exclusive Factory Distributor 
DE 2-0700 AN 3-8888 Nites: BA 8717 


Call Collect .$ Reco sans 
40 So. Clinton St., Chicago 6, Ill. 










TRUCK EQUIPMENT WANTED 


NEEDED — AUTOMOBILE TRANSPORT 
TRAILERS, Phone or write particulars: 
Interstate Transit Company, Box 9524, 
Portland 10, Oregon. CApital 2-9841, 























SHOP EQUIPM ENT WANTED 








WANTED TU RNING RADIUS PLATES 
for Bear truck frame machine; 460 
Holmes wrecker crane. Ratliff & ‘Sons, 
Sanford, Florida. 
























ANTIQUE CARS FOR SALE 








1932 ROLLS ROYCE—Drop Head Deville. 
Prime condition, $3,600, Picture on re- 
quest, Alton Realty, St, Petersburg 
Beach, Florida, 




















EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 








An advertisement in this section is the 









answerl 


| AUTOMOTIVE NEWS 
















ew Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [[] or Two Years $22 (J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


En dntena Ges endneéee ces neween dee ouseshent30be0eeeses 4usenenne ° 
Soveed APMIS. cc ccccccccceecececbocecccccescceccsce Zone No...... eee 
- rrr rrTerrrrrr Te rrr rrr rr eeccce concccces GBccccnccéovcabene 


TRADE CONNECTION: 


Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [[] Financial [ Supplier 1 

Mahe of Cafe cccocccocescesecccccoseeesedcocces Qecotscceoonesesesabe 
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Now there are APX figures on all three magazines in the 
Post’s field! A lot of water has gone over the bar (shall 
I mix it, sir?) since the advertising world first heard the 
words “Ad Page Exposure” in the spring of 1958. 

The A.W.’s first reaction to APX was “Whatizzit?” 
We explained. Unlike all earlier magazine measures 
which dealt with the issue, APX focused the spotlight on 
your advertising page. Not how many copies of our mag- 
azine are sold ... not how many people look into one of 
our issues ... but how many exposures your ad page gets! 

A distinguished committee pinned the first Annual 
Media/Scope award on the Post APX study. It was wel- 
comed as a major breakthrough. But... 


You can stop 









AWE 


“But how does the Post compare with the other mag- 
azines in its field on Ad Page Exposure?” some people 
asked. Alas, we only had figures on the Post. (If you’ve 
paid for a 32,000-interview project of pioneering research 
lately, you can understand why.) 

Now — after months of pavement pounding by Politz 
and incipient ulcers for our treasurer—we have the answer. 





With one insertion in Life, Look and the Post, you get 
more than 91 million exposures to your ad page. .. at less 
than $1.00 per thousand! 

Those figures, like ABC circulation, are proved. And 
they’re yours before the show, not after. They make mar- 
ket planning easier and a good deal sounder. 

Now here’s the breakdown on Life, Look and the Post, 
—or maybe we'd better put that in the proper order— — 
Post, Look, Life. | 





holding your breath 








REACH: (TOTAL READER EXPOSURES | 
FOR THE AVERAGE AD PAGE) 


POST..... 30,861,000 Cu 
LOOK .... 30,702,000 
LIFE ..... 30,110,000 ( 


~ 









Now what about exposures of your ad page to the individual reader? 
What opportunity does your message have to penetrate? 


FREQUENCY: EH 


A POST AD PAGE GETS 17% 
MORE EXPOSURE TO THE 
AVERAGE READER THAN A 
LOOK AD PAGE...37% MORE 
THAN A LIFE AD PAGE. 

THE POST IS THE 
HI-FREQUENCY MAGAZINE! 


You want to know about the quality of the exposures you get, too. 
Are you getting readers with the need and the money to buy? 


RESPONSE: 


















ea 





PROOF OF RESPONSE TO THE EDF 

TORIAL AND ADVERTISING APPEAL 
OF A MAGAZINE IS SHOWN BY RE 
PEAT EXPOSURE. YOUR POST AD 
PAGE GETS 4 MILLION MORE RE 

PEAT EXPOSURES AMONG LARGERE 
FAMILIES (3,4,5 or MORE PERSONS) 

THAN A LIFE OR LOOK AD PAGE... 
2 MILLION MORE REPEAT EX 
POSURES IN $4,000-AND-OVER 
HOUSEHOLDS! AND $4,000 IS 
WHERE BUYING POWER BEGINS. 





Well, you can stop holding your breath. And we can start using ours ® 
for a few exultant roars. To wit, and just as you suspected all along.® 


THE POST IS YOUR NUMBER-ONE BUY FOR ff 


A CURTIS MAGAZINE 


REACH, ysis eat 
FREQUENCY, 
,, RESPONSE 3 


THE INFLUENTIALS’ MAGAZINE 





